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Double life of cylinders, pistons and rings! 


You’re sure of double life for cylin- 
ders, pistons and rings when you in- 
stall Perfect Circle 2-in-1 Chrome 
piston ring sets because BOTH the 
top compression ring and the oil 
ring are plated with thick, solid 
chrome that really resists wear! 

Top compression ring was spe- 
cially designed to perform where 
pressures are greatest, heat is high- 
est, lubrication is poorest. 

Type “98” Chrome Oil Ring with 
self-expanding spacer assures uni- 
form pressure against cylinder wall, 
plus a side-sealing action on the ring 


groove. Assure customer satisfac- 
tion by installing pre-seated Perfect 
Circle 2-in-1 Chrome sets for longer 
life and lasting oil economy! Perfect 
Circle Corporation, Hagerstown, 
Indiana; The Perfect Circle Co., 
Ltd., Don Mills, Ontario. 


Don’t Miss Your Doctor of Motors Clinic: 


Sponsored by your PC Jobber, the Doc- 
tor of Motors Clinic is packed with facts 
of great benefit to you. Don’t miss your 
next opportunity to attend. For your 
added interest and enjoyment, you'll see 
the latest movie of the Indianapolis 500 
Mile race. 


sss YOUR SET FOR 


DOUBLE LIFE 
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Type “98” oil ring—U.S. patent numbers 2,635,022 and 2,695,825 





PERFECT 
CIRCLE 


2-in-1 Chrome Piston Rings 
Preferred by more people than any other brand 





ANOTHER BLUE STREAK SECRET SERVICE TIP FOR YOU 
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NEEDLE STAYED ON FULL CHARGE 
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MICHAEL, WHEN YOU SET HIS 
REGULATOR, DIP YOU CONSIPER 
THAT MR. BLAST IS A TRAVELING - 
MAN, AND POES MOST 
OF HIS DRIVING 
ON HIGH-SPEED B prend 
TURNPIKES BY DAY? WHAT ‘ 

DIFFERENCE 


DOES THAT 








Y CHARGING REQUIREMENTS 
FOR “OPEN ROAD” DRIVING BY DAY 
DIFFER FROM “STOP AND GO” 
OR NIGHT TRAVEL. SET MR. B's 
REGULATOR LOW To AVOID 


OVERCHARGING HIS 
BATTERY.’ 














FREE OFFER. 
WRITE TODAY FOR 


ELEMENTARY, MICHAEL. USE THIS BLUE STREAK 
SERVICE BULLETIN, “ TAILOR THE SETTING TO THE 
JOB.” IT EXPLAINS EXACTLY HOW TO SETA 
VOLTAGE REGULATOR FOR ALL CONDITIONS. 


AS BLUE STREAK DEALERS WE HAVE OVER 
ZOO HELPFUL 


BLUE STREAK 





SAMPLE BULLETIN-78 
“TAILOR THE 
SETTING” To 
STANDARD MOTOR 
PRODUCTS, INC. 
37-18 NORTHERN 
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LONG ISLAND CITY 
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NO WONDER 40,000 
IGNITION SPECIALISTS 
SAY “BLUE STREAK” 


oOWU IGNITION IS BETTER 
FOR YOUR BUSINESS,” 
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BIG FREE GIFT 


i 


Famous Callaway 
6-Piece Towel Set 


with each 2-case purchase 
of these money-making 


PERMATEX 
COOLING SYSTEM 


PRODUCTS 


No. 77L Cooling System Cleaner and Conditioner. A complete cool- 
ing system service in one package. Cleaner (top of can) removes 
rust, scale, oil and grease. Conditioner (bottom) stops rust 


reforming—stops leaks and seepage. 
No. 38M Water Pump Lubricant and Radiator Anti-Rust. Affords 


full protection. Lubricates water pump parts—eliminates noise— 
reduces wear—prevents further rust and scale deposits. 


No. 18E Heavy Duty Radiator Cleaner. For badly neglected cooling 
systems. Quickly dissolves rust, scale, lime—completely restores 
radiator circulation. 

No. 76M Radiator Sealer (liquid). Stops leaks and seepage in radi- 
ators, pump connections, water jackets. Compatible with all 
anti-freezes. 


No. 40D Block and Head Sealer. Seals cylinder cracks—split valve 
seats and parts—cracks in water jackets and cylinder heads. 


Order from your jobber 
or write us direct now! 


PERMATEX COMPANY, INC. 


General Offices: 300 Broadway, Huntington Sta., N.Y. 
Factories in: Brookiyn 35, N.Y.*Kansas City 15, Kans. 


More Than 50 Chemical Products for Better Automotive Maintenance 


A real luxury set! Includes one bath 
towel, one hand towel, two powderettes 
and two washcloths, all in rich turkish 
toweling—season’s top decorator colors. 


This offer runs from Feb. 1, 1957 through May 31,1957 
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HERE'S PROUE!: 


That Graham's Have the TOOLS, 
and Trained Mechanics to Do the Job! 


Graham Motor Sales Co., Bloomington, Ind., has the formula for 
bringing in service customers — hard-hitting advertising, experienced 
mechanics, plus a wide assortment of Snap-on tools. 





= $1004 


TL. 
Graham's to Guarantee You Satisfaction — Bring Your 
Car in Now! 


FREE ESTIMATES! Budget Terms Available! 


GRAHAM csr. 


“21 Mow Beeener Serve” Pron 














with ads, men and 


Look at these Snap-on cabinets and 
tool boxes and you can tell Graham 
mechanics are well equipped to handle 
today’s complicated service work — and 
really do a good job. Graham is proud 
of its talent and tools — and Snap-on 
is proud to be part of this great service 
team. 

Do the men in your shop know the 
extra pay-boosting advantages of being 
completely equipped with efficient, time- 


*Snap-on is the trademark of Snap-on Tools Corporation. 


Graham Motor Sales 
makes service pay 


saving tools? If not, they can get real 
help from the Snap-on man. On his 
regular calls, he can work with each man 
on an immediate selection of tools. He 
can add tips on tool use. He can arrange 
credit plan terms to make it easy for 
mechanics to own the tools and tool cab- 
inets they need. And these same easy 
terms are available to you for needed 
shop equipment. Ask your Snap-on man 
for further details. 








SNAP-ON TOOLS CORPORATION “ff 


8052-B 28th Avenue °¢ Kenosha, Wisconsin 


Want more facts? Use Reader Service Card Page 118 SOUTHERN AUTOMOTIVE JOURNAL for February 1957 





SOUTHERN 
PAM SR Roy. .Veok GAA & 
JOURNAL 


Covering Automotire Sales and Nerrice 





FEBRUARY 1957 





Contents 


Saved $22,000 in One Year 
What “Tight Money” Means to Dealers 

Building Business in Air Conditioning 

Toe Cunt Commelseciicm, Slee Terma aninniiiaicieccsensnreseeseesceeceerees 
We Revamped Overhead for ‘57 
It Speeds Orders and Cuts Costs 
Garage Group Pushes Upward oii iincccccccccccsccssnsnsensnnnssomnnnnnnen 
Microscope Would-Be Mecharics! ......cccccceececemmn 
Meeting Tomorrow in Meridian i 
Trouble-Shooting the Running Gear ccc 
Body Shop: Body Comfort 

















DEPARTMENTS 


News Spotlight ............5 1957 Specifications .74, 76 


Automotive Markets .... 7 
News Briefs. .................. ey 
Southern Jobbers .............. 64 

Time Savers .......... 


Nutbuster Letter . aan 
New Products ................... 
— 





WILLIAM C. HERBERT, Lditor 

T. W. McALLISTER, Lditorial Director 
WRIGHTSMAN , Associate Editor 

Cc. W. DOOLEY, Asst. Editor 


SID a 
E. M. LOWERY, Technical Editor 
B. NC GER, Southwestern Editor 

(7713 Inwood Road, Dallas 9, Texas) 

F. ROBERTS, Business Manager 


A. F. 
R. E. YARBROUGH, JR., Advertising Manager 
J. A. MOODY, Production Manager 


Business Representatives 
Chicago: BE. A. McGinty, 333 N. Mich. Blvd. Tel. CEntral 6-6964. 
Norwalk, Conn.: Kart H. Mayers, 11 Ale Wives Rd., RFD 2. Tel. 
TEmple 8-2187. New York. Tel. TRafalgar 3-6100. Cleveland: W. 
G. Sueenan, 17021 Amber Drive, Cleveland 11, Ohio. Tel. Winton 
1-1306. Los Angeles: Loyp B. CHAPPELL & Associates, 8693 Wil- 
shire Blvd., Beverly Hills. Tel OLympia 2-1490. Gastonia, N. C.: 
W. C. RuTLanpb, P. O. Box 102, Tel. UNiversity 7-7995. Cohasset, 
Mass.: J. D. Parsons, 39 Atlantic Avenue. Tel. 4-0712. Dallas, 
Texas: Baron CrREAGER, 7713 Inwood Road. Tel. FLeetwood 7-2937. 
Miami, Fla.: Ray RickLes, 701 Chamber of Commerce Bldg. Tel. 
FRanklin 1-0376. 


Member of Audit Bureau of Circulations 


Member of Nationa] Business Publications, Inc. 


SUBSCRIPTION : $1.50 a year or $3.00 for three years. 
Foreign $10.00. 





Published monthly by 
W. R. C. SMITH PUBLISHING COMPANY 
Atlanta, Ga., and Daiton, Ga. 
Editorial and Business Offices 


806 Peachtree Street, N. E., Atlanta 8, Ga. 


Publishers also of 
ELEcTRIcAL SOUTH TEXTILE INDUSTRIES SourHEeRN HARDWARE 
SOUTHERN BUILDING SUPPLIES SOUTHERN POWER & INDUSTRY 


WiLuiaAM J. Rooke, Chairman of Board; Ricwarp P. Smiru, 
President and Treasurer; T. W. McALLIstTeR, First Vice-Pres. ; 
BE. W. O'Brien, Vice-Pres.; A. E. C. Smits, Vice-Pres.; Joun C. 

Cook, Vice-Pres.; A. F. Roperts, Secretary. 





Copyright 1957, W. R. C. Smith Publishing Co., Atlanta, Ga. 


SOUTHERN AUTOMOTIVE JOURNAL for February 1957 





OUR LAST DROP CORD'S SHOT 
AND I GOTTA DO SOMETHING 
TO FINISH 
THIS JOB // 





OPERATING EFFICIENCY 


CHANGE TO 


Available in 
20’, 30’ & 40° 
cord lengths 


A standard in garages and service stations everywhere, 
the Cordomatic Drop Light Reel outlasts a dozen drop 
cords, saves mechanics’ valuable time, is low in cost. 


Mounts easily on wall or ceiling, locks and releases at 
any desired length. Works like a window shade. 


Send for free brochure and dealer price sheet. 


CORDOMATIC, Dept. *“‘F" 

17th & indiana Ave., Philadelphia 32, Pa. 
Nome. 

Firm 
Address. 
City. Zone State 


Your Jobber. 


6 dunchinendsb anbunnaieematseusedstebebaeineemenemanets 
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DONT MISS 


SOSSSSSSSSSSSSTOESSHSSSSSESSSESESESESESESSESCSESSESCOCEOEOOSO 


erucam SAFETY 
nakebtok CLINIC 


SSSSSSSSSSSSSSSSSSHESSHESSSSSSSSSSSSSSCESESOCOOCCSCOSCS 


COMING YOUR WAY! 


Selling safety is good business 


...and here’s where you and your safety-service 
men will get the answers to cashing in 


Been wondering how to tap into the torrent of safety-service 
business into which millions of dollars’ worth of advertis- 
ingand promotionare being poured? Like to learn howto get 
customers to buy all the services their cars need to bring them 
back safely, and help cut the nation’s staggering traffic toll? 

Then American Brakeblok’s safety clinics are just what 
you and your safety-service men are looking for! 

Starting in January, American Brakeblok, in co-operation 
with N.A.P.A. jobbers, begins holding ‘‘Stop-That- 
Customer” clinics. Naturally it will take months to cover the 
whole country. But to be sure that you are notified when the 
American Brakeblok clinic comes to your area, sign and 
mail the coupon, now, It will mean extra business, extra 


UUUUUUL 
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SEE how to get full profits from selling 
a complete job. 


LEARN all the “how! “ 


s” of good b 
an @asy-to-understand, iisvoinn tat : 


PLUS... the 
biggest TV promotion 
in the brake business 
starring 
PRESTON FOSTER 
This film will sell 
millions on the vital 
need for good brakes. 


profits for you! 
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County Me) fy AMERICAN BRAKEBLOK DIVISION, 
¢ American Brake Shoe Company 
4600 Merritt Ave., Detroit 9, Mich. 


Be sure | get an invitation to your clinic when it is held in my area. 
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Automotive 


SPOTLIGHT 


February 1957 





Efforts continue to hamstring legally the increasing automotive horses. Latest restraint 
recommendation comes from the North Carolina State Automobile Association (not to be 
confused with the North Carolina Automobile Dealers Association). "While this question 
up to this time has been considered a more or less untouchable subject, this motor 
club, acting in the interest of the motoring public, must go on record as favoring a 
reduction of horsepower as the most logical way of reducing our mounting highway 
fatalities," said President Thomas B. Watkins. A former governor of Arizona supplies 


the industry's answer on page 13. 





A central hydraulic power source for operating windows, seats and the like will 
definitely be sported by some '58 cars, according to L. H. Middleton, the 

engineering vice-president of The Electric Auto-Lite Co. He also asserted at 
a press conference in Toledo last month that some radical changes in electrical 


systems could be anticipated by 1960. 





Motor vehicle safety inspection laws are being promoted in North 
Carolina, Maryland, Tennessee, Louisiana and Georgia, with only 

dim prospects for enactment in some cases. However, ultimate approval 
of an inspection statute is the hope of the various sponsoring automotive 


groups. 





Bankers and the press of Dallas, Texas, and Atlanta, Ga., are to learn first-hand within 
a couple of weeks about plans for the Edsel, Ford's car to be born possibly as early 
as August. "Dick" Krafve, in charge of the Edsel Division, told editors of this 
publication at the convention of the National Automobile Dealers Association in 
San Francisco last month that additional details would be bared at the southern 
meetings. The Edsel will not come from southern plants, but the latter will benefit 
just the same because they'11 have to supply Fords for those areas normally served 
by plants which will devote some production to the Edsel. The first year's goal 
of 200,000 Edsels may be a little conservative, Krafve said. 





Money's going to cost more. The rate charged finance companies for the 

money they in turn lend on cars will rise this year } to 4% and then level 

off, according to views expressed in interviews by SAJ editors with presidents 
of three big finance companies when they were attending the NADA convention. 
Uncle Sam's kicking up the rate on "E" bonds will increase the competition for 
available funds, but this should also encourage more savings by the payroll 
deduction plan, with a resultant dampening effect on inflationary trends, 

one president explained. 





"Less than 18% of the enfranchised dealers are unionized today," but they're 
aware of the fact that the Teamsters and Machinists unions have a 
$200,000 fund to organize dealers and some other groups, NADA's 
Executive Vice-President Fred Bell said last month. Outbursts of 
union activity have appeared in several southern cities lately. 

Experts have been warning managements to get rid of the rotten 
apples in their employe barrel--and right now. 
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MD-50U for Long Life 


This is the most famous of all steel 
oil rings with chrome-faced steel 
side rails for long wear in re-ring 
and re-bore jobs. The Full-Flow 
Spring is designed for positive pres- 
sure and free flow of oil, while its 
broad bearing contacts assure easy 
starting and long life. It is used in 
KromeX Ring Sets as a companion 
to the chrome-faced top ring. 


CS-50U for stah Vacuum 


This new side-sealing oil ring pre- 
vents excessive escape of oil around 
the ring in engines which develop 
high vacuum on deceleration. Note 
how the crown of the special Full- 
Flow Spring holds steel rails snugly 
against the ring groove so oil can- 
not pass. Steel spacer of non-clog- 
ging design provides excellent oil 
drainage. 


You'll be proud, too, 
when you install 
Sealed Power KromeX 
alate Meteo LiMo) 7 


Each ring is engineered 
for a specific need! 


HD-20 for Heavy Duty 


This heavy-duty oil ring does a last- 
ing and efficient job in those work- 
horse truck engines that take ter- 
rific punishment day in and day out. 
The two tapered lands exert a dou- 
ble scraping action that controls 
oil with amazing efficiency. The nar- 
row cylinder wall contacts mean 
quick seating, and the wide drain 
slots drain oil freely. 


Sealed Power Rings are used as original equipment by all major car manufacturers! 
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") Sealed Power Piston Rings 
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MARKETS 














Service Stations Edge Up in Service 


ge STATIONS are edging upward in their share of the service 


and repair market. 


Listen to what Roland S. Withers, United Motors Service general 
manager, and Edward L. Lape, UMS general sales manager, told a 


meeting of UMS distributors in Chicago last month: 
“In 1948 42% took their cars to car dealers. By 1955 the figure had 


increased to 52%. 


“In 1948 independent repair shops had 30% of the tune-up business, 


but declined to 24% by 1955. 


“The ‘do-it-yourself’ percentage decreased from 16% to 9% over the 


same span of years. 


“Gasoline service stations have steadily risen from a low market in 


1949 to 15% by 1955. 


“As you can see, the biggest markets are still the car dealers and 
the independents. However, the service station as a tune-up service 
outlet is becoming an increasingly important part of the market.” 

(For a detailed report, turn to page 11). 


Revelle of Studebaker-Packard Cites 
Expanding Market in South for Sales 


A 12% increase in car sales in 
the South in 1957 has been 
forecast by Carl K. Revelle, 
Studebaker-Packard general sales 
manager. He said the South will 
continue to be the fastest growing 
industrial and market area in the 
nation. 

“These states have taken 16 to 
18% of company sales for the last 
three years, but in the light of the 
growth of this area, we see our 
sales potential here up substan- 
tially for 1957,” he told SOUTHERN 
AUTOMOTIVE JOURNAL. Revelle 
said that Studebaker-Packard is 
looking to the South with its in- 
creasing market potential as a 
measure of the company’s progress 
during the coming year in improv- 
ing the strength of its products in 
the marketplace. 

Agreeing with market research- 
ers who see car sales in the South 
reaching 1.6 million units for 
1957, Revelle said the rise he sees 
in industry sales is based on the 
improving economic health of 
these states. He cited these factors: 

1.—Continued net gains in popu- 


lation with both average income 
and disposable income at their 
highest levels. 

2.—Continued gains in family in- 
come levels. Families with in- 
comes over $5,000 are up in num- 
ber 300% compared with 1946 and 
families with incomes over $7,500 
are up nearly 150% in number in 
the last ten years. 

3.—Continued increase in the 
number of two-car families. Eleven 
per cent of car-owning southern 
families now have two cars, which 
is equal to the eastern states region 
and within 4% of the central 
states. 

4.—The annual sales rate in the 
South is already 87% over that in 
1947 as compared with a 70% 
higher rate in traditionally grow- 
ing northern markets. 

5.—Certain southern markets 
show up even better. Florida, Ala- 
bama and Louisiana have sales 
rates 133%, 126% and 101%, re- 
spectively, over those of ten years 
ago. This is in contrast to the 
three leading growth markets in 
the North of New Jersey, Illinois 


SOUTHERN AUTOMOTIVE JOURNAL for FEBRUARY 1957 


Sales Manager Revelle 


and New York, which show in- 
creases over the same period of 
only 84%, 74% and 73%, respec- 
tively. 

Revelle said that his company 
would be in an excellent position 
to gain product stature in this ex- 
panding market. 

“First, we have three lines of 
cars designed to meet the needs of 
buyers in all but the high-priced 
3% of the market. Supplementing 
the sport cars for the family that 
wants a high performance car with 
advanced styling and the more 
conventional sedan and _ station 
wagon for greater interior size, we 
now have made the Packard Clip- 
pers highly competitive in the 
medium-priced field with greatly 
improved performance and interior 
luxury. To this we add the line of 
light, medium and heavy-duty 
Transtar trucks, and I believe that 
we are ready for driving needs 
of car and truck buyers in the 
South. 

“Second, while market growth 
in the South has been rapid, most 
sales, of course, were within the 
low and lower medium-priced 
fields where Studebaker-Packard’s 
greatest marketing potential lies. 

“Third, we have increased the 
number of Packard Clipper dealers 
service and sales points practically 
100% in the South. 

“Fourth, and perhaps most im- 
portant of all over the long term, 
I believe that Studebaker-Packard 
can look with optimism at the 

(Continued on page 85) 














BIGGER profits... 








WHEN YOU'RE THE MAN WHO 
STOCKS AND SELLS COMPLETE 


CARTER 
A * FUEL SYSTEMS 


Drivers who come infor one CARTER 
product are usually prospects for 
complete, nationally advertised, 
CARTER fuel system service. 


For full details, call your CARTER 
supplier today. 


CARTER CARBURETOR 
DIVISION OF INDUSTRIES 


INCORPORATED 


ST. LOUIS 7, MISSOURI 
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Record Air Conditioning 
Expected by Dodge 


"Ph secon pe demand for year- 
‘round air conditioning in its 
1957 models will set a new record 
for Dodge, according to Lee F. 
Desmond, vice-president in charge 
of sales. 

With only a few months of the 
1957-model season gone, 1,220 air- 
conditioned cars have been ordered 
already from Dodge as compared 
with 1,332 for the entire 1956- 
model year, Desmond said. 

He credited two developments 
for the increased demand—a re- 
duction in price and the introduc- 
tion of a new, combined heater 
and air conditioner mounted as a 
compact unit in the engine com- 
partment. Former air-conditioning 
equipment was installed in the 
trunk and required considerable 
“plumbing,” as well as a separate 
heater. 


Loving Succeeds Ray Lloyd 


Ray Lloyd, the veteran manager 
of the Automotive Trades Associa- 


tion of Greater Kansas City, is re- 
tiring Feb. 28. His successor is 
Calvin B. “Cal’’ Loving, formerly 
executive secretary of the South 
Kansas City Business Association. 
Lloyd, now 70, had been manager 
for 16 years. 
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Feb. 25-26 — Annual convention of 
Automotive Wholesalers of Okla- 
homa, Skirvin Tower Hotel, Okla- 
homa City. 

March 14-17—Orlando Automobile 
and Truck Show, Municipal Sta- 
dium, Orlando, Fla. 

March 25-27—Regional conference of 
Automotive Electric Association, 
Biltmore Hotel, Atlanta, Ga. 

March 28-29 — Spring convention of 
Virginias - Carolinas Automotive 
Wholesalers Association, Robert E. 
Lee Hotel, Winston-Salem. 

April 1—Annual convention of Lou- 
isiana Automobile Dealers Associa- 
tion, Roosevelt Hotel, New Orleans. 

April 3—Southwestern business con- 
ference of Motor and Equipment 


“It says to apply compound and watch unsightly appearance disappear. 
Wrap it up; I'll try it!” 








RUBBING 
COMPOUND 
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Wholesalers Association, Baker 
Hotel, Dallas, Texas. 

April 4-7 — Southwest Automotive 
Show, Fair Park, Dallas, Texas. 
April 6-7 — Annual convention of 
Independent Garagemen’s Associa- 
tion of Texas, Baker Hotel, Dallas. 
April 7-8—Annual convention of Au- 
tomotive Wholesalers Association 

of Tennessee, Gatlinburg. 

April 23-24—Convention of Motor 
and Equipment Wholesalers Asso- 
ciation, McAllister Hotel, Miami, 
Fla. 

April 25-27—International Automo- 
tive Exposition, Dinner Key Audi- 
torium, Miami, Fla. 

May 6-7 — Annual convention of 
Missouri Automobile Dealers Asso- 
ciation, Chase Hotel, St. Louis. 

May 8 — National automotive sales- 
manship congress of Motor and 
Equipment Wholesalers Association, 
St. Louis, Mo. 

May 9-12 — Midwest Automotive 
Service Industries Trade Show, 
Kiel Auditorium, St. Louis, Mo. 

May 12-14 — Annual convention of 
North Carolina Automotive Whole- 
salers Association, Sir Walter Ho- 
tel, Raleigh. 

May 12-15 — Annual convention of 
Automotive Engine Rebuilders As- 
sociation, Sheraton-Cadillac Hotel, 
Detroit. 

May 21-22 — Convention of Motor 
and Equipment Wholesalers Associ- 
ation, Sheraton-Plaza Hotel, Bos- 
ton, Mass. 

May 21-22 — Annual convention of 
National Standard Parts Associa- 
tion, The Somerset, Boston, Mass. 

May 23-26 — National Automotive 
Service Show, Commonwealth 
Avenue Armory, Boston. 

May 26-28 — Annual convention of 
Tennessee Automotive Association, 
Peabody Hotel, Memphis. 

June 20-23 — Annual convention 
of Independent Garage Owners of 
America, Secor Hotel, Toledo, O. 

Aug. 18-19 — Annual convention of 
Georgia Automobile Dealers Asso- 
ciation, General Oglethorpe Hotel, 
near Savannah. 

Sept. 8-10—Annual convention of 
Automotive Trade Association of 
Virginia, Hotel Roanoke, Roanoke. 

Oct. 14-16 — Annual convention of 
Truck Body and Equipment Asso- 
ciation, Biltmore Hotel, Atlanta, 


Ga. 

Oct. 20-22—Annual convention of 
Florida Automobile Dealers As- 
sociation, Balmoral Hotel, Bal Har- 
bour, Miami Beach. 

Nov. 3-4—-Annual convention of Au- 
tomotive Wholesalers Association 
of Louisiana, New Orleans. 

Nov. 17-23—Convention cruise of 
North Carolina Automotive Whole- 
salers Association aboard the 
Stockholm from Wilmington, N. C., 
to Nassau and Havana and return. 





AND NOW 
THEY FIT MOST 


GREATER 
PROFIT WITH MOPAR 





Make a real service reputation ...and real money 
... with MoPar Micronic Oil Filters. Contain more 
than 10 feet of filter element...keep engines 
purring longer because they trap corrosive, abrasive 


particles down to .000039 of an inch... offer a PLYMOUTH - DODGE - DE SOTO - CHRYSLER - IMPERIAL 
surface over 8 times that of conventional types... PARTS £& ACCESSORIES 


take out one third more dirt per square inch of 
filtering surface. MoPar Parts are official, authentic 
Chrysler Corporation Parts. Order from your local 


MoPar Parts wholesaler, or your Plymouth, Dodge, adevacien eatin erst 
De Soto, Chrysler, or Imperial dealer. a aaa oh aged coh 
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Service Stations Slice Bigger Pie 
As Garages Decline in Shop Volume 


green stations are slicing off 
a bigger and bigger chunk 
of the tune-up and service market, 
car dealers are holding their owv 
and independent garagemen’s per- 
centage is decreasing. 

Authorities for the statements 
are Roland S. Withers, general 
manager of United Motors Service 
Division of General Motors, and 
Edward L. Lape, general sales 
manager of UMS. 

In addresses before almost 200 
UMS distributors in Chicago last 
month on the eve of the Chicago 
Automobile Show, they said: 

“Let us examine where people 
take their cars for tune-up. In 
1948 about 42% took their cars 
to car dealers. By 1955 the figure 
had increased to 52%. 

“In 1948 independent repair 
shops had 30% of the tune-up 
business, but declined to 24% by 
1955. 

“The ‘do-it-yourself’ percentage 
decreased from 16% to 9% over 
the same span of years. 

“Gasoline service stations have 
steadily risen from a low market 
in 1949 to 15% by 1955. 

“As you can see, the biggest 
markets are still the car dealers 
and the independents. However, 
the service station as a tune-up 
service outlet is becoming an in- 
creasingly important part of this 
market. To appreciate just how 
important, let’s look at the per- 
centage change in the business 
done by each of these outlets since 
1948. 

“Car population has increased 
about 56% since 1948. This is the 
base against which we must meas- 
ure each of the types of service 
outlets. Those that follow the trend 
are keeping up with their pene- 
tration of the service market. 
Those that do not are missing out. 

“Car dealers have followed the 
trend since 1953, after falling be- 
hind in 1950. Independents have 
consistently fallen off since 1948. 
But service stations have increased 
considerably faster than the car 
population. The gasoline service 
station, as a service outlet, is grow- 


Top: Roland S. Withers 
Bottom: Edward L. Lape 


ing so fast that we have given it 
a high priority for merchandising 
action. 

“But we felt it important to 
measure the extent of this market 
as far as total numbers are con- 
cerned. So, United Motors conduct- 
ed a nation-wide survey of serv- 
ice outlets to secure as much gen- 
eral information as we could about 
this market. Our survey returns 
showed that over 59% of all gas- 
oline service stations do electrical 
and ignition work. This, of course, 
represents an important potential 
market for us. 

“In a growing market such as 
this, it is most important that we 
know why those not in it are not. 
This is what we found out: 

“Of those who do not do elec- 
trical work, 39% said they lacked 
experience. Almost 38% said they 
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lacked trained personnel. But over 
64% of all stations said they were 
interested in attending training 
courses. So, if lack of knowledge 
is keeping people out of the mar- 
ket, we have a great opportunity 
to wed the newcomers to us for 
life by helping to give them the 
knowledge they want and need. 

“We also found that almost 88% 
of service stations stock some elec- 
trical parts and 98% buy from 
parts jobbers. But these are na- 
tional averages. 

“To confirm our facts and to 
develop a plan for a specific mer- 
chandising test, we made a satura- 
tion survey of an important metro- 
politan area. 

“We contacted 98% of the active 
service stations in the Cleveland 
(Ohio) metropolitan area. First of 
all, we found that gasoline service 
stations are in the servicing busi- 
ness. 

“Here is an analysis of Cleve- 
land service stations: 

“Almast 68%—or a total of 709 
stations—do brake jobs. Almost 
65%—or 677 stations—do motor 
tune-ups. Thirty-nine per cent— 
or 408 stations—do carburetor 
work. And over 74% do some me- 
chanical service. We did not at- 
tempt to qualify how deeply the 
stations were involved, but the fact 
that they reported being in these 
various businesses indicated clear- 
ly that they were exposing them- 
selves regardless of to what ex- 
tent.” 

Withers told the group the “ex- 
ploding” population growth, the 
tremendous increase in disposable 
income, the increase in leisure 
time, the shift of population and 
industry to the suburbs and the in- 
crease in two-car families spell 
only one thing: 

“United Motors and its distribu- 
tors face the greatest opportunity 
for growth ever offered the auto- 
mobile replacement parts busi- 
ness.” 


Fleet Men Hear Saine 


T. J. Saine, Jr., of Echlin Mfg. 
Co., addressed the January meeting 
of the Fleet Superintendents As- 
sociation in Atlanta, Ga., on 
“Ignition Coils and Voltage Regu- 
lators.”” Saine has had many years’ 
experience in this field. 











the bearings you need 


...when you need them 


The BCA box is your guarantee of auto- 
motive bearings and bearing service that 
are right for you. Designed for and widely 
used as original equipment, BCA ball 
bearings—wheel, clutch, transmission, 
differential and generator—offer ease of 
installation in replacement jobs and per- 
formance that make satisfied customers 
for you. BCA ball bearings are quickly 
available when you need them through 
most leading bearing suppliers. 
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1957 officers of the National Automobile Dealers Association are (I. 
to r.); Walter B. Cooper of Fort Collins, Colo., secretary: Frederick J. 
Bell, executive vice-president: Frederick M. Sutter of Columbus, Ind., 
president; Dean Chaffin of Bozeman, Mont., first vice-president, and 
A. Leftwich Sinclair, Jr., Washington, D. C., treasurer. Attendance at 
the annual convention at San Francisco last month totaled 10,231. 


Speed, Horsepower Facts 
Cited to Dealers 


By HOWARD PYLE 


Deputy assistant to President Eisen- 

hower and a keynote speaker at all 

four of the regional conferences of 

the President's Committee for Traffic 

Safety last spring and a former gov- 
ernor of Arizona 


Excerpts from an address before the 
Inter-Industry Highway Safety Committee 
luncheon at the National Automobile 
Dealers Association convention at San 
Francisco, Calif., Jan, 28. 


OES speed cause most of the 

highway fatalities? Does in- 
creasing horsepower cause people 
to drive at higher speed? 

Seven out of 10 drivers in fatal 
car accidents were violating no 
speed law at the time of the acci- 
dent. Authority for the statement 
is the 1956 edition of Accident 
Facts, compiled and published by 
the National Safety Council. 

In the text this fact is stated in 
reverse: “About three out of ten 
drivers in fatal accidents were vi- 
olating a speed law, according to 
reports from 21 states.” Specifical- 
ly, violations were reported for 
31% of the drivers (17% were 
exceeding stated speed limits and 
14% were exceeding safe speeds, 
although traveling at less than the 
stated speed limits or on roads 
where no stated limits exist). 

Thus, 83% of the drivers in fatal 
accidents were not exceeding a 
stated speed limit. “Exceeding safe 
speeds” is not speeding as I believe 
most people use the term when 


condemning high horsepower. 

Only one-third of all vehicles 
involved in fatal accidents were 
going over 50 miles per hour at 
the time of the accident and 47% 
were going over 40 miles per hour 
or less, according to Accident 
Facts, 1956 edition. 

Speed limit during World War 
II was 35 miles per hour, and ac- 
cording to the Bureau of Public 
Roads average speeds were down 
considerably during the war peri- 
od, indicating that the national 
speed limit was reasonably well 
observed. For example, average 
speed of all vehicles in 1944 was 
40 miles per hour, as compared 
with 47.1 miles per hour prior to 
gasoline rationing in March 1942. 

Despite reduction in speed, fa- 
talities per 100,000,000 miles were 
about the same as they were in 
prewar years and higher than at 
any time in the postwar years. 

1939—11.3 
1940—11.4 
1941—12 

1943—11.5 
1944—11.5 
1945—11.3 
1946— 9.8 
1947— 8.8 
1948— 8.1 
1953— 7.3 
1954— 6.4 
1955— 6.4 

Does increasing horsepower cause 
people to drive at higher speed? 

It’s hard to prove one way or 
the other. In 1946 (first postwar 
year) the average speed of all mo- 
tor vehicles was 45.5 miles per 
hour. In 1955 the average speed 
was 51 miles per hour. (Passenger 
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cars 46.5 in 1946, 52.4 in 1955.) In 
this same period horsepower in 
most cars had doubled. Likewise 
in the same period newer roads 
were being built and many old fa- 
cilities were improved. 

Unquestionably there is a con- 
nection between the roads and 
speed as shown by turnpike ex- 
perience. 

Horsepower is not essential to 
speed, as foreign cars demonstrate. 
Foreign cars are much faster than 
American cars, with much less 
horsepower. 

Horsepower has been increased 
by the automotive engineers for 
several reasons unrelated to speed: 

1.—To use lower gear ratios and 
keep down the fuel cost per mile. 

2—To attain lower engine 
speeds, and thus lengthen the life 
of the car. 

3.—To operate a host of conven- 
iences, such as radios, automatic 
window lifts and seat lifts, wind- 
shield wipers and air conditioning. 


President of GM Urges 
End of Bad Practices 


RESIDENT Harlow H. Curtice of 

General Motors urged his audi- 
ence of around 6,000 enfranchised 
dealers at the NADA convention 
at San Francisco, Calif., last 
month “to join me in a crusade 
to eliminate the bad practices 
which have come into. the indus- 
try.” 

In an address interrupted by ap- 
plause 13 times, he said, “I see 
very clearly the beginning of a 
new era in the relations of Gen- 
eral Motors and its dealers.” 

L. L. Colbert, president of 
Chrysler Corp., reported that the 
interest of American motorists in 
’57 cars was far greater than mar- 
ket surveys last fall had indicated 
it would be. 

President George Romney of 
American Motors Corp. predicted 
that the future car market would 
be “divided between the conven- 
tional American big cars and the 
new compact and small cars.” 

President Henry Ford II of Ford 
Motor Co. spoke entirely about 
foreign affairs “because I think 
it is the most important problem 
facing this nation today and one 
which is vital to every individual 
citizen. 
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“WESTERNETTE”’ 


The ‘‘Westernette”’ is a 12%” Brazier. This item is 
sensational! 

Not only is this barbecue ideal for home use but is small 
enough to take on picnics, to the beach, or to use aboard a 
boat. It is a miniature of the big ones most people use. It 
is ideal for a small family. 


Made by the leading manvu- 
facturer of barbecues in 
America! 


SUPER GLOSS CO., INC. cincinnat 26; oni0 
ern! 
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Garagemen in Ohio Agree to Charge 
Deposits for Estimates on Wrecks 


DEPOSIT of a dollar or more is 

being required on written 
estimates on repairing wrecked 
cars by the members of the Inde- 
pendent Garage Owners of Ohio in 
Youngstown, Warren, Toledo and 
Steubenville. 

The deposits are: up to $25, no 
deposit; $26 to $200, $1 deposit; 
$201 to $300, $2; $301 to $400, $3, 
and $401 and up, $4. 

The charge seeks to compensate 
a shop for time lost by estimating 
on a job which may not later be 
handled by that shop. Participants 
were instructed as follows: 

“This is an estimate deposit 
only, not a charge to the cus- 
tomer. 

“When you make out the esti- 
mate you collect the deposit ac- 
cording to the schedule on the 
card. Explain to customer to have 
his other estimate made at one of 
the other shops on the list, so 
whichever shop gets the job he 
will get his estimate back. Give 
the customer a receipt for the de- 
posit. 

“The customer will in some 
eases go to another shop and get 


James M. Bass, a native of Paris, 
Texas, has been named assistant 
Dallas district sales manager for 
Ford Division, according to District 
Sales Manager Joe B. Glass. Bass, 
who joined Ford in 1947 in Hous- 
ton, was, prior to his present ap- 
pointment, dealer placement man- 
ager in the company’s south- 
western regional sales office in 
Dallas. 


another estimate and a receipt for 
the deposit. If the job comes back 
to your shop for repair you then 
refund the two deposits to him. 
Be sure you pick up the receipts 
from the customer for your 
records. 

“Be sure you refund deposits on 
two estimates only—yours and one 
other shop’s deposit. If the car is 
left with you to be fixed, you do 
not collect a deposit. 

“If the insurance company wants 
more than two estimates and in- 
sists this should be done, then it 
should put up the deposit and, re- 
member, the customer should be 
the first to receive his deposits 
back. 

“In case of a total loss, the esti- 
mate deposit should be a cost of 
settlement of the claim. No one did 
the repair work, so there is no re- 
fund of the deposits except by the 
insurance company. 

“This plan’s success hinges on 
your faithful adherence to it.” 


Founder of Autocar Dies 


Louis S. Clarke, 90, founder of 
Autocar Truck Co. and who re- 
placed chain drive with the en- 
closed shaft, died last month in 


Miss Helen Landon, Huntingdon, 
Tenn., recently elected 1957 Maid 
of Cotton, receives keys to a new 
Ford convertible from J. C. John- 
son, Memphis Ford dealer, on be- 
half of Memphis district Ford 
dealers, Miss Landon should feel 
right at home in her new car, Her 
grandfather, Marshal] Priest, is 
the Ford dealer at Huntingdon! 


Palm Beach, Fla. A pioneer in the 
industry, Clarke contributed first 
to automotive progress in 1896 
when he made a spark plug, 
modeled on one developed in 
France, which became a longtime 
industry standard. The same year 
he built his first gasoline-driven 
automobile — the three - wheel 
“Autocar No. 1”—which is now an 
exhibit at the Smithsonian Institu- 
tion. 

(More News Briefs on page 151) 


Officers of the Missouri State Highway Patrol take delivery on the first 
of 400 new 1957 police pursuit cars to replace patrol cars now in service. 


The special pursuit vehicles built by Dodge are powered by 285h 


D-500 


engines. Shown with the initial shipment are Capt. John Berglund of 

the patrol’s safety division (left), Sgt. Howart H. Schaperkotter of the 

division of motor equipment (right) and Trooper Russell R. Kennison at 

the wheel, The cars were purchased from Boone County Motors in 
Columbia, Mo. 
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BOWES does it again 


REPAIR MATERIAL 
and FABULOUS NEW 
SELF-VULCANIZING FLUID 


repairs TUBES 2/77 TUBELESS tires 


Cold or Hot! 


Everything you need to repair Tubes or Tubeless Tires... 
quick... easy... safe...in small compact cabinet. 


For TUBES: 


Various sized patches of the new all purpose repair material 
. . . use quick chemical solvent process ... Or. . . new self- 
vulcanizing fluid ... or... vulcanize. 


For TUBELESS Tires: 


Patches of the new all purpose repair material . . . used Cold 
with the new self-vulcanizing fluid, or vulcanize where de- 
sired. 

TT Sections and Nail Hole Patches: New self-vulcanizing fluid 
provides quick, easy, PERMANENT Cold repair ... or. 
can be vulcanized. 


Send me complete information on your new 
ALL PURPOSE repair material and Magic self 
vulcanizing cement. 


For Standard Casings: 


For Cold or Hot repairs, the new self-vulcanizing fluid can be 
used most successfully . .. but . . . Bowes chemical solvent 
process is easier, faster, more economical. 





Address 


BOWES "SEAL FAST” CORPORATION, INDIANAPOLIS 7, INDIANA 
HAMILTON, ONTARIO, CANADA ¢ LONDON, ENGLAND 


BOWES PACIFIC CORP., RIVERSIDE, CALIFORNIA 


_—— oe aa eae eae 
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273 ean cash in on our BIG 





Hl PAS Ads like 
i} this in 
°e TRUE 


° POPULAR 
MECHANICS 


t/. .. your tire repairman 
has proper equipment 
and materials 










Many car owners have had “sad” ex- 
periences with tubeless tire repairs. This Re 





repairing. It just can’t be done that way. 


re that has to ” POPULAR 
Z this SCIENCE 


will bring NEW 














has been true because the repairman did 
not recognize that you cannot use 
methods and materials for tube! re 


For SURE, SAFE Tubeless Tire Repairing 


———— 


look for the 


err 
means that new methods and ma 
had to be developed. 







Tubeless Tize 


As the largest manufacturers of tire repair materials 
in the world it follows that Bowes would start, long 
before the actual announcement of tubeless tires, on 
exhaustive research and tests. 

Today, the Service Station or Tire Dealer equipped 
with Bowes Tubeless Tire repair materials, equip- 
ment and “Know How” offers you the sure safe re- 
sults of these several years of research and exhaustive 
highway testing. 

Leading Tubeless Tire Manufacturers use and 
approve Bowes Tubeless Tire repair equipment and 
materials. 


Soi can be 
Tubeless Tire 
Repair 
Headquarters 


Consider these FACTS... 





BOWES “SEAL FAST™ coar.. INDIANAPOLIS 7, INDIANA + HAMILTON, ONTARIO, CANADA > LONDON, ENGLAND 
BOWES PACIFIC CORPORATION, RIVERSIDE, CALIFORNIA 






































Your BOWES 
Distributor will 








provide ng 1 
material which Tubeless Tires are here to stay. 4 Bowes repai 

. pair materi 
will make ovr ss 2 You know they will need re- methods have toms - : 
national advertising pairs. | pendability, ir de- 
YOUR advertising 


Our big national advertising 
OR will bring repair 
usiness to Bowes Dealers 


BOWES "SEAL F 
AST” CORPOR 
HAMILTON, ONT ATION, INDIANAP 
sowes janie an CANADA * LONDON, Sanee — 


CORP., RIVERSIDE, CALIFORNIA 


3 If you can’t repair them safely 
Properly, you will lose business. 
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: Advertising 
Campaign 
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© OUTDOOR LIFE 


¢ FARM JOURNAL 


profitable business 
to BOWES Dealers 
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Heres the most beautiful 


IT’S YOUR 


the extra-bonus oil filter promotion 
that’s loaded with extra Spring-volume profits! 


Here’s the Purolator sales deal you can’t 
afford to miss! 

You buy —30 Purolator refills—fast movers you 
always use—at regular prices. 

You get —@ complete 16-pc. set of beautiful Salem 
Dinnerware for only $1.95. Sold at better stores 
everywhere for many times more. 

Dinnerware and refills all in one package. 


(957 PULLULATOR 


And to help tell your customers . . . to help sell your 
customers . . . Purolator backs you with a Spring 
Filter Check campaign that means bigger oil and 
filter business than ever before! 

Order your Purolator Bonanza package now. Get 
your set of beautiful dinnerware— practically free . . . 
pius a big chunk of profit that comes with every 
Purolator filter sale! 

Call your supplier today. 


PUROLATOR PRODUCTS INC., RAHWAY, N. J.; TORONTO, ONTARIO, CANADA 


Want more facts? Use Reader Service Card Page 118 





SOUTHERN AUTOMOTIVE JOURNAL for February 1957 





deal of the year ! 


NORMA MOORE, co-starring in 
“FEAR STRIKES OUT,” 
Filmed in VistaVision 


«++» makes family mealtime gay, too.” says Miss Norma Moore 


““A lovely table makes for a successful party. 
C\ That’s why I love to serve on my own set of this 
4 beautiful Salem Dinnerware.” 


What a team to clean up with! 


PURQOLATOR 


“Purolator” Reg. U. S. Pat. Off, 


OIL AND AIR FILTERS 
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WHEN YOU NLLO HAND TOOLS 
PHONE YOUR JOBBER:- 


Any Tool you ever need is no further away 
than a ‘phone call to your BLACKHAWK 
Jobber! Ample stocks of the basic BLACK- 
HAWK Tools you use every day — Sockets, _ ao ’ | 
Drive Parts, Wrenches and Pliers, PLUS SON Bog © ae a“. Ss | 
scores of other specialized Tools for every ot ae», 
engine repair are ready for YOU. Check 
YOUR Tool Kit right now, just pick up the 
‘phone and call your Jobber... get that 
BLACKHAWK Tool you've been needing 
and intending to buy. It will make money 
for you. 





A money-making Service 
Set of BLACKHAWK Tools 
is an investment that will 
pay off big for you. There 
are many to choose from, 
each can be individually 
teilored to your needs. 
Ask your Jobber about a 
BLACKHAWK Set! 
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THE AUTOMOTIVE SERVICE MONEY- 
MAKER FOR AUTOMOTIVE MECHANICS 


Every day, more and more Mechanics are 
turning to BLACKHAWK Tools because 
they are impossible to beat in professional, 
money-making automotive service. These 
great Tools have the precise fit, perfect 
balance and rugged turning power you 
simply must have for expert repair work 
on today’s cars and trucks. Moreover, 
they're job-engineered for you — made by 
mechanics for mechanics with that fa- 
mous, perfect fit — on the nut! 


l, 


The complete BLACKHAWK Line of 
Sockets and Drive Parts gives you the 
alloy steel “muscle” to handle the tough- 
est nut-turning jobs with ease. And, their 
triple-plate Chrome finish guarantees a 
lifetime of great service to you. Your Job- 
ber can put these Tools in your hands 
quick! . . . call him today for the money- 
making Tools that should be in your Kit, 
right now. There’s work to be done and 
money to be made with BLACKHAWK! 


4 Two 


pomnomaTic | 

ete me 

ppanssstssiO® ) 
ApsUSTIAENT Toots 


¥ 


SERVICE BOARDS 


Here are the famous BLACK- 
K Automatic 


BLACKHAWK - 
HAND TOOL? 


YOUR 
JOBBER 


THESE NEW FORDOMATIC TRANSMISSION TOOLS 


> 


~~. /=— 


Blackhaurk 


TOOLS 
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NRIPLEX@PIST ONS 
COLOR-CODED 


PACKAGED WRIST PINS” 


re “ 
=) 
NX 





New Triplex cartons are one 
inch longer to accommodate 
the packaged pins. 


@ Saves costly shop time! The new TRIPLEX 

method of color-coding precision-matched 

pistons and pins eliminates pin-from-piston 

disassembly . . . saves time in boring or 

honing connecting rods . . . reduces danger 

of piston skirt diameter and pin end distortion 
. assures exacting fit every time! 


‘omens disassembly! Simply match same color- WRITE TODAY for catalogs and prices 


coded pins and pistons! 
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the chassis lubrication field 





“Brings me lots 
of extra business’ 


9 


Texaco Marfak represents the top in chassis lubricant 
quality. No other chassis lubricant matches it in 
performance, and no other chassis lubricant has been 
More than so heavily advertised and promoted. 
650 million pounds No other chassis lubricant does so good a job at 
of Marfak pulling in customers and bringing them back. You 
ae ae know what that means. It leads to more sales 
of oil changes, tires, batteries and other items... 
for Texaco Dealers in all 48 states. 
THE TEXAS COMPANY 





e such OUSY TCA/e p-. a 


“UW a 
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Exclusive features make 


Se 


REG Us PAT O 


your best buy in... 


BATTERY CABLES 








Have longer life 
Go on and off more easily 


Deliver full starting power 


For new car performance, 
use the original equipment line of wiring! 


Packard Electric battery cables are packaged 
in attractive blue and yellow cartons. Ideal for 
merchandising displays—easy to stock—pro- 
tected against shipping damage—handy appli- 
cation chart on back of carton. Available 
everywhere from Packard jobbers. 
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STRONGER 


Corrosion-resistant 
LeadAlloy terminal has 
steel insert and raised 
shoulders for greater 
strength, better spread- 
ing leverage. 


PROTECTED 


The exclusive acid- and 
oil-resistant Packard 
809” insulation over 
paper separator pro- 
tects the full-gauge 
copper conductor. Spe- 
cial seal protects con- 
ductor from acid fumes. 

































ASY ACTION 


Easy action is assured 
by exclusive and 
patented compression 
sleeve and the thread 
shield that makes re- 
peated removal and 
replacement possible. 


INTEGRAL LUG 


Cadmium plated copper 
“Korelug”’ terminal at 
opposite end, bearing 
cable identification 
number, is attached 
with 50-ton press to 
make the lug an inte- 
gral part of cable. 


Buy the long-life, easy-to-install wiring... 


Packard q Electric 


Warren, Ohio 


PARTS SALES} 





“Live Wire” division of General Motors 
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45, 
~witle National's Big Red Cabinets” 


? 


Here’s why 


Extra profits on major repairs, 
brake and wheel work 


No lost time sending out for seals 
Controlled storage for seals and bearings 
All fast-moving numbers; no deadwood 
All-steel cabinet free with stock 

World’s best interchange data 


Join the 45,000 profit-minded shops now stocking 
National Seals. Your jobber will install and main- 
tain your stock. Call him today! 


WILL SAVE 
YOUR CAR 


-FEDERAL-MOGUL SERVICE!“ 
J Division of Federal-Mogul- Bower eS Inc. 2%, 
Detroit 13; Michigan ae 


Yom 


ay 


t/ + . ,; P| “4 : 
VST") Cm NS 


ae | PUP RTs 


" 
at 4 
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‘AC SELLING SLANTS OF THE MONTH! 


Now Available! 


New AC 
Disposable 


Oil Filter... 


. . . for replacement use in several 
1957 car models. 

This rounds out the AC Oil Filter 
line by providing a replacement for 
every type used in the industry 

as original equipment. 


Order your stock now from 
your regular AC Supplier! 


AC SPARK PLUG <> THE ELECTRONICS 
DIVISION OF GENERAL MOTORS 


TWIST ... AND IT’S OFF! JUST THROW IT AWAY! TWIST... AND IT’S ON! 


Now oil filters can be changed Throw away the whole filter! New filter is completely in- 
in a matter of seconds. The The entire unit is disposed of stalled in one easy operation. 
new disposable filter comes off faster than you can read this Slip it on .. . twist... and 
with a twist of the wrist. brief message. the job is done! 


OIL FILTERS 


SOUTHERN AUTOMOTIVE JOURNAL for February 1957 
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‘AC SELLING SLANTS 


Here’s the 
Bargain 
Package 


in the headlamp 
business today! 


Guide put the accent on headlamp aiming— 

pioneered Safety-Aiming—developed a 

product-selling program that makes sales! It’s all 

wrapped up in one package. Dealers who have 

this sales and service package in use are making 

money on headlamp replacement. Every dealer who 

does not yet have this deal should get in on it 

now! Guide gives you the longest dollar profit in 

the headlamp business. Only Guide builds in an 

aiming plane accurate to ten-thousandths of : 

an inch! Only Guide gives you a complete program : THE LAMPS 

—the powerful “‘Pull-the-Switch” sales sas 
campaign backed up with everything you need to THE AIMERS — 

sell lamps. You get eight 6-volt and eight 12-volt ] : 
Guide T-3 Sealed Beam Headlamps, 1 pair Type A |} THE PROVED WAY TO SELL — 
T-3 Safety-Aimers, 1 Safety-Aimer Wall Board 

Rack, Instruction Booklet, Guide Identification se 
Decal, plus window banner, and flange sign 

for pump or wall—all in an eye-catching carton 

that unfolds into either a counter or floor display. 


“ae 
ar SELL THEM IN PAIRS! 
n'y 
5 


ra 





ym) Li GUIDE Leak proof all-glass 
c om Sealed beam Construction! 





ie 
‘an 
\ 


SAFETY-AI EADLAMPS 
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Trend to dual headlamps forecasts 
new profit opportunity for dealers! 


AC brings you... 
GUIDE 


SAFETY-aim DUALS 


. . . to meet all replacement needs! 


Dual headlamps, now appearing on some 1957 cars, indicate 
a broadening market trend. Guide has these new 5%4- 
inch headlamps (T-3-4001, single filament—and T-3-4002, 
double filament). This will put you in readiness for the new 
replacement demand. These Guide Duals will be the T-3 
Safety-Aim type with the Guide-pioneered Safety-Aiming 
plane built in and accurate to ten-thousandths of an inch. 


Get in touch with your regular (3 Supplier 








More News! 


AC MINIATURE LAMPS 
for every automotive application! 


NOW—meet every motorist's lamp requirements with this 
comprehensive package. Only a small investment gives you 
full coverage of the market. And they're packed attrac- 
tively for counter or shelf display. Ready now! Order 
from your regular AC supplier. 
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AC) SELLING SLANTS OF THE MONTH! 


Today... AC offers 


Industry’s most complete 
line of air cleaners... 


even including a new dry-type disposable unit! 


For years AC has supplied the latest, most 

modern versions of oil-bath and oil-wetted 

air cleaners. As a matter of fact, AC was one 

of the early pioneers in the field. AC 

has maintained its leadership in this 

field against all comers. 

Now, AC makes available, too, the latest 

development in the air cleaner field—a 

dry-type disposable unit which made its 

bow in the original equipment field with the 

introduction of many of the 1957 models. 

The advantages of the new dry-type air 

cleaner are many. It saves space... 

provides high dust capacity ... maintains 

high-velocity air passage . . . operates 

efficiently at all engine speeds. These 

and other impressive advantages lead us 

to predict a continuously growing market. 

Round out your stock with the new ‘ 

dry-type air cleaner. This gives an AC .a ' xe AK 4 

replacement for virtually every application. @ . eae atatataey. New AC 

, _A ¥ ONAL OD OCI dry-type 
. . . \_-» Y ¥ Yy AAG oir 
AC SPARK PLUG <P THE ELECTRONICS Pee. 0 aie. 6. ey cleaner 
DIVISION OF GENERAL MOTORS VON 


Order Now From 
Your AC Supplier! 


AC oil-bath-type oir cleaner yil-wetted-type air cleaner 


Watch 
“WIDE WIDE WORLD” 


AIR CLEANERS eee 


GM 
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THOR IMPACT WRENCHES 


Automotive service industry’s largest choice 


THOR MODEL 56 SPEEDWRENCH THOR MODEL G2W AIR IMPACT WRENCH 


ONLY 
You can pay a lot more and not come close to 50 Introduced just a few months ago and already a ONLY 
matching the features of this Thor powerhouse. § sensation! Compact (only 6%” long). Most pow- § 50 
Finger-tip reverse for easy one-hand operation. ae erful %" square drive impact wrench on the a 


More anti-friction bearings than any wrench at market. Impact mechanism has only four moving 
any price. parts. Controlled torque. 


THOR A4W 
¥e" SQUARE DRIVE 
%" BOLT SIZE CAPACITY 


THOR ASW 

¥" SQUARE DRIVE 
RIGHT ANGLE ATTACHMENTS 1” BOLT SIZE CAPACITY 
Can be used on any 2" square 
drive impact wrench, air or elec- 
tric. Compact size assures reach- 
ing hard-to-get places in en- 
gine and body work. 


Only Thor offers an impact : 
wrench for every job. Pick out the 


impact wrench you want and ask 
your Thor automotive jobber for pede nk 


a free trial. Thor Power Tool i O 0 LS for G2W, AAW, ASW ae 
to 6 positions. for G2W AND A4W 


Company, Prudential Plaza, includes impact wrench, right 
angle attachment, six pepuler 


Chicago 1 . Illinois. size sockets and metal corry- 
ing case. 


ALL THOR IMPACT WRENCHES SOLD ON EASY PAYMENT PLAN 


THOR POWER TOOL COMPANY, Chicago 
Branches in all principal cities 
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You are Cordially lavited 


TO EXHIBIT, 


“: mantel 


PROFITABLE 


The Southwest Show is a golden 
Opportunity to parade new and im- 
proved products before customers and 
interested prospects and to strengthen 
supplier-customer relations. 


bb tarbeh ide, 


ne ee 


ATTEND AND PROFIT IN THE 


DALLAS, TEXAS © APRIL 4-5-6-7, 1957 


AUTOMOBILE BUILDING 
STATE FAIR PARK 


mail TEE - 2 AUTOMOTIVE SERVICE 


> 


EDUCATIONAL 


The Southwest Show is a golden op- 
portunity to educate salesmen and 
service men on new techniques of 
selling and using new tools, equip- 
ment and products. 


~“"" Dorgde of the Decade 


a 


INFORMATIVE 


The Southwest Show is a golden op- 
portunity to learn new service meth- 
ods, compare products and gain use- 
ful knowledge of your industry. 
Make the ’57 Show a MUST. 


ATTENDANCE IS FREE TO MEMBERS OF THE AUTOMOTIVE INDUSTRY 


Sponsored by 
Automotive Jobbers 
of the 
Southwest 
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ADDRESS CORRESPONDENCE TO 


SOUTHWEST AUTOMOTIVE SHOW, 
617 FIDELITY BLDG. « 


DALLAS 2, TEXAS 


The World’s 
Finest 
Automotive Service 
Products 


INC. 
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THERE ARE RINGS 


AND THERE ARE RINGS 


BUT... 



























[HERE’S NOTHING 
LIKE THE 







Cant 










McQUAY-NORRI 


AT OPEN THROTTLE HIGH SPEEDS AND AT 
HIGH VACUUM LOW SPEEDS 
, PISTON RINGS HAVE 


CRACKES THE OIL MILEAGE BARRIER! 


INSTANT BREAK-IN! 





TOP PERFORMANCE 
IMMEDIATELY. 


Chrome Control rails are pre- 
pared for instant mating, before 
installation, by the exclusive 
McQuay-Norris heat shaping 
process, followed by lapping. They 
start with perfect bearing on the 
cylinder wall surface. To facili- 
tate immediate top performance, 
Chrome top rings are used only 
where needed. 





NO OIL WASTE! 


AT HIGH SPEED DRIVING. 





Special patented flexible expander 
prevents high speed ring ‘‘flutter”’ 
and ‘“‘surfboarding’’. Chrome 
Armored steel rails wipe oil from 
cylinder walls and safeguard 
cylinders. 


AT LOW SPEED DRIVING. 





Specially designed and machined 
separator ring supports and sta- 
bilizes Chrome Armored steel 
rails—prevents rocking—seals 
the groove—prevents low speed 
oil “c-r-e-e-p”” around the ring 
due to high vacuum—yet per- 
mits free action in the groove. 








McQUAY-NORRIS MANUFACTURING CO. 


ST. LOUIS - TORONTO. 
LARGEST PRODUCER OF SMALL RINGS IN THE AUTOMOTIVE INDUSTRY 












My | 
OIL RING 











NOTHING FANCY Ye 

ABOUT IT... 
JUST GREAT 

PERFORMANCE! 







| 


HROME 
ONTROL 


AK TROOF 


PISTON RING SET 






I's IN EVERY 





SPECIFICALLY DESIGE 
TOP.£4 






McQUAY-NORRIS 


COMPLETE LINE SERVICE 


King Bolt and 





APPROVED ORIGINAL EQUIPMENT FOR 
CARS, TRUCKS, BUSES, AND TRACTORS 





How to sell Toledo Steel 





SKY-RIDE} shock absorbers 











... and at a better profit, too! 


Over one-half of all passenger cars on the road today need new shock CR 
absorbers. That’s a mighty big market, one that can mean a substantial ii 


increase in your profits if you go after shock absorber business with a 
sound, aggressive program. Toledo Steel offers you sucha program, built 


around the most saleable shock absorber on the market today — the . 
—~. 


] Most complete sales and service 
5 ever < pil A on i 4. ! 


4 . 
4 This 24-page manual includes 
all you need to know about 





shocks to improve sales and 
profits. Available through your 


exclusive Toledo Steel Sky-Ride airplane-type shock. Toledo Steel's = a 
program can mean not only more shock absorber volume, but a better Pe + Sue Dat Sewanee. 


profit return as well. 


Finding worn shocks is the first step toward a sale. Then 
tell the customer that he needs new shocks, and explain 
why this is important. 


Installing Sky-Ride shocks is a simple matter. You don’t 
need special tools...just a good set of wrenches, pliers, screw 
driver. Occasionally you need penetrating oil and hammer. 


Selling Sky-Ride shocks is easy when you point out the 
many exclusive features that mean a smoother ride and 
longer life. Toledo’s display carton is a big help. 


Your profit for installing a set of four Sky-Ride shocks is 
more than $10.00 for parts, plus your labor profit! All 
this for only about two hours work at the most! 


Sky-Ride assortments eliminate inventory problem, assure fast turnover! ‘ 


DA-500 ASSORTMENT 
covers 85% of all cars 
on the road. Six pair 
(12 shocks) plus display 
kit, catalog ond manvol. 


FORD (DA-502) and 
CHEVROLET (DA-501) 
ASSORTMENTS. Three 
pair (6 shocks) in each 
assortment, plus display 
materials, catalog and 
manvol. 


TOLEDO STEEL PRODUCTS 
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6402 CEDAR AVENUE + CLEVELAND 3, OHIO 
Division of Thompson Products, Inc 
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It’s been a long winter... many car 
owners have neglected their brakes. 
There IS a big need for brake service. 
Urge your customers to have you give 
their brake systems the Wagner Lock- 
heed “Spring Tonic” treatment. 


This is the Wagner Lockheed “Spring 
Tonic”’ treatment—check the brake 
fluid—add fluid or drain, flush and re- 
fill with Wagner Lockheed brake fluid 
when advisable. Pull a wheel—inspect 
brake parts and lining and when neces- 
sary, replace worn or defective parts 
with Wagner Lockheed parts and lining. 


Wagner Electric @rporation 


6362 Plymouth Ave., St. Lovis 14, Mo., U.S.A. 
(Branches in principal cities in the U. S. and in Canada) 
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brake system with 
WAGNER LOCK- 
HEED BRAKE 
FLUID. It’s chemi- 
cally balanced... 
Surpasses the specifi- 
cations of the Society 
of Automotive Engi- 
gineers. Functions 
properly under all 
operating conditions. 
IT’S tops for quality. 
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Money with the Wasner Lockheed 





SPRING TONIC, 











PROGRAM 


Wagner Ads inThe Saturday Evening POST 
stress the importance of safe brakes. Tie 
into this program to increase your sales. 


Customers Brake Systems 


3-R" Way 


%. 


REPLACE 

worn brake parts with new WAGNER LOCK- 
HEED BRAKE PARTS... Line is complete, 
Cylinders, pistons, springs, washers, coups, boots, 
hose, etc., are available for all makes and models 
of cars and trucks having hydraulic brakes. 


RELINE with WAGNER BRAKE 
LINING, BLOCKS or EXCHANGE 
SHOE SETS... unsurpassed for quick, 
safe, smooth stops... Available in more 
than 100 width and thickness com- 
binations in rolls, segments, blocks and 
sets... For further details on complete 
line—write for Catalog AU-500. 
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ealers! ONLY TURTLE WAX 


Swe 45 tte 
— 





FREE! a with 1 case 
of Turtle Wax Paste Wax 


DENKERT 
BASEBALL 





Real ‘Pro-Maker"’ 

professional glove, 

autographed by 

Bill Virdon. Oil tanned 

cowhide leather throughout, 
sheepskin lined pre-broken pocket. 
Retail $9.95. 


FREE! with 2 cases 


of Turtle Wax Paste Wax 
CONTINENTAL 
ATTACHE 
CASE 


Continental 

style luxury case. 

Perfect for 

overnight or 

weekend trips; business papers. 
Hard wearing, scuff-resistant; saddle 
stitched with brass finish hardware. 
Retail $9.95. 


FREE! with 6 cases 


of Turtle Wax Paste Wax 
HELBROS 
DIAMOND 
**"VASSAR”’ 


Two sparkling diamonds set 
off beautiful 10K Yellow 
Gold Plate Case. 17 Lifetime 
Jewels. Matching expansion 
bracelet. Beautiful gift case. 
Retail 75,00. 


att FRos 


ee 


FREE! with 1 case 


of Turtle Wax Paste Wax 
SIMONSEN 
“DE LUXE”’ 
TOOL BOX 


Popular hip-roof 

with lift-out tray. 

Deep-drawn 

seamless steel 

with electrically welded continuous 
piano hinge. Hammerloid baked 
enamel finish. Large capacity 19” box. 
Retail $8.95. 


FREE! with 4 cases 


of Turtle Wax Paste Wax 
RONSON 
ELECTRIC 
SHAVER 


Amazing new Ronson 
"66" exclusive 
“Super-Trim" micro- 
thin head. Self 
sharpening, cleans 
itself with flick of switch. 

Smart plastic gift case. Retail $23.50. 


FREE! with 12 cases 


of Turtle Wax Paste Wax 
HELBROS 
DIAMOND 


Se 


Eleven dazzling diamonds 
mark the hours. 

White gold-filled case 
contains 17 Lifetime Jewel 
movement. Handsome 
mesh and expansion 
bracelet. Retail $195.00. 





PLUS FULL 


OBB IR, 


FREE 1 with 2 cases 
of Turtle Wax Paste Wax 

WALTCO - 

‘‘NYOLITE’”’ 

REL = (fa 

America's most | f 

popular spinning 

reel. All nylon ~~ f 

gears and 

bearings never need lubrication. 


Can't rust! Stronger than steel. 
Anti-Reverse. 2 Spools. Retail $13.50. 














FREE! with 6 cases 


of Turtle Wax Paste Wax 
HELBROS 


17 JEWEL 


Ultra-thin chrome 

case. Waterproof, shock 
resistant, radium dial 
and sweep second 
hand. New Combination 
leather and 

expansion bracelet. 
Retail $75.00. 


FREE! with 12 cases 


of Turtle Wax Paste Wax 
HELBROS 
DIAMOND 
“FAIR LADY”’ 


Twenty sparkling 
diamonds set off this 
triumph of watchmaker's 
art! Exquisite white gold 
case contains 17 Lifetime 
Jewel movement. Stunning 
matching expansion 
bracelet. Retail $195.00. 


CF) turtle wax- plastone company 
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GIVES YOU THESE VALUABLE 


”: 0 by Aa telah — 


be» ie 


FREE! with qt case FREE! with 1 case 


of Turtle Wax Liquid Polish of Turtle Wax Liquid Polish 












SURPRIZE SIMONSEN 


PACKAGE TACKLE 
BOX 








sade teed a indline cnaee bes poms | Large 19” watertight, seamless steel bax. 
case! Imagine! with just one case of liquid Adjustable dividers, cork-lined tray. Con- | 
Turtle Wax, you get a valuable eremionl tinvous piano hinge. Durable baked enamel LOOK! 80¢ PROFIT 


right in the casel finish. Retail $4.95. ON EVERY BOTTLE! 






FREE! with 2 cases FREE! with 2 cases FREE! with 6 cases 
of Turtle Wax Liquid Polish of Turtle Wax Liquid Polish of Turtle Wax Liquid Polish 

“DENKERT” SIMONSEN RONSON = 

BASEBALL Faroe ELECTRIC 

GLOVE TOOL SHAVER 


BOX e "3 
Real “‘Pro-Maker" Popular hip-roof Amazing new ws 
professional glove, with lift-out tray. Ronson “66” exclusive 
autographed by Deep-drawn seamless steel, “Super-Trim" micro- 
Bill Virdon. Oil-tanned with electrically welded Hammerloid thin head. Self- wr mee deme itself 
cowhide leather throughout the sheepskin baked enamel finish. Large with flick of switch. Smart plastic gift 
lined pre-broken pocket. Retail $9.95. capacity 19” box. Retail $8.95. case. Retail $23.50. 


FREE 5 with 6 cases FREE : with 12 cases 
of Turtle Wax Liquid Polish : of Turtle Wax Liquid Polish 
HELBROS . ‘ HELBROS DIAMOND 


SELF WINDING 7. ‘““PRINCESS”’ 
“MONACO” “ é : Feminine loveliness! 


Completely automatic, : ime Six fiery diamonds set in 
self-winding, waterproof, ome 22 a distinctively fashioned 
shock resistant. Radium be 10K yellow gold case. 17 
hands and dial with sweep- 2. Lifetime Jewels. Smart 
second hand. 17 = matching expansion 
Lifetime Jewels. bracelet. Retail $100.00. 
High-style expansion . 

bracelet. Retail $100.00. 


rTPA o> 





Soa. 





Me 


Telechron clock movement turns radio 
on automatically; advanced superhet 
circuit, built in antenna, dynamic 
speaker in brilliantly modern 

ebony cabinet. Retail $34.95. 
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SUPPOSE YOU WERE BOSS OF U-M-S... 


Wouldn’t you make sure that your dealers had the help of 
two-fisted sales promotions? Sure you would, because you 
know how important this activity is to clinching the final sale. 


That’s the way United Motors feels—and that’s the reason 
UMS supports its dealers with the strongest and most 
complete promotions in the industry. Every United Motors 
line has its individually planned campaign. Each is timed 


and designed to promote the sale of the specific line. That’s 
the only way to get the most out of sales promotions— 
and that’s the UMS way of doing things. 


All of these promotions let your customers know that you 
handle world-famous products—parts they can depend on 
for superior performance. UMS is sure that if you were the 
boss of UMS you'd do this for your dealers. Isn’t that right? 


AVAILABLE THROUGH YOUR UNITED MOTORS DISTRIBUTORS 


DELCO-REMY starting, lighting, ignition @ DELCO brake ports and fluid @ GUIDE lamps e PACKARD cable products @ INLITE brake linings 

HYDRA-MATIC transmission parts @ DELCO electronic parts e MORAINE engine bearings ¢ DELCO automotive motors @ AC gauges, speedometers 

MORAINE gosoline filters @ DELCO shock absorbers @ ROCHESTER lighters ¢ NEW DEPARTURE boll bearings @ HYATT roller bearings 
HARRISON thermostats @ ROCHESTER corburetors @ KLAXON horns @ HARRISON radiators and cores @ DELCO batteries 
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|| 3 times more profit 
on V-Belts 


since switching to Gates 












— >” “Gates station-tested sales methods 
Bes a a have made V-belts our top profit TBA line?’ 
| . declares Earl P. Wheeler, successful sta- 
tion operator of San Antonio, Texas. 
Mr. Wheeler’s interesting statement 
continues— 


“‘We’re making three times more 
profit on V-belts than we did before we 
switched to Gates. I’d say there were two 
reasons for this. First of all, Gates sales 
‘tools’ make it easy for any attendant 
to ring up extra sales. Second, the 
name ‘Gates’ on the belt clinches the 

sale with customers who know it means real quality and long wear.”’ 





With your first order for Gates belts you are furnished Gates profit- 
building, station-tested sales methods. These methods increase belt sales 
without bother to.customers and without slowing down service time. 


Let your Gates Jobber tell you how to switch to Gates without a 
penny’s loss on present stock. For increased belt sales and profits, call 
the Gates Jobber today. The Gates Rubber Co., Denver, Colorado— 
World’s Largest Maker of V-Belts. 


TPA 129 
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VOLCO V- Celis 
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Sell the elegant ’57 look... 


WHATEVER THE MODEL YEAR... SMARTEST ON THE HIGHWAY 


You sell miles and miles of extra enjoyment with every set of seat covers woven 

of saRAN. Smart good looks and rugged durability combine to put sARAN in a 

class by itself. It’s made to take the punishment of everyday hard wear without 

scuffing. Now your customers can bring their old cars up to the minute with 

the same handsome colors and patterns featured as original upholstery in the 

smartest new models. Order your stock now for a big spring season . . . push 
ITS WOVEN TO BREATHE! the colorful ‘57 look for older cars! 
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with seat covers of SARAN! 


SARAN IS STILL THE DEALER'S CHOICE FOR BIGGER PROFITS 


SARAN is the dealer’s choice because it is still America’s choice for the best buy 
in seat covers. Play up the sales point that seat covers of SAaRAN are woven to 
allow natural air passage—allowing customers to enjoy year-round driving 
comfort. Here’s another sales-clincher. saran is the easiest of all seat cover 
materials to keep looking its best . . . a damp cloth removes spots and spills. 
Satisfied customers still make the dealer’s choice saran. THE DOW CHEMICAL 
COMPANY, Midland, Michigan, Plastics Sales Department PL1575G. 


FEATURE THIS LABEL... 
CUNCH THE SALE! 


YOU CAN DEPEND ON 
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THE REVOLUTION 
~ICHERE! 





COMPLETE LINE OF POWER TOOLS FOR AUTOMOTIVE USE 


Vs and 2 H.P. Heavy Duty Grinders. Standard and Heavy Duty 


Va" Electric Drills: for every use.  — » | f i 
»* a ; sa moon _ 
ri y, —— 7 “ Ae i omy a 3 
a tha ead i >. 
oF SI 
a 
25 ¥a\ - 


Heavy Duty > Heavy Duty — 
Sander-Polishers ¢ , 


% and 1% HP «/ Yq" Electric Drills ri 
| re\ en Models for t for every use. 
“ every need. 
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N IMPACT WRENCHES 


DIET ‘DOWER CORE’ 


DOES THE WORK OF 
2 ORDINARY WRENCHES 


VARY THE TORQUE WITH 
THE ADJUSTING CAP! 


CALIBRATED NOSE 
FOR CORRECT TORQUE! 


REVERSE WITH A 
FINGER FLICK! 


mail to: GEORGE WEATHERBY, Sales Manager 
PORTABLE ELECTRIC TOOLS, INC. 
320 West 83rd Street, Chicago 20, Illinois 


Please send me complete information on 
the revolutionary new PET Impact Wrench. 


Sip uieepdialeasiatgmammneneasenneinas ae 
POSITION Covent 

a Se eee 
ADDRESS. 

CITY. 
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Stock Up Now! Look at the Big 


site AYES 4 


coming your way in Alemite’s 3-Star 


sales 


jevchaclolo 


(During February, March and April Only!) 


An 7 on fir Ls 
= se “aes 


free / 


A bonus of 2 cans with each 
case of guaranteed, engine- 
protecting CD-2—America’s 
fastest-selling additive that 
fights power-robbing sludge! 


$3.00 worth of merchandise 
absolutely FREE! 


3 
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This useful, gleaming stainless steel EKCO Slicer- 
Server valued at $2.95 in every case of guaran- 
teed carburetor-cleaning KLEEN TREET. 


x it cuts, slices, spears! 
+ Extra-long rosewood handle! jo 


K Serrated blade never needs 
sharpening! 





A bonus of 4 cans with each case of guaranteed 
Cooling System Conditioner. 
$4.00 worth of merchandise absolutely FREE! 


| Lue FREE COUPON entitling you to receive 
this $3.95 value 3-piece Barbecue Set for 


only $1.50! 


x Gleaming stainless 
steel tongs! 


*¥ Sturdy hamburger turner 
and fork! 


Individually boxed for 
handy storing! 


And Leading Your Sales 
Parade is the Strongest _ 
Alemite Advertising in History! 


© EXPANDED NEWSPAPER PROGRAM 
* BIGGER RADIO AND TV SCHEDULE 


Call Your Jobber Today! 
Get the Extras Only Alemite Chemical Products Offer—During This Limited Time Only! 


ALEMITE 


REG. U. S. PAT. OFF 


1826 Diversey Parkway, Chicago 14, Illinois 
Division of STEWART-WARNER CORPORATION WARNER 
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DIFFERENT AS 





— 
DAYLIGHT 








There is no comparison between VMC re-manufactured armatures 
and re-wound armatures. 

YMC armatures are made with pre-formed coils, form wound to fit 
the core .... the windings are not twisted or mashed into shape as in 
rebuilt armatures. 

In fact, VMC armatures duplicate original equipment in appearance 
and performance . ... even to wire size and number of turns. 

There is absolutely no comparison. Examine a VMC armature and 
you can see the difference in quality. 


Write today for the name of the VMC rebuilder nearest you. 
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More customers visit the shop now where repairs done can be explained by Service Manager Sword (left) and mechanics. 


By Ending Free Pickup and Delivery Service This Shop 


Saved $22,000 in One Year 


By C. Thomas 


W™= to trim overhead with- 
out damaging the small net 
profit is a continuing problem for 
dealers and garage operators. What 
may seem to offer an immediate 
savings may well turn out to be a 
damper on future operations. 

In many larger cities the free 
pickup and delivery program for 
service customers has been proving 
to be costly, yet with most users 
of this plan there has been hesita- 
tion before eliminating it for fear 
of sharp and immediate drops in 
shop volume. 

The Lincoln-Mercury dealership 
at El Paso, Texas, cut out this spe- 
cial service a little more than a 
year ago. With what results? 
Listen to Fred C. Rollins of Rollins 
Motor Co.: 

“The savings the first 
amounted to $22,000.” 

Fer some time he had been 
threatening to do away with the 


year 


service, but continued putting it 
off until he was jolted into a de- 
cision. Two wrecks of customer’s 
cars within a week’s time was the 
spur under his saddle seat. 

While Rollins’ drivers were 
exonerated of blame by police in- 
vestigators, the dealership’s re- 
sponsibility to the customers still 
remained, morally if not legally. 
The publicity which can attend 
incidents of this nature is not 
exactly what you’d call desirable, 
either, regardless of who's to 
blame. 

Rollins had an “idea” that the 
system was exorbitant, but he had 
no figures totaled up. However, by 
consulting his records, it was evi- 
dent that this was costing around 
$60 a day, every working day. 

Before cutting this service off 
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completely, there had been some 
thought about establishing a 
nominal charge. But in studying 
this phase of it, Rollins came to 
some foregone conclusions: 

1.—Management has some fa- 
vored customers. This meant the 
service manager would have to do 
some politicking. Some of manage- 
ment’s customers would have to be 
exempt of the charges. 

“The service department, too,” 
said Rollins, “would have its pets. 
Who, then, would be left to pay 
the nominal charges?” 

2.—Nominal charges would not 
eliminate the dealer’s responsi- 
bility to the customers. 

In going over the entire propo- 
sition with Fred Sword, service 
manager, the dealer found that the 
majority of the demanding cus- 
tomers were those hardest to satis- 
fy. 

“Over 60% of our dissatisfied 





Dealer Rollins (right) gets to see more shop customers since terminating 
the free pickup and delivery service. “Over 60% of our dissatisfied 
customers with complaints” used this service, yet they accounted for 
only 15% of the shop’s total, he pointed out. Shop collections are 
better off, too, with the charge-offs dropping from 142% to 42% today. 


customers with complaints were 
those who were almost exclusively 
subscribers to our free pick-up and 
delivery service, and these cus- 
tomers amounted to only around 
15% of our total,” he reported. 

This made an out-of-focus pic- 
ture, if there ever was one—60% 
of the complaints from 15% of the 
shop customers. 

This picture is partly explained 
by the fact a large percentage of 
the free pick-up and delivery cus- 
tomers never stepped inside Rol- 
lins’ service department. These 
customers never got to know the 
shop’s personnel; the shop person- 
nel never got to talk face-to-face 
with these customers. 

One of these customers has his 
car in for a specific job. When the 
mechanic gets the job unbuttoned, 
it is discovered other details need 
attention. This can be hard to ex- 
plain to a customer, especially one 
you have never seen, over the 
phone. More often than not, the 
customer told the service salesman 
to attend to just what had been 
ordered. The shop could follow the 
customer’s orders, as the customer 
is always right. Comebacks and 
grief ensued. 

To maintain some semblance of 
self-respect, the shop had to re- 
fuse re-doing unjustifiable come- 
backs. This resulted in poor collec- 
tions. 

“Since doing away with our free 
pick-up and delivery service,” said 
Rollins, ‘the change is reflected in 
our collections. Charge-offs have 


dropped from 142% to one-half of 
1%.” 


During the free pick-up and de- 
livery period, Rollins was generous 
to the point where he would let a 
shop customer borrow a car while 
his was tied up in the shop. There 
were 12 cars set aside for this. That 
meant that Rollins was financing 
12 cars, each with insurance paid, 
and each tank filled with gasoline. 
And for what? 

Courtesy cars went out with the 
free pick-up and delivery service. 
For those who must have a car 
under them 24 hours a day, Rollins 
Motor Co. will rent them one. And, 


at a nominal charge of $5 a day, 
including a tank full of gasoline. 
Only 2% avail themselves of this 
opportunity to drive a current- 
model Mercury or Lincoln. 

Ninety-eight per cent apparently 
can arrange to pool a ride, catch a 
bus, or hire a taxi, rather than pay 
the $5 for the use of a car. That 
has been no problem. 

Rollins now operates on the 
theory that there are not so many 
qualified shops anywhere that the 
operator of a first-rate shop has to 
court patronage by offering un- 
reasonable overtures. 

True, when the free service was 
first discontinued, there was a 
sudden falling off of shop work. 
But it quickly readjusted itself and, 
after the first three months, shop 
volume began increasing. 

“This free pick-up and delivery 
service practice was a fabulous 
miscarriage of business judgment,” 
the Texan commented. 

Rollins, by the way, had no 
trouble finding buyers for his two 
motorcycles and putting the two 
operators into a more lucrative 
position. And the line mechanics, 
often as many as 11 of them dur- 
ing peak hours, didn’t object to re- 
maining at their bench for the full 
working day. 

The dealership has 31 full-time 
servicemen, including those em- 
ployed in the paint and body shop. 
For any major work the customer 
usually must schedule his job 
ahead from ten days to as long as 
two weeks. 


“It has another scratch under here. I want another $100 off.” 
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What ‘Tight Money” Means to Dealers 


HAT does the tight money mar- 

ket mean to you—an auto- 
mobile dealer? Everyone knows 
that money is tight. You know 
that it is extremely difficult to 
borrow money today. 

First, let me say that there is no 
indication that money is going to 
be any more plentiful or any 
cheaper. The demand for money 
continues to exceed the supply. 
It’s a question of supply and de- 
mand and they will not be brought 
into better balance until savings 
of all types show enough of an 
increase to supply more adequate- 
ly the demand. 

If 1957 automobile sales expec- 
tations are to be fulfilled, it will 
be in spite of tight credit and the 
price boost which accompanied the 
introduction of the 1957-model 
cars. 

Now, answering the question 
about tight money and you—What 
will it mean? 

1.—More selectivity by finance 
companies in the deals they will 
accept. You must get reasonable 
down payments and extend sound 
terms. 

2.—It will mean increased fi- 
nance costs to your customers. 

3.—It will mean a high cost of 
carrying large inventories of new 
cars. 

Finance companies are, of 
course, more directly concerned 
with a tight money market than 
most businesses. Money is the 
commodity in which they trade. 
Money costs of finance companies 
have increased by more than 
33148% since August of 1955. Isn’t 
it reasonable that they should put 
a higher price on their money? 

In addition to the higher cost 
of money, finance companies have 
been required to borrow approx- 
imately 20% more money just to 
finance the “stretch-out” in terms 
on new and used cars. The longer 
a contract stays on the books, the 
longer borrowed funds are em- 
ployed, and profits are not re- 
alized until collections are made. 
The turnover period is lengthen- 
ed, which makes operating costs 
higher. 

With a continuing tight money 
market, you will find a reluctance 
on the part of finance companies, 
large and small, to put unreason- 
ably long-term paper on their 
books. 

All of this also leads me to a 


By E. P. LATIMER 


President, American Discount Co. 
Charlotte, N. C. 


Excerpts from an address before the 

business conference of the South Caro- 

lina Automobile Dealers Association at 
Columbia Jan. 17. 


further discussion of terms. 

Selling terms rather- than mer- 
chandise has never proved to be 
a sound business. Overselling of 
cars on so-called “crazy” install- 
ment terms can lead to dissipation 
of future automobile markets. 

You are well aware that offers 
of extremely low down payments 
and extended terms have put cus- 
tomers in new cars when they 
should have been sold late-model 
used cars. Such a procedure brings 
on the real danger of the over- 
supply of used cars with the at- 
tendant harmful effect on new 
cars. 

All of us know that customer 
equity has always been the safety 
factor in automobile financing. 
Down payments must offset de- 
preciation and installments must 
be large enough to maintain the 
customer’s balance well under the 
car’s current value. 

Liberal terms, short down pay- 


ments and promiscuous balloon fi- 
nancing are substitutes for sales- 
manship, not the tools of the sales- 
man. Would your salesmen know 
how to sell merchandise today if 
we had a return of credit controls 
such as Regulation “W,” with a 
minimum bona fide down payment 
of 33144% and maximum terms of 
18 months? 

Finance companies must neces- 
sarily maintain firm collection pol- 
icies. Lax credit standards and 
requirements develop a sense of 
irresponsibility on the part of the 
customer toward prompt and sat- 
isfactory discharge of his legal and 
moral credit responsibilities. 

Let’s also be realistic about 
our finance-company connections. 
Don’t expect the finance company 
that has an abnormally high num- 
ber of repossessions, losses and 
heavy expenses resulting from 
lack of equity and long terms to 
sit idly by and continue to buy 
paper on the same basis from the 
dealer that generated these con- 
ditions. Your “partner” in this 
business has to be considered as a 
long-term partner and one who 
will be with you in much worse 
times than we are experiencing 
today. 

I urge you, therefore, to con- 

(Continued on page 94) 


An Authority on Money Speaks 


Ed Latimer knows whereof he speaks when he's talking finances. For 
ears he has been living in the automotive money world. His firm is the 
Fifth largest independent finance company in the nation. Its customers 
last year numbered 39,000 and its volume 
in '56 totaled $71,770,989. American Dis- 
count Co.'s territory embraces the Caro- 


linas, 


Alabama, 


Georgia and Florida. 


Latimer, who was born in Honea Path, 
S.C., in 1909, made an outstanding rec- 
ord as president of the American Finance 
Conference, the national trade association 
of independent sales finance companies 
with headquarters in Chicago. His auto- 
mobile finance experience dates back to 
1934 when he worked for Commercial 
Credit Co. at Columbia, S.C. In 1937 he 
joined Auto Finance Co. at Greenwood, 
SC. He was made executive vice-president 
of American Discount Co. when it was 
formed in January 1947 and later that 
year was elevated to the presidency. A graduate of The Citadel, he 
is vice-president and director of the Southeastern Fire Insurance Co., 
a director of Southeastern Factors Corp. and a director of Char- 


lotte Refining Co. 
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He has addressed many car dealer meetings. 
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pgp the growing number 
of air-conditioning units in 
automobiles is becoming a prob- 
lem—or an opportunity—for the 
car dealer’s service department, ac- 
cording to Ernest Reiman, service 
superintendent of Rugeley Motor 
Co., Bay City, Texas. 

Reiman believes the service de- 
partment ought to perform this 
service, rather than farm it out to 
some air-conditioning repair shop. 

This dealership, which handles 
Buick and Chevrolet, started its 
own air-conditioning service sec- 
tion in 1954, and it is one of the 
most profitable service sections in 
the department and is growing 
more rapidly than any other, Rei- 
man said. 

Combining sales and service, the 
unit helped to sell and has installed 
about 60 air-conditioning units the 
past 12 months. Besides, it has done 
about $6,000 worth of service 
business during the same period. 

“From the standpoint of selling 
new units,’ Reiman pointed out, 
“the service department con- 
tributes materially to new unit 
sales; but almost as important, by 
having a reliable and quick in- 
stallation service right in the plant, 
the front office is able to order 
more cars without built-in air con- 
ditioners and thereby cut down the 
investment in new cars. 

“It is better to have more cars 
without air conditioners, so that if 
a customer wants one without air 
conditioning, he is able to get it. 
On the other hand, if the car he 
selects does not have air condition- 
ing, we can install it for him 
quickly, at the same price or less 
than it would have cost if he had 
bought it already installed. 

“Furthermore, when he buys his 
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Building Business 
in Air Conditioning 


A Texan has been expanding his sales 
and service for three years in this 
field which will grow bigger in °57. 


By Ruel McDaniel 


car without air conditioning and 
has us install it, he has a choice of 
three different makes, whereas he 
has no choice when he buys a car 
with the unit already installed.” 
Although the primary reason for 
setting up the air-conditioning 
service section was to install new 
units and service those in cars sold 
by the company, a strong sec- 
ondary point was that the com- 
pany saw a growing profit to be 
made in servicing all makes of air 
conditioners in all makes of cars. 
Service is of course not limited 
to those units sold by the com- 
pany. The company advertises to 
service all makes of car condition- 


ers in all makes of automobiles. 

The service department sells 
many new units in the course of a 
year through suggestions to service 
customers whose cars do not carry 
air conditioners. Thurston Wycoff, 
the air-conditioning serviceman, 
leads the sales parade, because he 
constantly is on the lookout for 
cars of the newer and better class 
that do not have air-conditioning 
units. Whenever one comes into 
the shop, he sees the owner and 
suggests installation of one of 
three units handled by the com- 
pany. 

Normally he does not profit by 
the actual sale, but he does make 
money from. the _ installation 
charge, since he works on a com- 

(Continued on page 90) 


Above: Thurston Wycoff, air-conditioning specialist, demonstrates 
portable torch, a valuable tool in his operations. Below: Here he 
talks ‘air conditioning to a prospect, using a customer’s car as the 
“showcase” to demonstrate how unit fits under the hood and performs. 
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To Cut Comebacks, Show ‘Em 


By C. Thomas 


HILE the majority of service 
departments and garages de- 
pend, more or less, on the revenue 
ensuing from motor tune-ups, the 
net profit involved isn’t as great 
as it could be for the average shop. 
Too many “comebacks” to contend 
with. 

Trouble is, these comebacks be- 
fuddle the average mechanic. They 
know they have done their work 
well. They did not slight, nor 
overlook, a single phase. Neverthe- 
less, there is always a percentage 
of jobs that bounce. 

Floyd Gunderson and Raymond 
Neal, who own and operate the 
Parker & Neal Shop, El Paso, 
Texas, have solved the mystery of 
The Tune-Up. 

First of all, the customer’s en- 
gine is tested for compression, to 
ascertain if the engine is in condi- 
tion for a tune-up. Say that it is. 
The customer expects performance 
following the expense of the tune- 
up. Consequently, this shop will 
turn down a job if it is restricted 
to giving it what it needs. 

“We will not undertake any 
patch-up jobs,” said Gunderson 
and Neal. 

The success of the completed 
tune-up is wrapped up in the car- 
buretion system, they maintain, 
and this is explained to the cus- 


Floyd Gunderson and Raymond Neal, shown here selling a carburetor 
job, have cut tune-up comebacks, thereby boosting the shop profits. 


tomer. 

First, the carburetor is removed 
and partly torn do>wn—torn down 
to where the customer can peer in- 
to the bow] and see what he thinks 


These partners believe in showing them! Gunderson explains a cutaway 
carburetor while his partner shows customer details of a speedometer. 
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is an accumulation of sludge. Then 
the customer is handed a magnet- 
ized rod (the customer is shown 
that it is magnetized by having 
him pick up some small metal ob- 
jects with it) and the customer 
moves this rod back and forth on 
the outside of the carburetor bowl. 
The fact that this magnet causes 
the sludge-like mass to move 
amazes the customer. 

This accumulation is the residue 
from the gasoline—iron oxide. 
These are such minute particles 
they have worked their way 
through the filter, if the car is 
equipped with one. 

Next, Gunderson stirs the mass 
inside the carburetor bow] with the 
rod. Then he wipes the end of the 
rod on his hand. This produces 
what looks like a mark made by a 
graphite stick. Remember, there 
was no look or feel of metal. This 
iron oxide is that fine and smooth. 

The mechanic can tear down a 
carburetor, clean it thoroughly, 
put it back together, complete the 
rest of the tune-up and still have 
a comeback. Unless... 





, 


Customer moves magnetized rod under outside of the 
bowl and watches as the current causes iron oxide 
to stir around, proving presence of metal content. 


Just installing a filter ahead of 
the carburetor is not going to do 
the trick. 

As this particular shop special- 
izes in speedometer work, Gunder- 
son and Neal are thoroughly ac- 
quainted with how magnetism is 


built up, for they have to magnet- 
ize and then demagnetize in ad- 
justing speedometers. 

“There is a constant amount of 
electrical current going through 
your engine,” the customer is told. 
“There is enough to slightly 
magnetize your carburetor needle. 
This needle, being slightly mag- 
netized, attracts sufficient iron 
oxide to cause it to adhere and 
build up, preventing the needle 
from seating properly.” 

Before discovering this, Gunder- 
son and Neal had cars they had 
just given a complete tune-up re- 
fuse to operate. The cars would 
flood out. And this was erratic. 
Some cars, overloaded with this 
iron oxide in the gas lines, would 
flood out before the cars were six 
blocks away. Others would go a 
week, a month, before developing 
flooding trouble. 

To overcome this, after learning 
the cause, Gunderson and Neal in- 
sist, if they are going to guarantee 
the tune-up, the customer have a 
filter installed that has a built-in 
magnetic trap. This little trap looks 
like nothing more than a strip of 
brass with a tiny piece of magnet- 
ized metal on the underside. 

We examined traps removed 
from various cars, so covered with 
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this iron oxide the trap was in- 
distinguishable. This filter, in- 
cluding the magnetized trap and 
installation, only cost the customer 
an extra $3.25. 

“We sell better than 90% of our 
tune-up customers this filter,” said 
Neal. “We don’t sell and install 
them for the extra profit involved 
but to assure ourselves of customer 
satisfaction and to rid ourselves of 
the trouble and expense of come- 
backs.” 

As Gunderson explained, the 
average tune-up runs customers 
$27. This will include a few parts 
and new spark plugs. So if they 


Customer sees a magnetized trap 
and where if fits into a filter. 


Gunderson stirs rod around in residue in carburetor 
bowl and wipes what has been attracted to rod onto 
his palm to show customer how fine the deposit is. 


have to spend a couple of hours 
with a comeback carburetor prob- 
lem—and still not know what’s 
causing the trouble—the profit has 
been washed down the drain for 
all hands. 

Veterans in the automotive re- 
pair business may be inclined to 
forget that the average customer’s 
knowledge of what makes his car 
tick is >retty vague. All he may 
know is that there’s something 
wrong and he doesn’t like, by a 
tinker’s dam, for it to be running 
like that. 

Yet too often, as you yourself 
can usually see if you'll visit a 
shop where you’re not known and 
look on, the shop folks don’t take 
much time in explaining what 
should be done to reduce come- 
backs from a job which may seem, 
on the face of things, to be a pretty 
simple task, so far as the car owner 
can understand. 

No one wants a customer hang- 
ing over his shoulder, but an in- 
formed customer can be a repeat 
customer, and repeat business is 
something most of us would like to 
see coming through the shop door 
just as often as it will! 

Giving the trade a little taste of 
your knowledge can fortify the ve- 
hicle owner with enough knowl- 
edge that he can pretend among his 
friends to be quite an informed 
chap. That puts you in the position 
of feeding his ego, and who would 
say that’s not a fine way to op- 
erate a business? 

You can reduce comebacks! 
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Fewer, but more efficient, employees have brought excellent results here. 


We Revamped Overhead for ‘57 


r Is very difficult to cut ex- 
penses today. With labor costs, 
commodities and operational costs 
constantly rising, it is not possible 
to cut back on basic needs of a 
good operation. 

You can look for spots here and 
there, examine your approach to 
handling some phase of the busi- 
ness and come up with a changed 
point of view or method that saves 
a few dollars here and there. 

These few spots add up appreci- 
ably sometimes and you may find 
yourself with several thousand dol- 
lars to the good over the year. 

We think it far more advisable 
to pay more for good help who will 
do a better job than less efficient 
personnel of mediocre ability and 
lackadaisical performance. In our 
area you can still get an efficient 
assistant bookkeeper for $75 a 
week who will work eight hours a 
day. Paying more for quality work 
saves money. One good assistant 
bookkeeper or title clerk can ac- 
complish more than two of indif- 
ferent output costing $110 to $120 
a week for two salaries. 

We saved $6,000 last year by in- 
sisting on quality office personnel 
and letting go two of our office 
staff. This savings represented also 
the elimination of overtime. 

Our company officers have be- 
come more active in the operation 
and have taken on duties formerly 
handled by salaried personnel. I 
have taken over the retailing of 
used cars, and the office manager 
the wholesaling of used cars, re- 


By B. F. HOFHEIMER 


Secretary, Aero Chevrolet Auto Co. 
Alexandria, Va. 


leasing two used-car managers. 

This has meant a yearly savings 
of $6,000. 

We are now retailing only the 
best cars on the lot. If a car re- 
quires too much reconditioning, we 
are wholesaling it. 

We are also now requiring a 30- 
day turnover on used cars and 
wholesaling after a car has been on 
the lot 20 days. It costs us $4 a day 
when a car stands on a lot and if 
we can keep our stock down to 40 
to 50, we will be spending less on 
winterizing cars as well. We 
wholesale about 45% of our used 
cars and retail about 55%. 

On today’s market there’s not an 
awful lot left for you if you have 
retailed a ’55 for a 53 trade-in, a 
53 for a ’51 trade-in, a ’51 fora 
49 trade-in, a 49 for a ’47 and so 
on. By the time you have paid for 
reconditioning four cars, paid com- 
missions on four cars, paid $4 a day 
for four cars standing on the lot 
two weeks, your profit is pretty 
well shot. 

We now pay off a certain num- 
ber of new cars in our floor plan 
immediately, thereby saving in- 
terest. We pay off in advance on 
our inventory of new cars what- 
ever we can manage, and in subse- 
quent payments until the entire 
balance is disposed of, so that the 
5% yearly interest is held down to 
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a minimum. We save approximate- 
ly $3,000 to $4,000 a year in this 
way. 

If your service and parts volume 
can take care of fixed expense, or 
practically so, your deals in new- 
car sales are gravy. Any dealer 
who has high coverage in service 
and parts has no worry about car 
sales. Car sales take care of vari- 
able selling expense. 

Where we are now throwing our 
emphasis is on advertising. We 
have stepped up advertising by 
about 200% in an effort to increase 
sales to become a volume opera- 
tion. The more volume you do, the 
greater your profits. It is no 
longer possible to be an in-between 
dealer. 

Perhaps the smaller dealer can 
pick the better deals, but the mid- 
dle dealer cannot match the prices 
of the big dealer. If he tries, he 
won’t be around very long. 

We have been advertising serv- 
ice, new and used cars by news- 
paper, radio and television to in- 
crease traffic and volume. We are 
letting area readers know where 
we are and that we are handling 
Chevrolet. 

This is a new and dynamic ap- 
proach for us in today’s market. 


What change in management pol- 
icies have you made lately? The 
editors would be happy to hear 
from you regarding your plan. 


























Above: The author (right) looks at the repair order file which 
has just returned to its usual position in the parts department 
from the cashier's office below in the service department. At his 
elbow is Parts Manager D. A. Kleckley, who commented, “We 
are crazy about this system. It saves a world of time.” In photo 
at left the file is returning automatically to parts depart- 
ment, after having been brought downstairs by Mrs. Ann 
Stephens (photo at left below) by depressing foot pedal. 


It Speeds Orders 
and Cuts Costs 


By T. M. JOHNSON 


Service Manager, Mutual Motors (Cadillac-Oldsmobile) 
Columbia, S.C. 


peepee customer service repair orders has been speeded 
up and our company is saving the equivalent of about half 
a month’s salary for one man under a device which has been 
installed in our shop and parts department. 

The “gadget,” which cost $600 installation, permits the 
orders to be virtually in both departments at the same time. 
It consists of a holder mounted atop a piston operated on our 
regular air line. When my office assistant wants the repair 
order, she can press a pedal in the floor and the holder de- 
scends from the parts department upstairs. 

When she releases the pedal, the holder returns automatic- 
ally to the parts department. Repair orders running through 
the shop throughout the day remain in the holder for quick 
reference by employes in both departments. 

Why can we say this has eliminated half a month’s salary? 
Because now it isn’t necessary for my assistant to buzz the 
gang upstairs and ask them to interrupt what they’re doing 
in order to shoot down the particular order we’re wanting. 
She “pedals” for it and in a few seconds she has all orders 
right in front of her. 

This system has eliminated any necessity for filling out re- 
quisition blanks for parts which later must be posted over to 
the repair orders. Today, after a service salesman has written 
up an order, the order and its carbon copies go to the control 
tower where one carbon is retained. Then the order and its 
remaining copies go on by air tube to the parts department. 
Meanwhile, the “hard” copy has been placed on the car. 

Once he gets into the car’s ailments, the mechanic “inter- 
coms” the parts department for the necessary parts. Then by 
the time he walks over to the parts basket, the needed supplies 
are awaiting him. The department posts the parts directly on 

(Continued on page 92) 











Executive Director Ralph H. James is shown addressing officers, directors and advisory councilmen. 


Garage Group Pushes Upward 


HROUGH action of the board of 

directors, meeting in Tulsa, 
Okla., Jan. 12 and 13, the Inde- 
pendent Garage Owners of Amer- 
ica took what members of the 
group consider significant action to 
clarify their position locally and 
nationally. 

One perhaps courageous de- 
cision practically amounts to the 
sacrifice of approximately 200 
California members, in the desig- 
nation of IGO of California as the 
parent state organization in pref- 
erence over a competitive asso- 
ciation, up to now identified as 
California Brake and Wheel Asso- 
ciation. Until this meeting, both 
associations had been recognized 
by the issuance of charters. 

In other actions the board: 

Forbade any and all members 
to participate in cooperative buy- 
ing. 

Elected W. C. Wilder, Nashville, 
Tenn., chapter president, as secre- 
tary-treasurer, succeeding Robert 
W. Chase of Phoenix, Ariz., resign- 
ed. 

Appointed two new regional di- 
rectors—Luther Turner of Chat- 
tanooga, Tenn., for the Southeast 
and Dick Dickson of California for 
the western area. 

Decided upon a four-day na- 
tional convention to begin on 
Thursday, June 20, in Toledo, 
Ohio, and continue through Sun- 
day, June 23. Manufacturers will 
be invited to the convention, but 
booth space will not be sold. 


By Baron Creager 
Southwestern Editor 


Decided to introduce a monthly, 
mimeographed bulletin to be cir- 
culated to members only. 

The California action on IGO 
versus Brake and Wheel does not 
become effective until March 1 
because of the absence of Wayne 
Bettis, Sr., of Harbor City, Calif., 
head of the brake and wheel seg- 
ment of the industry in that state. 
Bettis was unable to attend be- 
cause of a recent heart attack. 

Various directors were reluctant 
to take action in the absence of 
Bettis, but the California situation 
was presented as being impossible 
of solution between the two or- 
ganizations, after a series of five 
meetings and additional confer- 
ences between Bettis and Howard 
Eves of Pasadena, national presi- 
dent. 

For this action, President Eves 
disqualified himself as chairman in 
favor of Ernest R. Welborn of 
Wichita, Kan., first vice-president. 
Eves refrained from participating 
in 99% of the discussion and the 
California IGO argument was pre- 
sented by Car] Peel, California di- 
rector, who, incidentally, cast the 
only California vote in the pro- 
ceedings. 

Peel contended that both asso- 
ciations had sought repeatedly to 
settle in California the question 
of who would be “parent organiza- 
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tion,” since the state was guilty 
of infraction of the IGOA constitu- 
tion and bylaws, which provide for 
only one association in each state. 
Both IGO (22 units, 620 mem- 
bers) and Brake and Wheel (six 
units) were active in the organiza- 
tion meeting two years ago in 
Oklahoma City and, in the con- 
fusion of organization, both were 
then recognized. 

Peel emphasized repeatedly, un- 
der questioning, that the Calif- 
ornia situation was “imposz‘ble,” 
insisting that the only solution was 
action by the directorate. This was 
confirmed by Eves in the few 
words he spoke during the discus- 
sion. In this it was also brought 
out that Brake and Wheel is chang- 
ing its mame to “Independent 
Automotive Specialists.” 

After first clarifying the bylaws 
as to the meaning of “general 
and/or specialized associations,” 
the board voted unanimously for 
IGO of California after a noon re- 
cess. 

Eves conceded privately after 
the meeting that the action in ef- 
fect sacrifices between 188 and 
200 Brake and Wheel members. 
The discussion developed the fact 
that both California associations 
are now vigorously engaged in 
competitive membership drives. 

In another proposal on behalf of 
California by Peel in the Sunday 
session, he was promptly and de- 
cisively rebuffed. 

Peel related that IGO of Cali- 
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Officers of IGOA present for the mid-year meeting included (I. to r.): 
W. C. Wilder of Nashville, Tenn., the new secretary-treasurer; Ernie 
Welborn of Wichita, Kan., first vice-president; Ralph H. James 


of Tulsa, Okla., executive director; 


Paul Wilson of Toledo, Ohio, 


second vice-president; Howard Eves of Pasadena, Calif., president; 
John R, Brenneman of Lancaster, Pa., third vice-president, and Luther 
Turner of Chattanooga, Tenn., the regional director for the Southeast. 


fornia had employed two men to 
solicit memberships, one at a salary 
of $600 a month, another at $500 
a month. Their efforts were ex- 
pected to raise IGO of California 
to a membership of 1,500 or 2,- 
000, he said, and IGO of California 
needs money to help defray ex- 
penses. 

He proposed that for a period of 
one year, IGO of California be 
authorized to retain $5 of the $6 
from dues that each state associa- 
tion normally pays to the national 
organization. Peel argued that this 
arrangement would be of eventual 
benefit to the national. 

Immediate comment by other di- 
rectors indicated overwhelming 
opposition to any such plan, large- 


ly because the national associa- - 


tion is young and needs the money 
as much as California. The vote 
conformed with comment. 

Action to prevent any member 
from participating in any coopera- 
tive buying effort was, obviously, 
to assure the jobbing industry of 
the good faith of IGOA. The sub- 
ject came before the board in the 
form of a resolution and was 
unanimously approved for action. 
However, exact wording of this in- 
struction remains to be worked out 
before it is communicated to all 
states and chapters. 

Action on a secretary-treasurer 
came near final adjournment, fol- 
lowing reading of the resignation 
of Chase. Then, after some false 
starts, in a parliamentary sense, 
the board sought a successor. 

First to reject it, for reasons 
of health, was C. W. Cruce, direc- 
tor of Tulsa, who had served brief- 
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ly in that capacity. Next the board 
turned to H. F. Reagin of Atlanta, 
who pointed out the impossibility 
of his service since he is president 
of the newly-formed Independent 
Garage Owners of Georgia. Wilder 
was then elected over his protest 
that he only had an opportunity to 
vote “no,” without a chance to 
speak. 

Thereupon the board took the 
action that had gotten off to a false 
start by authorizing Ralph H. 
James of Tulsa, executive director, 
to sign all checks and make de- 
posits, reporting monthly on these 
transactions to directors. Checks 
will be countersigned by the new 
secretary-treasurer before they 
are negotiable and James will be 
under bond of $20,000. This action, 
a surprise to James, facilitates 


meeting financial obligations of 
IGOA, according to a recommen- 
dation of the executive committee, 
which conceived the plan. 

The proposal to circulate month- 
ly to members only a mimeograph- 
ed bulletin was brought in after 
the noon recess the first day by 
the newly-formed advisory coun- 
cil. This council consists of seven 
of the 35 “allied” members of 
IGOA. They are, for the most part, 
manufacturers interested in prog- 
ress of the movement. They pay 
dues but have no vote. 

Created only recently, the coun- 
cil met in Tulsa for the first time. 
It consists of these five, who were 
present: J. B. Bushyhead, vice- 
president of sales, Moog Industries; 
Clifford G. Storey, sales promotion 
manager, Perfect Circle Corp.; 
James A. Wheatley, Jr., sales man- 
ager, Grey-Rock Division of Ray- 
bestos-Manhattan; T. L. Camp, 
general manager, Federal-Mogul; 
J. L. Wiggins, executive vice-presi- 
dent, National Standard Parts As- 
sociation, and these two who were 
not present: Arthur Hull-Ryde, 
vice-president-sales, Wix Corp.; H. 
B. Barrett, president, Barrett E- 
quipment Co. 

For the first year, according to 
planning of this project, the 
monthly bulletin will be produced 
editorially and with equal respon- 
sibilities by the editors of the four 
trade magazines with representa- 
tives present. The plan calls for 
Frank Tighe, editor of Motor Age, 
to produce the first two bulletins. 
Edward Ford, editor of Motor, and 
William K. Toboldt, editor of Mo- 
tor Service, agreed to assume 
the assignment in turn. Baron 
Creager, Southwestern editor for 

(Continued on page 98) 


Advisory council members present were (l. to r.): J. B. Bushyhead of 
Moog Industries, St. Louis, Mo.; T. L. Camp of Federal-Mogul Service, 
Detroit; Clifford G. Storey of Perfect Circle Corp., Hagerstown, Ind.; 
J. L. Wiggins of National Standard Parts Association and James A. 
Wheatley, Jr., of Grey-Rock Division, Manheim, Pa. The two-day meet- 
ing was held at Tulsa. The convention will be held in June in Toledo. 
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This garageman, an ex-teacher in a technical school, knows something about training up mechanics. 


Microscope Would-Be Mechanics! 


By C. Thomas 


| ese Wells, Jr., knows how to 
pick men who'll be good me- 
chanics. 

For five years he was an in- 
structor at El Paso (Texas) Tech- 
nical School, but for the last ten 
he has been operating his shop, 
Wells Garage, in that city. 

“During the past ten years,” he 
said, “I have met one man whose 
ambition was to become a mechan- 
ic. This young fellow just started 
with me.” 

Since 1946 he has trained a 
number of young men. His wash- 
outs were few and far between. In 
screening applicants, the Texan 
knows what to look for. 

With one exception in the past 
ten years, young fellows ap- 
proached Wells for a job. It didn’t 
make too much difference to them 
what kind of work they could get. 
But they had to do something. 

The first thing the garageman 
wanted to know was if the appli- 
cant had finished high school. If 
not, he hesitated in taking him on. 

“A boy who has completed high 
school—with high grades—has al- 


1eady demonstrated he possesses 
the ability to learn. The fact he 
conformed to an average norm, in- 
telligently speaking, means a lot.” 

Wells is quick to expound that 
today’s trainees can’t depend on 
learning their trade by rote. They 
have to be able to read, and under- 
stand what they are reading. This 
predetermines a nodding acquaint- 
ance with high school math and 
some physics and chemistry. 

In other words, the trainee must 
have a trained and disciplined 
mind to start with. Without these 
basic qualifications, the trainee 
may not be able to make the grade. 

“It used to be,” Wells explained, 
“that a man with some flair for 
mechanics could pick up his trade. 
But this was back when all the 
tools he needed were two different 
sizes of screwdrivers, a few feet 
of hay wire, three different ham- 
mers—one a sledge hammer and a 
couple of chisels.” 

Currently, it’s different. There 
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are too many automatic devices. It 
is not enough to locate the faulty 
part and replace it. The mechanic 
has to trace back and find out what 
caused the faulty part to go out. 
And to be able to do this he has to 
understand what he is about to do. 

“With modern cars’ complex- 
ity,” Wells continued, “‘the success- 
ful mechanic has to spend a lot of 
time reading. And he doesn’t have 
the time to read on the job, not if 
he wants to make a living too.” 

Therefore, at home, with no 
journeyman mechanic looking over 
his shoulder, the trainee has to dig 
the essence of his trade with only 
the help of printed words and 
graphs. 

Of course, in the shop, the more 
experienced men give the trainee 
a few pointers, the way to a few 
short cuts they have learned. 

But as far as the skilled and ex- 
perienced mechanic’s transferring 
his knowledge into another’s head, 
it’s utterly impossible, according 
to this garage operator. 

Providing the trainee has gone 
through high school and made top 
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Note the simplicity of the drive 


grades, he is well aware that he 
did not drain his_ instructors’ 
brains. His accomplishments were 
his own, Wells believes. 

“A trainee,” he went on, “who 
at least made good grades through 
high school, will, with very few 
exceptions, catch on quickly. 

“The mistaken theory that a 
trainee can start at the bottom, as 
a greasemonkey, and work him- 
self up with only his bare hands is 
what’s wrong with most training 
programs. 

“To become a qualified mechan- 
ic requires both skill in the head 
and the hands. Why, then, over- 
lovk the trainee’s educational his- 
tory?” 

True, the trainee has to begin 
somewhere. And to partly earn his 
keep, he has to help journeymen 
mechanics. But this does not de- 
velop his initiative. A man could 
function as a helper for 20 years 
and still remain nothing but a 
helper. There is such a thing as a 
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-in shop of Wells Garage at the left. 


man having, instead of 20 years’ 
experience, one year’s experience 
20 times. 

Therefore, the trainee has to 
have jobs tossed in his lap, where 
he must take full responsibility. 
Naturally, his work has to be 
checked, at various stages, until he 
has proven himself. If, after a few 
weeks in the shop, the trainee is 
afraid of responsibility, he can be 
washed out. He lacks what it takes 
to become a successful line me- 
chanic. 

“A great deal of the mechanic- 
shortage,’ Wells said, “is due to 
those with authority looking for 
the wrong qualifications in the ap- 
plicants. Hundreds of young ap- 
plicants are being turned down be- 
cause, in looking for a job, they 
didn’t know enough to say they 
particularly had a burning desire 
to become aé_=mechanic, had 
neglected taking a course at some 
technical school.” 

Becoming a mechanic has never 


At left: No mechanic is going to keep looking over this trainee’s 
shoulder to prompt him. He has to dig his own basic information out 
of the manual. Right: Having read, he puts the data into action. 


been played up as a glamorous oc- 
cupation. Still, every young man 
looking for work knows mechanics 
make a better-than-average living 
wage. And seeking work, for pure- 
ly money reasons, they apply, to 
be turned away, regardless of their 
native intelligence. 

“Don’t get me wrong,” Wells 
said. “In many shops across the 
country there are A-1 mechanics 
who never saw the inside of a high 
school. But by experience of long 
years, they hold better than the 
equivalent of a high school educa- 
tion, plus four years of technical 
training. But they got where they 
are despite lack of a formal educa- 
tion, not because of it. 

“There is something admirable 
about self-taught men, but that 
takes time. There’s a shorter way, 
a quicker method.” 

Almost everyone locally recalls 
that during Wells’ regime a little 
trouble ensued at one of the largest 
grade schools. Students in the fifth 
and sixth grade were flunking in 
great numbers. 

“Transfer those who can’t make 
it,” came orders from the school 
hierarchy, ‘“‘to El] Paso Tech and let 
them start making mechanics of 
them.” 

This excited a lot of fist-shaking 
among the faculty at El Paso 
Tech who made their protests 
heard over the noise of the ruling. 
Consequently, the retarded boys 
were not palmed off on El Paso 
Tech. 

It’s still thought by some execu- 
tives in the automotive business 
that men too dumb for anything 
else can, with some training, be- 
come good mechanics. But Flake 
Wells, Jr., who resigned as an in- 
structor in 1946 to open his own 
garage, knows better. (He took 
with him two of his students and 
they are still with him.) And he 
likes garage work! 
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in Meridian 


The new home of Reliable Chev- 
rolet Co. in Meridian, Miss., is as 
modern as the superhighway clover- 
leaf near the dealership's location 
on a busy boulevard. 

President R. S. "Dick" Lincoln had 
watched traffic congestion thicken 
at his old downtown location, driv- 
ing him ultimately to a site with 
the ample space to sell and service 
the expanding market. 

Note at right how bulky parts are 
stored, with maximum usage of floor 
space. At the right also is a view of 
the east wing of the shop. Skylight 
openings save on the electricity. 

Of the 38,076 square footage, 
space is divided into 2,352 for of- | Aili ii 
fices, 1,975 for showroom, 9,280 for ;& 
parts, 13,469 for the shop and | 1,000 - ; 
for truck-body. 

There is a warehouse, too, with 
10,000 square feet. 

Only 450 feet of the 800-foot 
frontage on the highway is being 
used, the remainder being reserved 
for expansion later. A slagged area 
will accommodate 300 cars without 
having to move one to move an- 
other. 
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Shop Labor Charges Rising 


| gue charged customers and 
compensation paid employes 
in machine shops have just gone 
up or are going up shortly, in 
many instances. 

The reason is as simple as why 
you eat: to survive. Higher-paying 
industries are siphoning off some 
of the cream of the machine-shop 
crop, or attracting prospective 
employes. 

In quite a few areas, especially 
metropolitan, however, inability of 
jobbers to get together on price 
rises has slowed down some in- 
clinations toward a rise. A few 
pioneers have struck it out alone, 
hoping others would copy them. 

Questionnaires mailed several 
scores of wholesalers over the 
South and Southwest brought back 
a higher-than-normal response, so 
keen was the interest in the sub- 
ject, pointed up by a Floridian 
who had reported earlier last 
month: 

“Tt’s hard to get and keep good 
help, especially in the shop. We 
must raise shop labor prices in 
order to break even and increase 
salaries to keep pace with gener- 
ally increasing cost of living of 
our men. 

“What is being done in other 
parts of the country?” 

Here, sir, are some of the 
answers, coming from shop execu- 
tives who were assured in advance 
of anonymity: 
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A Virginian—“Last raised rates 
Aug. 20, 1955, on the jobs that we 
do on flat charges, such as rebor- 
ing, pin fitting, valve jobs on 
Chevrolet and Buick heads, etc. 
Prior to that time it had been 
several years since we had in- 
creased the above prices. 

“We have increased our per- 
hour jobs some. Our price here in 


A Reader Su 


has always been below 
that of (another city in 
reasonable distance). Our charging 
price has to be lower than our 
good neighbors all around us be- 
cause of the less industrial aspects 
of our area. Also, our competitors 
here don’t care too much about 
whether their shops do or do not 
get but so much business. They 
are all smaller than ours, yet they 
are reluctant to raise prices, since 
they are not pushing their shop 
work. It doesn’t seem to make 
much difference one way or the 
other. 

“Even our car dealers get a 
better price for their shop work 
in their own shops than we do 
and, as stated above, competition 
controls what we do to a great 


extent. We hope these comments 
will answer your questionnaire 
and that if you can find any solu- 
tion to this problem, you will let 
us know, as we are in the same 
category as the Florida jobber. 

“We raised our force’s pay re- 
cently and have not decided on a 
date for a further raise.” 

A South Carolinian—‘We raised 
prices 10% last April 1, when we 
also raised the force’s pay. We 
plan to raise rates and, if possible, 
pay again on June l. 

“Our biggest problem with shop 
prices is the other jobber shops 
who do not have a printed price 
sheet and don’t keep adequate 
records on their shop operations 
to know whether they are making 
a profit or not. We have tried re- 
peatedly to get them to raise their 
prices or at least stick to the same 
prices, and it’s a hard job. 

“Usually we have to just go 
ahead and change our own prices 
and let the others follow suit if 
they see fit.” 

A Kansan—‘We haven’t raised 
charges since 1950, but we plan to 
do so soon. We increased employes’ 
pay recently and plan another 
raise soon. 

“This year has hurt us. We have 
given cost-of-living increases but 
we have not raised our labor 
prices. We are in the process of 
revising prices now and by Feb. 1 
will have in effect labor prices 
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A West Virginian—"We give no free work in the shop to back up counter 
sales, such as press work, testing condensers and regulators, etc.” 


A Georgian—"Install an incentive plan—a profit-sharing plan for the men. 
Any production man should be on an incentive plan, particularly shop me- 
chanics. It is the only way in which you can get the maximum effort out of 


them and hold down your labor cost." 
A Texan—"From information that | gather, this is a national problem and 


not local.” 


approximately 10% higher than 
we are currently using. 

A Mississippian—“We last raised 
charges last March 1 and raised 
compensation six months ago. We 
plan no increases now. 

“At present we are getting along 
fine. We are located in a small 
town where our rate of pay isn’t 
as high as in the cities. Our rate 
schedule is based on prices in the 
large cities nearest us. We are 
realizing a very nice profit from 
our shop and have been lucky in 
getting and keeping good men. 

“Don’t quote us or give our lo- 
cation. We don’t want somebody 
trying to get our men!” 

A Missourian—“We last raised 
charges June 30, 1954. We have 
not raised employes’ pay recently 
and plan no raise. We have found 
shop equipment and wages pro- 
hibitive in rebuilding motors. We 
have reduced our shop personnel 
from four men to one. In February 
we intend to start distributing 

motors (a well-known 
line of rebuilt engines) in an ef- 
fort to regain our lost business. 

“Rebuilding engines is almost 
prohibitive for the small jobber 
unless he can expect a_ large 
volume to offset his depreciation 
costs and high labor costs.” 

A Texan—“We don’t believe 
wages have anything to do with 
movement of the help. We are 
having the same trouble. There 
are some that stay and others 
won’t stay anywhere. 

“IT travel quite a lot calling on 
customers, and about 60% have 
new men every time I get around. 
I cover all southern Texas and 
Louisiana and the picture is about 
the same. 

“T am a jobber. However, I have 
a specialty in the form of block 
and head repairs that puts me in 
contact with all jobbers as well as 
other clientele. From information 
that I gather, this is a national 
problem and not local.” 

A South Carolinian—“We are 
under the wage and hour law, but 


pay our men on a basis of 50% 
of labor that they turn in each 
week. We figure a new rate each 
week based on their earnings the 
week before. They also receive 2% 
on parts used in jobs sold at 
wholesale and 5% on jobs sold at 
retail. We have to guarantee mini- 
mum wages, but a mechanic who 
cannot make that is not needed. 
We think this the best way to pay 
mechanics.” 

An Alabamian — “We raised 
charges 25% in April 1954 and we 
have increased the force’s pay by 
10%. 

“Jobbers in our city did not in- 
crease shop prices for many years. 
Last year we increased 50% and 
will increase about 25% again 
this year. This will put our prices 
in line with other larger cities in 
the Southeast.” 

A Georyian—“We raised charges 
last July about 30%, or an average 
of $1.25. We believe in hiring only 
good mechanics, paying them well 
and getting our price for labor 
service. You'll have enough cus- 
tomers then. 

“Another thought: install an 
incentive plan, a_ profit-sharing 
plan for the men. Any production 
man should be on an incentive 
plan, particularly shop mechanics. 
It is the only way in which you 
can get the maximum effort out 
of them and hold down your labor 
cost.” 

A West Virginian—“‘We in- 
creased charges 10 to 100% last 
June, when we also increased em- 
ployes’ pay. 

“Our minimum charge for all 
small jobs is $2.50. For all bench 
jobs we get $3.50 an hour and for 
machine, $4.50. All outside work 
is charged $5 and minimum for 
outside work within a five-mile 
radius is $7. Our flat rate has been 
increased 20%. Outside flat rates 
are plus mileage when in excess 
of five miles. 

“We give no free work in the 
shop to back up counter sales, 
such as press work, testing con- 
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densers and regulators, etc.” 

A Kansan—“We raised charges 
15% last September. We plan to 
raise employes’ pay April 1.” 

A North Carolinian—“The gen- 
eral revision made in charges 
June 1, 1955, still produces good 
profit. Our mechanics are on a 
piece-work basis and make good 
money.” 

A North Carolinian—“We have 
increased charges and employes’ 
pay about 10% in the past year. 

“T’]] admit we should get more 
for labor in our shop so we could 
raise wages to keep up with to- 
day’s trend, but we have a com- 
petitive situation in our town. 
People in the wholesale business 
are hard to get together and stay 
together on almost everything.” 

A Washington, D. C., executive— 
“We've raised charges about 30% 
in the last two years and plan in- 
creases in charges and pay in mid- 
°57. 

“It has surprised me at times to 
see the lack of control some good 
operators exercise over their 
shops. In the parts department 
they know their cost, their gross 
profit and can pretty accurately 
feel their net, but when it comes 
to the shop operation they seem 
afraid to want to find out. 

“Basically, I think it is very 
simple. The costs plus the desired 
gross profit should establish their 
selling price. Costs have gone up 
drastically during the postwar 
period and so it is natural to as- 
sume that the selling price should 
also go up, drastically. 

“We use a rule of thumb that 
I think works well. We try to 
establish a ratio of labor costs to 
labor sale of 50%. If we can main- 
tain this, we know we are making 
a profit. If we get too far off this 
pattern, we have to either revise 
prices, sell more shop services, re- 
duce the size of the shop force or 
check our time accounting system 
to see if we are wasting productive 
time. 

(Continued on page 104) 
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Thirteen employes and their wives of The Automotive, 
Inc., Western Unit of Ozburn, Crow & Yantis Co., 
enjoyed a six-day holiday in Miami, Fla., recently 
as a reward for being the top volume producers in 
their respective groups during a two-month sales 
campaign, This picture shows part of the group en- 


AEA Selects Atlanta 
For March Meeting 


oF of five regional conferences 
to be held the first quarter of 
this year by the Automotive Elec- 
tric Association will take place at 
the Biltmore Hotel, Atlanta, Ga., 
March 25-27. 

Each conference will last three 
days and will provide an oppor- 
tunity for executives of the manu- 
facturer members to meet with 
distributor accounts. One day will 
be devoted to business manage- 
ment subjects and the other two 
days to manufacturer-distributor 
general meetings and group con- 
ferences. 

Special sessions are scheduled 
on the fuel injection systems and 
other new developments in carbu- 
retion and ignition. 

Officers of the association are 
Ernest N. Robinson of Stewart- 
Warner Corp., president; G. P. 
Robers, The Weatherhead Co., Fort 
Wayne, Ind., vice-president, man- 
ufacturers division; Richard Dur- 
ham, The Durham Co., New York 
City, vice-president, central dis- 
tributors division; Charles W. Ap- 
ley, Ballantine Auto Parts, Chi- 
cago, Ill., vice-president, service 
distributors division, and Joseph 
F. Sirotek, Jr., Illinois Auto Elec- 
tric Co., Chicago, secretary-treas- 
urer. 

Elected to the board of directors 
from the central distributors divi- 
sion were J. B. Cunningham, 
Birmingham Electric Battery Co., 
Birmingham, Ala., and S. B. Gray- 
son, Chain Battery & Automotive 
Supply, Shreveport, La., while E. 
B. Snyder of Dixie Sales Co., 
Greensboro, N. C., was among 
those chosen from the service dis- 
tributors division. 
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Detroit Aluminum Names 
Jerome Frank President 


EROME J. Frank is the new presi- 

dent of Detroit Aluminum and 
Brass Corp., succeeding Lloyd G. 
Hooker, who has been promoted to 
vice-chairman of the board of the 
company. 

Frank, 44, joined the company 
in 1934 and has been executive 
vice-president since 1952. A com- 
pany spokesman said his election 
as president is a part of the cor- 
poration’s policy of rapid promo- 
tion of young executives in its ex- 
pansion program. 


A 20-year merit award has been 
presented Motor Supply Co., Inc., 
Columbia, S. C., by C. E. Niehoff 
& Co, 


R. L. “Bob” Rager is now a mem- 
ber of the sales staff of Stafford 
Jones Co., manufacturers’ repre- 
sentatives, Dallas, Texas. He has 
operated his own agency in the 
past as well as having served the 
L. D. Tuttle Co. in that city in a 
sales capacity. 


. fs 
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planing at Fort Smith, Ark. The remainder joined 
them in New Orleans by another plane. John A. Stair 
reported, “One of the most important features of 
this particular sales campaign was the fact that 
because the wives were to be included, the sales- 
men had double incentive to beat their quotas.” 


NSPA Directs Fire 
On Oil Companies 


LIMINATION of certain “unlaw- 

ful practices” by petroleum 
companies is the goal of a resolu- 
tion adopted recently by the direc- 
tors of National Standard Parts 
Association. 

An adopted resolution requested 
its officers and counsel to submit 
complaints to the Department of 
Justice and Federal Trade Com- 
mission about oil companies who 
have: 

“Induced manufacturers of auto- 
motive equipment to sell such 
products to petroleum companies 
at discounts extended to bona fide 
wholesale distributors and job- 
bers; 

“Used such discounts as an in- 
ducement to obtain or retail the 
gasoline, oil, tires, batteries and 
accessories patronage of independ- 
ent service stations, by purchasing 
equipment for such service sta- 
tions and passing on to them such 
wholesale discounts.” 

Wholesalers cannot afford to 
service such equipment unless 
they can compete in selling the 
equipment, and the practices have 
“effectively” lessened competition 
in selling the equipment, gasoline, 
oil, tires, batteries and accessories 
in violation of the Sherman Act, 
Clayton Act and Federal Trade 
Commission Act, the resolution 
stated. The association’s staff is 
following up the resolution. 


Zenith carburetors, Bay State 
abrasives, Auto-Lite spark plugs 
and Auto-Lite wire and cable have 
been added by Manchester Paris 
Co., Manchester, Ga., Harry J. 
Barnes, assistant store manager, 
reported. 
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What We and Factories Must Do 


N TODAY’S business economy, I 

have come to the conclusion that 
we have got to take a look at the 
intangible problems, rather than 
the tangible. 

Exclusive distribution franchises 
are a thing of the past. Multiple 
distribution is here to stay. This 
means our competitors have the 
same merchandise we do. There 
are, therefore, but two ways for 
us to take what we think is our 
share of the market. 

One: Price cutting. This method, 
and it has been proven, leads to 
but one end—“Bankruptcy.” 

Two: Better service to our cus- 
tomers. Service, to my way of 
thinking, means this: adequate in- 
ventories, both in coverage and 
depth. This creates confidence in 
your customers and they will call 
on you first for their require- 
ments. With the increasing varied 
kinds of equipment on the present 
day automobile, it is financially 
impossible to cover the waterfront 
and accomplish this. 

Service also means keeping your 
customers up-to-date on price 
changes, applications and service 
problems. Service is also seeing 
to it that your salesmen keep our 
customers’ shelves stocked with 
the parts they need every day, so 
they don’t have to stop, delay a 
customer, maybe lose a job just 
to run down to you or call for 
what they don’t have. This costs 
them and costs you too. Service 
has also come to mean a guarantee 
of movement for the parts you 
recommend and sell your cus- 
tomer. 

In other words, service is not 
a give-away deal, but doing those 
things which are an aid to your 
customers in the operation of their 
business. We expect these things 
from our _ suppliers, so why 
shouldn’t they? 

However, our immediate in- 
terests today are also more or less 
intangible and have to do with 
our suppliers. Discussing prices 
and discounts and who sells whom 
and at what price is taboo. There 
are, I believe, many things, some 
small, but they add up, that we 
can call to the attention of our 
suppliers, with the hope that they 
will do something about them. To 
that end I have several subjects 
for this group to discuss. I hope 
that you will come forward with 


Editor's note: Here are notes jotted 
down by that veteran Miami, Fla., whole- 
saler, Marshal G. Luce of Electrical 
Equipment Co., Inc., when he presided 
over a panel discussion at the annual 
convention of the Florida Automotive 
Wholesalers Association at Orlando last 
November. Fifty-two wholesalers took 
part in this discussion. He started in the 
business at the age of 12. He became 
vice-president in 1936 of his company, 
which his father and a partner started 
in 1912, and upon his father's death 
became president. 


others at our meeting today. 
And, Now, the Manufacturer 


1—No manufacturer’ should 
make effective price changes until 
sufficient price sheets are avail- 
able to take care of the organiza- 
tion needs of his jobbers. 

2.—Manufacturers should take 
steps to place credits (of all types) 
on a priority basis in bookkeeping, 
to the end that these credits could 
be used during the current month. 
The manufacturers should realize 
that these credits amount to cash 
in our hands when the time comes 
to pay our bill to him. Otherwise 
it may mean borrowing and in- 
volve interest costs. 

3.—Further rebate credits on 
sales should be available for use 
to the warehouse or central ware- 
house, immediately on date of 
mailing the claim to the manu- 
facturers, for the purpose of pay- 
ing his bill, all adjustments to be 
made later. If the manufacturer 
does not trust his account, he 
shouldn’t do business with him. 
This rebate is usually 100% of his 
gross profit on those sales, and he 
should not be penalized for the 
use of his profits. 

4.—Manufacturers should study 
the efficiency of packaging their 
merchandise from jobbers’ prob- 
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lem of stocking or filling orders 
and handling. For example, items 
in long boxes with part numbers 
on the side mean more shelf space. 
Round boxes are almost impossible 
to stock on a shelf. Slippery finish 
on cartons will not stock and are 
hard to handle. With a little effort 
they could cut down our cost of 
shelving space considerably and 
make handling efficient. 

5.—Type on packages should be 
large enough to be read on a shelf 
six inches from the floor, and to 
eight feet above the floor. Cata- 
logs, applications and price sheets 
should be large enough to be read 
by people who have a slight stig- 
matism and won’t admit it. Three 
out of ten counter clerks cannot 
read the application sheets of a 
major manufacturer. We have 
found this to be true in our own 
organization under actual tests. 

6.—Superseding numbers are a 
problem that requires considerable 
study. Customers will not take the 
old numbers when they know a 
new number is available. Con- 
sequently, old numbers stay in our 
stock room and create an obsoles- 
cence problem. Also this informa- 
tion is removed from the price list 
too soon, usually at the next print- 
ing. We recommend one and a half 
to two years, with both numbers 
appearing on the first reprint. 

7.—A policy or price change by 
a manufacturer should not take 
effect until all jobbers have re- 
ceived a reasonable advance notice 
(two or three days) and in the 
case of policy change, all orders 
filled before effective date should 
be controlled by the old policy. 

8.—Where the manufacturer 
supplies parts to both the car 
manufacturer and the independent 
jobber, he should supply a cross 
reference table of both part num- 
bers. 

9.—Most packing lists are un- 
readable and in a great many cases 
completely useless, being torn, 
smudged, too many check marks 
or poor carbon copies. These are 
usually hidden in the merchandise. 

10.—Manufacturers should train 
their shipping department to un- 
derstand why they should ship the 
cheapest way. They should con- 
sider the value of the shipment, 
use judgment and when it comes 
to shipping parts ordered by air 

(Continued on page 138) 








SERVICE and MAINTENANCE 








Trouble-Shooting 
the Running Gear 


Mx service complaints evolve 
around the running gear and 
the cause can be just as hard to 
locate and correct as those in some 
of the more intricate units. 

More than likely a thorough 
road-test is necessary to cause the 
trouble to show up. Often times it 
doesn’t; then we have the cus- 
tomer on our neck because the 
very first time that he used the 
car after the test he detected the 


trouble. However, he sometimes 
feels a little foolish when he has 
us take a long ride with him and 
he is unable to make it show up. 

Many parts go to make up the 
running gear. It consists of the 
units that support the weight of 
the car and which steer the car. 
Probably the most common com- 
plaints pertain to the tires, steer- 
ing and front suspension. 

The following covers most of 


Here’s a view of the running gear. Loose spring shackle, loose U-bolts 
or broken spring tie bolts are unsafe, as they affect the steering. 
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By E. M. Lowery 
Technical Editor 


these complaints and their causes: 

Abnormal tire wear: 

All abnormal tire wear can be 
generally classified in two ways— 
around-the-tire wear and across- 
the-tire wear. The type of the tire 
wear often indicates the trouble. 

Around-the-tire wear can be 
caused by the tendency of the 
wheel to resist rotation or to spin 
when the car is moving. 

Excessive camber can cause 
more rapid wear on one side of 
the tire than on the other. 

Across-the-tire wear can be 
caused by incorrect toe-in or toe- 
out and by excessive distortion 
due to high camber. 

Look for causes in the following 
sequence. 

1.—Tire pressure. 

2.—Tire overload. 

3.—Toe-in too great. 

4.—Camber uneven. 

5.—Broken spring tie bolt. 

6.—Caster. 

7.—Loose steering gear 

mountings. 

8.—Tight spindle bearings. 

9.—Steering gear bind. 

10.—Bent spindle. 

11.—Broken spring. 

12.—Radial run-out. 

13.—Camber low. 

14.—Loose spindle bearings. 

15.—Loose connecting rod ends 

and connections. 
16.—Wheel balance. 
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17.—Lateral run-out. 

18.—Unequal brakes. 

19.—Bent spindle arm. 

Wander: 

“Wander” is the tendency of the 
car to turn slightly to one side or 
the other when the driver is trying 
to drive straight ahead. 

Causes: 

1.—Tight spindle bearings. 

2.—Tire pressure. 

3.—Steering gear bind. 

4.—Caster low. 

5.—Lateral run-out. 

6.—Bent spindle. 

7.—Camber unequal. 

8.—Loose connecting rod ends 

and connections. 

9.—Toe-in too great. 

10.—Wheel balance. 

11.—Radial run-out. 

12.—Loose spindle bearings. 

13.—Broken spring tie bolt. 

14.—Tire overload. 

15.—Loose steering gear 

mountings. 

Pulls to one side: 

Causes: 

1.—Tire pressure. 

2.—Tire overload. 

3.—Broken spring tie bolt. 

4.—Toe-in too great. 

5.—Wheel balance. 

6.—Loose spindle bearings. 

7.—Camber unequal. 

8.—Steering gear bind. 
9.—Tight spindle bearings. 
10.—Caster low. 

11.—Bent spindle. 

12.—Radial run-out. 


View of the front of the running gear. Loose or worn parts here will 
adversely affect car handling and safety. 


13.—Broken spring. 
14.—Loose connecting rod ends 
and connections. 
Wheel tramp: 
Wheel tramp is a violent verti- 
cal motion of the wheels that de- 


Typical front suspension disassembled. 
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velops at high speed. Wheel tramp 
is disagreeable, dangerous and 
places unnecessary strain on the 
entire car. 

Causes: 

1.—Whee] balance. 

2.—Broken spring tie bolt. 

3.—Broken spring. 

4.—Loose steering gear mounts. 

5.—Tire overload. 

6.—Tire pressure. 

7.—Loose connecting rod ends 

and connections. 

8.—Tight spindle bearings. 

9.—Loose spindle bearings. 

10.—Steering gear bind. 
11.—Caster low. 

Cupped tires: 

If the rolling radius of the tire 
is less than normal due to over- 
loading or under-inflation, or if 
the tire grooves are inadequate, 
cupping will result. Camber causes 
the tire to have several different 
rolling radii and excessive camber 
may also result in cupping. 

Continued operation of a car 
that has front wheel tramp or 
shimmy will result in cupped tires. 

Causes: 

1.—Tire pressure. 

2.—Loose spindle bearings. 

3.—Tight spindle bearings. 

4.—Loose connecting rod ends 
and connections. 

5.—Tire overload. 

(Continued on page 78) 





SHOP OPERATIONS 








Comfort 


By E. M. Lowery 
Technical Editor 


WNER Comfort, like safety, is 
our responsibility. 

Cars are bought for many rea- 
sons: performance, style, conven- 
ience, comfort, safety and economy. 
But sooner or later just about all 
owners realize that Comfort is a 
No. 1 item in driving satisfaction. 
Anything that affects their com- 
fort is mighty important to them— 
and to us. 

The question might be asked as 
to how the body shop can play 
any part in body comfort. The 
answer is: in numerous ways. 

The control of air circulation 
and weatherproofing are very im- 
portant to comfort. Yet, we see 


= 


Simply straightening the metal on jobs like this is not enough, The 
deck lid must be made to fit. 


many wreck repairs where no 
thought was given to these two 
items. Doors not properly aligned, 


Because ia car has never been wrecked is no assurance it’s weatherproof. 


weatherstrip not replaced or im- 
properly installed. 

What about the roof panels that 
are installed by spot welding, 
where no thought is given to seal- 
ing between the welds? The result 
is “water leaks” which ruin the 
headlining and other trim and 
cause owner discomfort. 

Damage results to the rear of 
the body, where the repairmen 
gave no thought to deck lid align- 
ment and weatherstrips, and the 
result may be water leaks into 
the trunk, possibly ruining valu- 
able articles. 

Cowl repairs may be such that 
the cowl vent and/or windshield 
sealing allowed air and water to 
enter the inside. No one likes wa- 
ter on his feet, or a wet, soggy 
floor mat when driving. The heat- 
er and defroster are of no value 
if their tubes and ducts are left 
disconnected after a body repair. 

Air conditioners can’t do a good 
job of cooling if hot air is allowed 
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Changing the contour of a door by minor adjustment, 


to enter the car through space 
between doors and body or im- 
properly fitting vents. 

Testing and correcting such 
items after a repair to a body 
should be just as much of the job 
as straightening or installing new 
metal. 

Probably one of the greatest 
causes of driver discomfort is 
water leaking around the wind- 
shield. This may allow the water 
to fall on the occupants’ feet. 
Whenever a windshield glass is re- 
moved and replaced, the job should 
be tested for water leaks. This 
test should be rather a simple mat- 
ter, as it is almost always easy to 
determine the exact point of en- 
try, because the water usually 
leaves a streak on the windshield 
rubber. 

When it is necessary to reseal 
the windshield, it should be sealed 
all the way around the glass, be- 
cause at high speeds air pressure 
will force water which entered 
around the top corners of the 
windshield to come out at some 
bottom point. Other points to 
check around the windshield are 
the trim moldings and sun cap. If 
they are fastened with clips, fail- 
ure to seal the holes will surely 
result in leaks. 

We encounter a great deal of 
rear end or trunk damage and un- 
less the trunk lid is properly 
aligned and fitted and the weather- 
strip correctly installed, we are 


sure to have trouble at this point. 
Water entering here may follow 
the floor pan into the passenger 
compartment. In checking here, we 
should look for open or poorly 
welded seams and burn holes at 
the top and bottom corners of the 
weatherstrip channel. It may be 
necessary to pull the weatherstrip 
aside to detect these openings. 
Weatherstrips that are poorly 
positioned and not properly ce- 
mented will cause trouble. 

Seal all seams and burn holes 


with a good type body sealer and 
use a good grade of cement when 
replacing the weatherstrip. After 
weatherstrip is in place it should 
be dusted with soapstone or other 
similar powder. 

All trim moldings which are 
fastened to the body with clips 
or bolts should not be replaced 
without first applying some body 
sealer to each retainer to make 
sure the holes are sealed. 

Other causes of owner discom- 
fort are where the doors and/or 
side of body have been damaged, 
necessitating straightening or re- 
placement. Body and door contours 
must align and fit perfectly if the 
weatherstrip is to seal against wa- 
ter and drafts as it should. 

Minor door alignment: 

If the contour of the door does 
not require correction, the door 
can be aligned by the adjustments 
provided at the door hinges. The 
door hinges are provided with 
elongated hinge holes at the pillar 
(front or rear doors) and en- 
larged holes on the door. The hinge 
bolts on the rear door are thread- 
ed into a floating tapping plate 
which permits circular hinge 
movement within the enlarged 
holes in the door. With this ar- 
rangement, the door can be shift- 
ed in any direction without bend- 
ing the hinge. 

Door alignment is also affected 
by the torque on the body mount- 
ing bolts. Occasionally, shifting 
the door at the hinges fails to cor- 
rect misalignment entirely; such 
failure indicates that improperly 
tightened body bolts may have dis- 
torted the door openings rather 
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All welded seams must be thoroughly sealed. 


than the door itself. When this 
problem occurs, adjust the door 
openings by tightening the body 
bolts to the torques specified, then 
align the doors to the new open- 
ing adjustment. 

To correct door misalignment, 
it is usually necessary to shift the 
door. Make a visual inspection to 
determine in what direction the 
door must be shifted to fit properly 
in the opening and maintain the 
proper clearances around the door. 
The vertical clearance along the 
lock pillar must be %%” to 3%”. 
Excessive clearance prevents the 
door weatherstrip from sealing 
properly and also prevents the 
lock rotor from properly engaging 
the striker plate. If the clearance 
is less than specified, the door may 
rub against the pillar. 

After establishing the direction 
in which the door should be shift- 
ed, use the procedure below that 
applies: 

1.—Sagged door: 

Sagged door conditions are 
usually corrected at the pillar on 
rear doors and at the door on 
front doors. Remove the trim to 
gain access to the hinge bolts. 

(a) Front door: Loosen the 
hinge bolts on the door just enough 
to maintain a slight drag on the 
bolts. Do not loosen the hinge 
bolts at the pillar. Shift the door 
in the enlarged holes unti] the 
correct alignment is obtained. 

When making this adjustment, 
make certain the door does not 
drop down in the door opening. 
Equal space at the top and bot- 
tom must be maintained. The cor- 
rect clearance (14%” to 34”) must 
also be maintained along the lock 
pillar. Tighten the hinge bolts. 
Check the door striker plate, and 
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adjust if necessary. 

(b) Rear door: Loosen the hinge 
bolts on the center pillar just 
enough to maintain a slight drag 
on the bolts. Do not loosen the 
hinge bolts on the door. Shift the 
door in the elongated holes, either 
at the upper or lower hinge, until 
the door is in correct alignment. 
Make certain that a clearance of 
1,” to 3%” is maintained along the 
lock pillar. Tighten the hinge bolts 
to 15 foot-pounds torque after the 
adjustment is made. Check the 
door striker plate, and adjust if 
necessary. 

2.—Door out at bottom or top: 

If the door is not bent or twist- 
ed out of shape, adjustment can 
be made at the door hinge. 

(a) Front door: Loosen the up- 
per or lower hinge bolts at the 
pillar. Do not loosen the hinge 
bolts completely. There should be 
just enough drag on the bolts to 
hold the door in place. Move the 
door in the elongated hinge holes, 
either away from or toward the 
body, until the proper alignment 
is obtained. Tighten the hinge 
bolts. Adjust the door striker plate 
after door alignment is completed. 

(b) Rear door: Loosen the up- 
per or lower hinge bolts at the 
door, just enough to maintain a 
slight drag on the bolts to hold 
the door in place. Move the door 
in the enlarged holes, either away 


from or toward the body, until 
proper alignment is obtained. 

Tighten the hinge bolts to speci- 
fied torque. Adjust the door strik- 
er plate after door alignment is 
completed. 

Double checking our work to be 
sure that all items are as they 
should be will assure owner com- 
fort and satisfaction. 


Plymouth Door Lock 
Cylinder Service 


LYMOUTH Division has issued 
the following information on 
door lock cylinders: 

Proper height adjustment of 
the door lock bell-crank is neces- 
sary to insure the proper opera- 
tion of the door lock cylinder. If 
the bell-crank is not properly posi- 
tioned, the lock cylinder will be- 
come disengaged from the bell- 
crank and the door lock cannot be 
opened or the key removed from 
the cylinder. 

To adjust the bell-crank, loosen 
the two bell-crank mounting 
screws on the shut face of the door. 
Insert the key in the lock cylinder 





ONE O'CLOCK 
KEY POSITION 


BELL CRANK 
MOUNTING AND 
ADJUSTING SCREWS 








and rotate the key to a position 
just short of one o’clock. Then 
tighten the mounting screws in the 
face of the door. 

The above operation will posi- 
tion the bell-crank to provide ap- 
proximately equal angular travel 
by the key in either the locked or 
unlocked position. 

Illustration shows adjustment 
procedure for door lock bell-crank. 


Read the Time Savers? Why 
not contribute some and get 
yourself seven bucks? 








March: Appearance Reconditioning 


You can make spring the time for sleeking up cars in 
preparation for greater use in the warm months ahead. 
Ed Lowery discusses steam cleaning also next month. 
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..-.an excellent sales tool” 


says MR. WILLIAM CLAYHAN, President, Danbury “During the ten years we have used COMMERCIAL 


Motors, Inc., Ford dealers of Danbury, Connecticut 


Commercial Credit dealers 
are successful dealers 


Write or call our nearest office for complete 
information on the benefits of COMMERCIAL 
Crepit Pian. Why not do it today? 


COMMERCIAL CREDIT CORPORATION 


A service offered through subsidiaries of the 
Commercial Credit Company, Baltimore . . . Capital 
and Surplus over $200,000,000 . . . offices in principal 
cities of the United States and Canada. 


Crepit PLAN, we have found it to be an excel- 
lent sales tool. It gives us complete control of 
our financing and has cemented customer rela- 
tions with its fine treatment of our customers. 
These benefits plus CommerctaL Crepit’s fast 
service and good reputation have been a great 


help to sales.” 
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MERCURY Monterey and Montclair Std.| 
MERCURY Monterey and Montclair Spec. 
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PACKARD Town Sedan 1204 275@4800* 
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PONTIAC Star Chief 


RAMBLER 6_. 
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ABBREVIATIONS 


1_2° manual steering, 0° power steering. E—Loft +1¢°, right 0°. J—V-8 4 quarts, 6-cylinder engines 5 quarts. 
—Left +14¢° and right 0° preferred. F—Powerflite 20, TorqueFlite 18. K—Right 34°, left 0°. 

4_With supercharger. G—0° to 1°8’. L—t-head. 

A—Ranges from 140 for 6 to 283 optional in V8. H—0°S’ to 1°8’. N—None. 

B—Manual steering —%{° + 34°, power steering +%° + 3°. |—Valve-in-head. NA—Not announced. 

C—Left +34°. right 0°. j—If power steering, +3{ to + %. »—4f power steering, 14° to 1°. 
D—Powerflite 20, TorqueFlite 17. 


merto sororonoge | mee | rorone | tons 


eon pepe 


SSS BERFE 


RES S553: 
ean aaa 
nen 

SKK RRKK 
Sess sess 
aka akak 


“nM 
con 






























































74 SOUTHERN AUTOMOTIVE JOURNAL for FEBRUARY 1957 

















—T—] avi lola —le lei olasl—lais 
that looks , 





the part... 


ALEMITE 


PORTABLE LUBRICATION EQUIPMENT 


Attracts more lube jobs. . . gives 
better, faster lube service! Modern 
Alemite Portable Lubrication equip- 
ment assures profit-building effi- 
ciency ... helps increase service 
sales with its gleaming, eye-appeal- 
ing appearance! 

Easy-to-clean matching steel 
units include Chassis Lubricator, 








air-operated or manual Gear Lube 
Dispenser, hand-operated Automatic 
Transmission Fluid Dispenser, and 
Waste Oil Drain. Fit 100- and 120- 
lb. refinery drums. Air-operated 
units have sealed air motors —guar- 
anteed for 27 months! Matching 
steel cabinets finished in white and 
gray baked enamel. 


Powered by Famous Super “‘H’’ Pump 
Exclusive “Pressurtrol” gives instant, accurate control of 


pump pressure—no air regulator needed! 


Instant power! Tremendous reserve power (70 to 1 ratio) 
handles tough lubricants, even at lower temperatures. 

Fast delivery! No waiting! The Super “H” forces lubricant 
into bearing at top speed. Cuts lubrication time by one- 


third! 


High pressure! Maintains 6000 to 7000 pounds working pres- 


sure at control valve. 


Alemite Visi-Drum 
Equipment 


Keeps your own lube brand 
name in plain view. Matching 
units fit right onto original refin- 
ery containers...ideal for bring- 
ing new flexibility, economy and 
dependability to your recondi- 
tioning or used car department. 
High-pressure Chassis Lubrica- 
tor illustrated. Other units in- 
clude Gear Lube and Automatic 
Transmission Dispensers, port- 
able Waste Oil Drain. 


REG. U.S. PAT. OFF 


Division of STEWART-WARNER CORPORATION 


Ask your Alemite Representative 
Dept. H-27, 1826 Diversey Parkway, Chicago 14, Illinois 


for complete information today! 
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1957 PASSENGER-CAR SPECIFICATIONS 








| 


ELECTRICAL TUNE-UP | Bat. | FUEL SYSTEM 





MAKE AND 
MODEL 


Max. Centrif. 
Spark Advance 

Max. Vac. 
Tappet Clearance 


Spark Advance 


i 








BUICK Special 40 
BUICK C 


12-14@ 1875 9-10}4@14” 6% 
12-14@1875 9-104@14” 644 


: 


1244-174 
1244-17% 


bs 
& 








22@4140 1344@15\” 54-64 


& 





CHEVROLET One-Fifty_ 
CHEVROLET Two-Ten 


: 


18@1000 il 
1000 11 @12%' 
20@ 1850 None 


18@1000 11 12%” RP 4%-5%4 
12%” 





300 
CHRYSLER Imp. Crown and LeBaron___ 


12-14@2050 9 16” 
16” 


9 
10-12@18” 
10-12@18” 
10-12@18” 


eenee | Soe 





CONTINENTAL 


90 @13” 


8 
& 





DeSOTO Firesweep 
DeSOTO Firedome__ 
DeSOTO Firefiite 


iy, 8}4-1044@18” 
14-16@18” 
14-16@18” 





DODGE Coronet 6 
DODGE Coronet 8 and Royal. __- 
DODGE Custom Royal 


REE | KEKE 


7 1800 | 834-1044@18” 
rr 1700 12-14@18” 
12-14@18” 





FORD 6 Custom and Fairiane 
FORD Thunderbird and Special 
FORD 8 Custom and Fairlane. 


| 12-134@43¢" 
22@18” 
22@18” 





HUDSON Hornet 








19@1900 11@14” 12}4°bte 





LINCOLN Capri and Premiere 


27@4000 11@16” 18°bte 





MERCURY Monterey & Montclair (std). 
MERCURY Monterey & Montclair (spec) 


25 24@15” N55 . 2 19 18°bte 
35301000 24@15” Ca | 4% Au 18°bte 





19@1900 11@14” , 4-5 Au | 12}4°bte 
701700 12@ 16” Z 15 Site 





26@4400 22@17” Au | 13}4°bte 





12@1125 8@12” 3 3-25] 23-25] 11°bte 





H Plaza P31 
PLYMOUTH Savoy and Belvedere 8____ 
PLYMOUTH Fury 


1800 _ 16” 
te 


12i6@i7" 














PONTIAC 


13@2100 11@15” 





RAMBLER 6 
RAMBLER 8 


1600 8@16}4” 2 12}4°bte 
1700 13@15” 12}4°bte 











12@1125 8@11” 11°bte 
12@1125 8@11” 11°bte 
12@1100 8@1l” 11°bte 
7@1400 9@12” 15°bte 









































*—Mechanical tappets: Int. .012, 
Exh. .018 

Au—Automatic. 

‘—Au. trans. 5*btc 


ABBREVIATIONS 


BB—Bal. and Bal. N—Negative. St—Stromberg. 
btc—Before top center. NA—Not announced. tdc—Top dead center. 
Ca—Carter. P—Positive. VD—Vibration damper. 
CsP—Crankshaft pulley. RP—Rochester Products. Z—Zenith, Ltd. 


4—Optional camshaft (used with mechanical Ho—Holley. 


tappets), 35°btc. 
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See Your Nearest 


DIXISTEEL 
Building Dealer 


Mobile 


ALABAMA 
Birmingham 
Wise-Sudduth Steel Foster & Creighton Co. 

Building Co. 958 South Conception 

P. O. Box 1252 St. 


PHONE: TR. 9-6525 P. O. Box 227 
Attention: PHONE: 
Mr. Jim Wise HEmliock 8-5606 
Dothan Piedmont 
Hollis & Spann, Ellis-Allen Tractor Co. 
Contractors 104 North Main St. 
202 South Alice St. PHONE: 4566 
PHONE: 5-/910 Attention: 
Attention: Mr. Ed Allen 


Mr. R. H. Hollis 
Huntsville Tuscaloosa 
Charles Temerson 


cer”, 73m. IMMEDIATE ERECTION - AMAZINGLY LOW COST 


PHONE: Plaza 2-1506 
Attention: 
John Curtright 


DIXASTEED BUILDINGS 
for garages, shops, storage 


125 “Blount St. 
PHONE: 


HON 
Jefferson 4-1242 
Attention: 
Mr. D. L. Putman Mr. 
FLORIDA 
Fort Pierce 
Bill Free Co. 
3312 Orange Ave. 
PHONE: 916 or 2007J 
Attention: 
Mr. Bill Free 
Jacksonville 
Hull Metal & 
Supply Corp. 
2st. & North Canal 
t 


St. 
P. O. Box 6457 
Attention: ” 
Mr. Henry Hull . 
. ° | 
Lokelend r. J. W. Giles 
— ~— & Serasota 


Reza || GARAGE 
Sup Co Sadler Sales Co. ; 


819 Nowth Kentucky 1027 N. Washington ' , ; This 60’ x 80° insulated build- 
Avenue Biv ; ing is ideal for general re- 


P. O. Box 209 PHONE: Ringling 7-110! : : 
ingiing pairs and service. Rear en- 


DixisTEEL BurLpincs are planned to suit your specific needs. 
Virtually any length, width, or sidewall height can be obtained 
Rigid-frame, clear-span, post-free construc- 
of accessories available. You can own a 


Ormond Beach 
Tom Daugherty Steel 
Buildings 
666 Buena Vista Ave. 
PHONE: CLinton 2-5262 
Attention: 
Mr, Tom Daugherty 


Panama City 

J. W. Giles 
Construction Co. 

70! Mulberry Ave. 

PHONE: AMbherst 5-2303 

Attention: 


from standard units. 
tion. A full variety 
DrixisTEEL Building for as low as $1.50 per square foot. 


TYPICAL OF THE WIDE VARIETY AVAILABLE 





a : 
it 





8 
PHONE: MUtual 7-156! 
Attention: 
Mr. S. F. Leucht 
Orlando 
Orlando Steel Building 


Co. 
474 Lakewood Drive 
Winter Park, Fia. 
PHONE: 4-6534 
Attention: 
Mr. Jack Stilson 
GEORGIA 
Atlanta 
Atlantic Steel Co. 
Warehouse Division 
575 «2 ae N.W. 
a Oo. 
ONE. * Thintty 5-344) 
inn 
— Iron & Steel 
°. 
South End Shipyard 
P. O. Box 502 
PHONE: 2843 
Attention: 
Mr. R. M. Fairman 


Columbus 

Steel Builders, Inc. 
Old Cusseta Road 
P. O. Box 5157 
PHONE: 2-7729 
Attention: 

Mr. W. B. Joy 
Macon 
Dixie Metal Co. 

340 - Sth Street 
PHONE: 3-7437 
a 

Don Bradford 
M....2. 
Newnan Steel 

Building Co. 

110 East Washington 

Street 
PHONE: 1308 
Attention: 

Mr. Roger Pate 

TENNESSEE 
Chattanooga 
Steel Buildings Co. 
813 Magnolia Street 
PHONE: 7-8340 
Attention: 

Mr. L. Manuel Nash 
Clarksville 
Thomason and Reece 
soaeee at Second St. 

. Box 733 
PHONE: 3-1113 
Attention: 

Mr. Jim P ece 
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Attention: 
Mr. John Sadler 


Tampa 
Peninsula Steel 
Buildings Co. 
4811 North 
Westshore Bivd. 
PHONE: 74-238! 
Attention: 
Mr. K. J. Wermeling 


Savannah 

Savannah Iron and 
Fence Corp. 

E. President Street 
Extension 

P. O. Box 509 

PHONE: Adams 4-5188 

Attention: 
Mr. Robert B. Miller 


Valdosta 

Valdosta Steel 
Buildings, Inc. 

606 South Patterson 


Street 
PHONE: 2338 
Attention: 

Mr. Fred Pindar 


Vidalia 
Hanna Steel 
Buildings, Inc. 
Vidalia Bank Bidg 
PHONE: 3288 
Attention: 
Mr. Nat E. Hanna 


Waycross 
Business, Inc. 
610 Alice a 
PHON 
Attention 

Mr. Henry Smith 


Cookeville 
Better Homes 
Construction Co. 
Cox Building 
PHONE: 693 
Attention: 
Mr. Frank Alexander 


Shelbyville 


B. B. & T. Steel Co., Inc. 


901 Madison St. 
PHONE: 885 
Attention: 

Mr. E. M. Brantley 


























trance is large enough for 
tractor-trailer unit to enter. 


e*eeteeeeeeeeeeeeeeeneee 


REPAIR SHOP 


This clear-span 40’ 


x 60’ 


building has three bays, each 
with roll-up door. Overhead 
crane easily installed. No pil- 


lars or obstructions. 


TRUCK DEPOT 


This 50’ x 120’ building is de- 
signed with canopy and load- 
ing platforms on both sides 
Office space provided in front. 
Maximum usable space. 


FREE ESTIMATES—NO OBLIGATION 


STEEL BUILDING DIVISION 


Atlantic Steel Company 


P.O. BOX 1714 + ATLANTA 1, GEORGIA®+ TRinity 5-3441 
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Trouble-Shooting Gear 
(Continued from page 69) 


6.—Broken spring. 

7.—Caster low. 

8.—Loose steering gear 

mountings. 

9.—Wheel balance. 

10.—Steering gear bind. 

Road sway or body roll: 

Road sway or body roll is the 
tendency of a car to rock while 
driving in a cross-wind. Body roll 
has a tendency to cause the driver 
to lean and at the same time turn 








March: Shaking Off the Frost 


Next month you begin shaking off the frost for the spring 
conditioning of your customers’ cars. Ed Lowery is writ- 
ing his own suggestions on servicing the functional units. 








the steering wheel. As a result the 
car will weave or sway from side 
to side. 

Causes: 

1.—Tire pressure. 





ye!  PULLMAN’S DOUBLE BARRELLED 
CENSATIONAL: PROFIT-MAKING PLAN WILL . 


BOOST YOUR SALES 20”. 


THIS TRAFFIC 
BUILDING SIGN 


YOURS FREE! 


WITH YOUR 


PULLMAN VACMOBILE 


26,450,000 LIFE motorists 
will be looking for this sign! 
Get yours free and watch 
bonus business roll in, 





EXC 


stretches without moving 


oil 
. 


seconds. @ Big wheel mo- 
bility . . . glides over sills, 


4 


~ rr 
coaster brakes. @ Fully | 
equipped at no extra cost. 











biel 


} 





0.K. I'm interested in Your “Sign-Up” Pian. 


C) Have a Sales Representative call to demonstrate The Puliman Vac 
and show me your new SIGN for my Station. | understand |’m under 


LUSIVE | 
PULLMAN FEATURES =| 


no obligation. 
Patented Accordian Hose | 
- not damaged by | 


or if run over by cars. | Name 


() Send me Pullman's free booklet ‘“‘How to Sell More Oil, Oil Filter 
Elements, Lubrications, TBA items, in Your Station’’. 


THE VACUUM CLEANER 
DESIGNED ESPECIALLY 
FOR SERVICE STATIONS 


PULLMAN 
VACMOBILE 


YOURS 
onty 9942. == 


Pay Just $144 Complete 


Just 40c a day puts this money- 
making, fully equipped Pullman 
Vacmobile and big FREE traffic- 
building sign in your station. It takes 
only 30 seconds to clean a car with 
a Vacmobile .. . 30 seconds to sell a 
high profit lube job or oil change... 
80 seconds to start making big prof- 
its. Take 30 seconds and fill out the 


coupon below! “SIGN-UP FOR 
INCREASED SALES NOW!” 


Pullman Vacuum Cleaner Corp. 
25 Buick Street, Boston 15, Mass. 





Converts to biower in 
Station 





ramps, down ste Street 





fe is te ies Miscees Gans tems eis a wns wesc tala 
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2.—Tight spindle bearings. 

3.—Loose steering gear 

mountings. 

4.—Broken spring tie bolts. 

5.—Wheel balance. 

6.—Broken spring. 

7.—Tire overload. 

8.—Steering gear bind. 

9.—Loose connecting rod ends 

and connections. 

10.—Loose spindle bearings. 

Jerky steering: 

The most common cause of 
jerky steering or road shock is 
failure to have the steering gear 
in mid-position. 

A bruised tire causing a blister 
could cause jerky steering. 

Causes: 

1.—Loose steering gear 

mountings. 

2.—Loose spindle bearings. 

3.—Wheel balance. 

4.—Broken spring. 

5.—Loose connecting rod ends 

and connections. 
6.—Broken spring tie bolt. 
7.—Tire pressure. 

8.—Tight spindle bearings. 

9.—Tire overload. 

Shimmy: 

Shimmy is a tendency of the 
wheel to oscillate about the spin- 
dle. 

Causes: 

1.—Tire pressure. 

2.—Tight spindle bearings. 

3.—Loose spindle bearing. 

4.—Broken spring tie bolts. 
5.—Tire overload. 

6.—Loose connecting rod ends 

and connections. 
7.--Broken spring. 

Loose steering: 

Loose steering may be caused 
by looseness in the wheel and 
spindle assembly, steering connec- 
tions or steering gear, and at the 
points where the steering gear 
housing is attached to the frame. 

Hard steering: 

Hard steering is usually caused 
by the tightness of the steering 
gear mesh adjustment or spindle 
bearings. Incorrect front wheel 
alignment or under-inflated tires 
can also cause hard steering. 

Other causes: 

1.—Tire pressure. 

2.—Tight spindle bearings. 

3.—Tire overload. 
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This 5%" high beam lamp has 

its 374 watt single filament po- 
sitioned at the focal point of the reflector for maxi- 
mum efficiency. Has E-Z Aim Platforms for quick 
daylight adjustment with all mechanical aimers or 
may be aimed by conventional methods. Locating 
bosses (seating lugs) on back of reflector permit cor- 
rect installation in 4001 housing only. 














This 5%" lamp has a 374% watt 

high beam filament and a 50 
watt low beam filament. The low beam filament is 
positioned at the focal point of the reflector to de- 
liver a greatly improved passing illumination pat- 
tern. The high beam filament delivers light that is 
supplementary to the high beam single filament 
lamp (4001). Low beam filament equipped with 
anti-glare fog cap. Lamp has E-Z Aim Platforms. 
Locating -bosses (seating lugs) on back of reflector 
permit correct installation in 4002 housing only. 


TUNG-SOL ELECTRIC INC., Newark 4, N. J. 


Sales Offices: Atlanta, Ga.; Columbus, Ohio; Culver City, Calif.; 

Dallas, Texas; Denver, Colo.; Detroit, Mich.; Irvington, N. 

Melrose Park, Tl; Newark, N. im Philadelphia, Pa.; Seattle, Wash. 
Canada: Montreal, P.Q. 


© TUNG-SOL 


AUTO LAMPS + SIGNAL FLASHERS 





SPECIAL INITIAL STOCK 


Four of each type of lamp packed in a case as 
minimum initial stock in keeping with immediate 
service expectations. 
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4.—Loose spindle bearings. 

5.—Broken spring. 

6.—Broken spring tie bolts. 

7.—Loose connecting rod ends 

and connections. 

Hard turning when stationary: 

Hard turning when stationary is 
caused by under-inflated tires, 
tight steering gear or spindle bear- 
ings. High or low camber, plus 
kingpin side inclination, could, 
likewise, cause this condition. 

Causes: 

1.—Tire pressure. 

2.—Broken spring. 


3.—Tight spindle bearings. 

4.—Loose spindle bearings. 

5.—Loose and badly worn con- 
necting rod ends. 

6.—Broken spring tie bolts. 

7.—Tire overload. 

Erratic steering when braking: 

Erratic steering when brakes are 
applied is usually caused by oil- 
soaked brake lining, out-of-round 
drums, improperly adjusted brake 
or under-inflation of the tires. 
These conditions often cause the 
car to turn or veer to the side 
when the brakes are applied. 





HAPPY CUSTOMER CASE No.2 


Bertram, here, is happy because his dealer has completely elimi- 
nated that irritating clicking noise from his engine and now it's 
quiet as a mouse. (And you know what happy customers mean— 
repeat business). Bertram had tried all kinds of things to get 
rid of that noise, but to no avail. 

But, his dealer was a smart man. He took just a few minutes 
and installed a Crown overhead valve pad.—So, old Bertram's 
noise was gone, his engine was always lubricated and he was 
happy. For the dealer—a nice profit and a repeat customer. 


“A Crown valve pad is made to fit 
every overhead engine" 
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EARLE ESTES 
MFG. CO. 


UNION CITY, GEORGIA 





Other causes: 

1.—Broken spring tie bolts. 

2.—Tire pressure. 

3.—Loose or worn connecting 

rod ends and connections. 
4.—Loose spindle bearings. 
5.—Tight spindle bearings. 

Tire squeal on turns: 

Some slippage results between 
the tire and the road surface when 
a car is turned at high speed, and 
an occasional squeal may be heard 
from a car with correct wheel 
alignment. 

The tendency to squeal increases 
with under-inflation. Incorrect 
spindle arm angle (toe-out on 
turns) could increase the slippage. 

Causes: 

1.—Tire pressure. 

2—Loose connecting 
and connections. 

3.—Loose spindle bearings. 
4.—Broken spring tie bolts. 

Looseness and noise: 

A number of factors must be 
considered when attempting to 
eliminate looseness or noise in the 
front suspension. 

All of the factors should be con- 
sidered to avoid overlooking a 
possible cause of the complaint. 

Causes: 

1.—Loose connecting 
and connections. 

2.—Loose spindle bearings. 

3.—Tire pressure. 

4.—Tight spindle bearings. 

5.—Broken spring tie bolts. 

6.—Tire overload. 

7.—Broken spring. 

8.—Worn or defective bushings. 

9.—Worn or defective shock ab- 
sorbers. 

10.—Improperly adjusting front 
wheel bearings. 


rod ends 


rod ends 


Truck Group to Meet 
In Atlanta Oct. 14-16 


HE tenth annual meeting of the 

Truck Body & Equipment As- 
sociation, Inc., will be held at the 
Biltmore Hotel, Atlanta, Ga., Oct. 
14-16. 

Carl J. Stahl, president of Stahl 
Metal Products, Inc., Cleveland, 
O., is president. Other officers are 
Fearson S. Meeks, S. J. Meeks & 
Son, Washington, D. C., first vice- 
president; Franklin B. Platt, F. B. 
Platt, Inc., Chicago, IIll., second 
vice-president, and Paul R. Hafer, 
Boyertown Auto Body Works, Inc., 
Boyertown, Pa., secretary-treas- 
urer. R. A. Garner of Truck Equip- 
ment Co., Atlanta, has been elected 
a director. 

Arthur H. Nuesse is executive 
manager, with headquarters at 
Washington, D. C. 
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“Meet My Wonderful New Baby” 


f 


iF 


It used to be that De Soto 
dealers had two fine cars to sell. 
Now they’ve got three! And the 
newcomer’s name is FireSweep. 

And what a newcomer! 

She’s long, she’s low, she’s De Soto 
bred through and through. Whatever 
your prospects want, 

this new De Soto’s got! 

There’s a 4-door sedan, a 2-door 
hardtop, a 4-door hardtop, and two 
new 4-door station wagons—the 
Shopper and the 3-seat Explorer. 
Priced competitively for volume 
selling, the new De Soto FireSweep 








line has actually increased every 
De Soto dealers’ market coverage 
by a whopping 50% ! 





This wonderful new baby of ours is 
just one of the reasons why 


we keep saying... 


IT PAYS TO BE A DESOTO DEALER! 
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Readers are invited to contribute to— SHOP TALK. 





CRITZ AND HIS AD 


This advertisement by Critz 
Buick Co. of Savannah, greeted 
readers of the Savannah (Ga.) 
News for the New Year: 

“At this time we’d like to say 
something inspiring about New 
Year’s Eve, but we can’t think of 


anything. So instead we'll tell you 
a sad story. 

“A fellow came in here the day 
after last New Year’s to get his 
fender straightened out. He had 
had a very good-bad-time on the 
big eve. He and his wife had gone 
to a private club for the celebra- 
tion and after a few minutes they 





MORE THAN 


$301 Valve Cop 
No. 509, 

8 to 40 Ibs. 

in 1 Ib, 
colibrations 

with new, 
easy-reading 
square nylon bar 


--a=--4----- 


1 4250 
#15) | Tube. 
Short less 
Core | Valve 


ILLION 


have been 
made 


Billions of tires have 
been gauged with 
the over 10 million 
Tire Pressure 
Gauges 
manufactured 
and sold by 
Acme. 
Acme Tire 
Gauges are 
unsurpassed 
for accuracy, 
readability, 
dependability 
and durability. 


Manufacturers of valve cores * valve caps * air 
chucks * air hose couplers * air hose * couplings * 
vulcanizers * airline, pencil, tractor, & service tire 
pressure gauges * air storage tanks °* shur-call drive- 
way signal & tubing * tank valves * valve tools °* 
fishing tools * blow guns * nozzles * repair valves * 
rubber valves * drain cocks * screw fittings. Write 


today for our complete, new catalog. 


ACME 


ACME AIR APPLIANCE CO., INC. 
100-120 Hinsdale St., Brooklyn 7, N. Y. 
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A column of informal 

comments abeut the 

automotive trade and 
its problems. 





discovered the loss of their bottle. 

“Now, a thing like this can really 
put the damper on a New Year’s 
Eve. The club had no license for 
selling corn squeezins and it looked 
like the couple were in for a safe 
evening, but in came a rainy day 
friend who was loaded .. . liter- 
ally. He loaned them a bottle of 
his brand (Swamp Water-53) and 
everything was rosy again. 

“When it came time to go home, 
our friend didn’t quite know where 
he lived, but the arresting officer 
was certain it wasn’t up the tree 
he was trying to climb with the 
family car. As we straightened 
out the hood and fender, the down- 
hearted celebrant told us _ his 
New Year’s resolution . . . ‘Never 
Again.’ 

“Now we realize our little story 
is going to touch the hearts of 
practically no one. A lot of folks 
who buy cars here might even be 
a bit piqued at us playing the 
prude and throwing a wet blanket 
on some innocent fun. Of course, 
it’s not innocent fun we’re throw- 
ing the damper on... It’s the 
un-funny after affects. All of us 
at Critz Buick are not above a good 
time, but our capacity doesn’t in- 
crease just because it’s New Year’s 
and we don’t think yours does 
either. 

“Can you imagine an organiza- 
tion like ours with all our auto- 
fixing equipment telling people not 


Address any comments to: South- 
ern Automotive Journal, 806 
Peachtree St., N.E., Atlanta 8, Ga. 
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Here is a dynamic, new sales training slide film that is unusual both 
PE iva ETRATI NG in application and result. Covering all phases of automobile financ- 
ing, it features a brand new participating technique that gets across 
SALES TRAI Fa ! NG to your salesmen the fundamentals of financing as a successful 
closing tool. Your salesmen will appreciate and use the knowledge 
gained from this film —for this is their film, every frame devoted to 
important and useful sales ideas to help them sell more cars—make 
more money. Call your Associates’ branch for your showing date, or 
preview if desired. You'll see how “Clutch Selling” can definitely im- 
prove the “production” of everyone in your dealership. 





ssociates 


Here’s sales training that will ~ SOUTH BEND, INDIANA 
really pay off — 
in more sales at greater profits. 














ASSOCIATES INVESTMENT CO. — ASSOCIATES DISCOUNT CORP. — ASSOCIATES DISCOUNT (CANADA) LTD. — EMMCO INSURANCE CO. 
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to bang up their cars? If you took 
our advice you might not even go 
out ....mnever mind, dent a 
fender.” 


MORE ABOUT OVERHEAD 


St. Joseph, Mo. 
Gentlemen: 
I read your journal from cover 
to cover each and every issue. 
All of your write-ups on auto- 
mobile repair problems are very 
good, but what has hit me as being 


best are “Chipping Away at the 
Overhead” in the November issue 
and “Hourly Labor Charge Ris- 
ing” in the December issue. 

To stay in business today we 
must know how to operate a shop 
and make some money. Most 
shops have about the same money- 
eating problems. So give us more 
on what the future of the service 
department will be. 

We are on a $4 flat rate—me- 
chanics getting 50%, but that is 
not enough to hold good mechanics 
or to make young men want to 





HYDRAULIC VALVE TREATMENT 


For Top Engine Performance 


CORRECTS! 


Frees hydraulic valve lifters > 

Permits valve lifters to operate quietly > 
Dissolves engine sludge and varnish 7 
Increases power and gas mileage > 


os} 


MAINTAINS! 
¢ Keeps valves and lifters free 
q Cools as it lubricates 
4 Protects engine parts 
q Increases the life of your car 


DO YOUR CUSTOMER A FAVOR! TELL HIM ABOUT THIS 
EASY Two-Step Treatment — He'll show his appreciation in 


repeot business! 


Order from your jobber, or write to Dept.172 


EMEROL MANUFACTURING CO., INC. 


242 WEST 69TH STREET, NEWs YORK 23, N. Y. 
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become mechanics, or “grease- 
balls,” as they tell me. 

The next ten years as the older 
mechanics pass out of the depart- 
ment are going to be a problem. 
Service comebacks are another 
thing for a lot of study. 

JOHN A. KIRKPATRICK, 

Service Manager, 

Carnes Motor Co. 
(Studebaker) 

You hit several nails on the head 
in your letter! 


TRUCK SHIMMIES 


Louisa, Ky. 
Gentlemen: 

We have received several new 
trucks from the factory which 
shimmied badly. We tried almost 
everything we could think of and 
found that installing the wedge 
under the front spring with the 
thick end toward the front would 
eliminate the shimmy. This re- 
duces the caster. 

Could the trouble be caused by 
the axle being installed backward 
at the factory? 

ARDEN GRUB, 
Britton Ford Sales 

We seriously doubt that the 
axles were incorrectly installed. It 
is quite possible that these jobs had 
too much caster in the beginning, 
and it has been found that reduc- 
ing the caster will often correct a 
rough road shimmy. 


HOW BAD CAN IT GET!! 


Business has hit a new low in 
Brownwood, Texas. 

Here’s what one automotive ex- 
ecutive wrote the editors in reply 
to a questionnaire on conditions in 
that area: 

“Business is so bad here that 
everybody is firing his son-in- 
law.” 


Four Southern Dealers 
Sign with Dodge 


GREEMENTS have been signed by 

four southern dealerships with 
Dodge Division of Chrysler Corp., 
according to Lee F. Desmond, vice- 
president in charge of sales. 

Cooke Motor Co., Scotland Neck, 
N. C., and Hauser Motors, King- 
fisher, Okla., will handle Dodge 
and Plymouth. Matlock Motor Co., 
Taylorsville, N. C., has been signed 
as a Dodge-Chrysler dealer, while 
Wilson Auto Sales, Inc., Wilson, N. 
C., will handle Dodge passenger 
cars and trucks, along with DeSoto. 
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No, you're not seeing double, or 
triple, to be more exact. This un- 
usual photograph was made when 
the Singleton triplets of Canton, 
N. C., each bought a 1957 Chevro- 
let sport coupe at the same time 
from the Murphy Chevrolet Co. 
Posing are (1, to r.): Ralph Single- 
ton with Joe Gillis, Chevrolet zone 
representative; Ray with R. M. 
Murphy, president of the dealer- 
ship, and Roy with Joe Burnett, 
salesman. é 


Studebaker Looks South 
(Continued from page 7) 


South because a substantial seg- 
ment of Southerners are going to 
want craftsmanship rather than 
massmanship. I mean by that, cars 
that in styling, engineering and ad- 
vanced features are distinctive 
from other cars on the highway. A 
company such as ours can provide 
that “different” car because of its 
ability to adapt its products and 
service and marketing programs 
more rapidly to the specific local 
marketing conditions and public 
driving needs.” 

In preparation for strengthening 
its car and truck position in the 
market, Revelle said important 
progress has been made in realign- 
ing company operations to bring 
the company to a more profitable 
point as rapidly as possible follow- 
ing completion of its management 
advisory contract with Curtiss- 
Wright Corp. last August. The 
most important single move in this 
program was the consolidation of 
all car and truck manufacturing in 
the South Bend plants of the cor- 
poration. This was completed with 
the production of the first Packard 
Clippers there Dec. 19. He said the 
company actually reached its first 
objective by showing a profit in 
November. 


Ford Elects Lundy 
New Treasurer 


E. Lunpy has been named 
@treasurer of Ford Motor Co. 
to succeed L. E. “Doc” Briggs, who 
retired Jan. 31 after 42 years with 
the company. 

Lundy joined Ford in 1946. He 
was appointed director of financial 
planning and analysis on the fi- 
nance staff in 1947 and assistant 





Here's your Jobber’s famous Wet Sur- 
face, Automatic Regrinder. It’s ready to 
work for you on profitable, engine 


re-conditioning! 


Your VAN NORMAN Equipped Jobber 


Hands You Extra PM‘ Profits! 


Those extra PM* profits are in “Precision Machining” your 
VAN NORMAN equipped Jobber will hand you m A aoe 
surface, automatic regrinding! You can stake your reputation 
for engine repair work on this re-conditioning of Heads, 
Blocks and Manifolds. Your in-line or V-type heads will be 
ground to positive limits. Absolute control of grinding 
assures ‘‘precision-mating” of even welded parts. Heads with 
stellite or other valve seat inserts are no problem. 


Every cylinder head you take off, and every block and 
manifold, should be re-ground before re-assembly and, to 
the degree of precision only VAN NORMAN can give you 
today! So, don’t pass up these jobs. Write and we'll tell you 
where to get this fast, economical service and extra PM* 
profits from a Shop near you. Van Norman Automotive 
Equipment Company, Springfield 7, Mass., U.S. A. 


controller in 1949. He will continue 
as assistant controller in charge of 


financial analysis. STH: 


Briggs, who was 65 Jan. 31, 
joined the company in the Chicago VAN NORMAN !N MODERN, EFFICIENT SHOPS—EVERYWHERE! 


branch in November 1914. MACHINING 
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Dear Bill, 

Our steering and front-end men 
were kidding the line mechanics 
yesterday about the recent im- 
provements in automobiles. They 
maintain that actually their por- 
tion of the new cars has more im- 
provement since it has dropped a 
part, namely the kingpin, while 
more parts and confusion are 
added to other areas serviced by 
the line mechanics. 

Of course the other boys didn’t 
let it lie; they had to point out the 
power steering unit, which isn’t 
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‘PATCHED ° TO LAST 
..-IT’S A CAMEL PATCH > 


FOR SURE 


MANUFACTURED BY H. B. EGAN MFG. CO. 
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IT’S GOOD BUSINESS 
TO USE THEM! 


MUSKOGEE, OKLA. / TORONTO, CANADA 





exactly a simplification, and so the 
argument went. 

Speaking of the alignment de- 
partment, the boys in there are 
actually doing considerable more 
checking and testing than any time 
in the past. The smaller diameter 
tires coming into use this year 
which require precision balancing 
the gang take in their stride. 
They’ve been giving tires the 
double-take for some time now, 
what with egg-shape and other 
runout problems they’ve had to 
correct, plus the nail hole plug- 
ging in tubeless casings which 
throw unbalance into the picture 
where ordinary tube patches didn’t 
give them many comebacks on 
previously balanced wheels, so 
long as they were remounted 
properly. 

They’ve thrown together a little 
testing unit to handle power steer- 
ing bench jobs. They welded up a 
mounting with an electric motor 
to drive the power unit through a 
universal joint to test it for pres- 
sure leaks and operation before 
returning it to the car. They also 
have a spare power unit which 
they mount with the motor to test 
the steering gear on the car, when 
the car’s power unit is in question. 

When business falls off in the 
department, they always run off a 
few “free” tests for cars in the 
shop for other work. A card is then 
attached to the owner’s copy of the 
work order advising him that the 
test was made and pointing out any 
deficiencies they located. If it was 
okay, he is advised that such was 
the case. 

On several occasions they’ve 
managed to build up a nice back- 
log of work against a seasonal 
slump by this method. At first 
some of the guys were against giv- 
ing away all this valuable labor, 
but when they found that almost 
without fail they could pick up 
many times this outlay from new 
work, they’ve been all for it. It 
pulls in anything from tire rotation 
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Michigan Hi Therm engine bearings for profit 


Michigan Hi Therm engine bearings for profit 





Michigan Hi Therm engine bearings for profit 


Michigan Hi Therm engine bearings for profit 


Michigan Hi Therm engine bearings for profit 
































To 


DETROIT ALUMINUM & BRASS 
CORPORATION 















































In your sale of engine bearings for replacement, there’s only one 
key to profit—MICHIGAN HI THERM. Make us prove it. 


DETROIT ALUMINUM & BRASS CORPORATION 


DETROIT 11, MICHIGAN 
MANUFACTURERS OF ENGINE BEARINGS FOR ORIGINAL EQUIPMENT SINCE 1925 
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and balancing jobs to major adjust- 
ment and repair jobs, so is actually 
a secured investment. 

It’s surprising how many in- 
spections they can run off by the 
assembly line method when they 
put all their time to making tests 
and inspections of “cold” prospects. 
Soe far we haven’t had any kicks 
from customers who are told they 
received a check of their running 
gear worth several dollars. The in- 
spection is of a type they couldn’t 
possibly do themselves without 
special equipment, so they feel 


they get a bonus job on their 
original order which may have 
been only for a wash and lube or 
maybe a tune-up. 

Recently saw an article in a 
magazine stating that the mechan- 
ic’s days are numbered, what with 
the coming simplification of power- 
plants and other automotive units. 
A couple issues before there was 
an article advising drivers they 
didn’t have to change their engine 
oil any more. 

If the motorists follow all this 
free instruction, I judge the me- 





THERMOSTATS 


Build Profits for You 
and Your Customers 


It’s always wise to remind your cus- 
tomers to check the thermostat as 
part of every tune-up job. A motor 
can’t operate efficiently with a de- 
fective thermostat, so it pays off in 
satisfied customers and repeat orders 
to replace with Dole. 

It’s a big market, too. Over 9 mil- 
lion cars 3 to 9 years old should need 
replacement thermostats this year. 
Don’t lose out on your share of this 
business. 

Remember—with Dole you sell a 
line of quality thermostats for all 
types of cooling systems. 


protect your good name 
with another 


Control with Dole 


>To) B= 
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chanics will be kept pretty busy 
for the interval before they are 
done away with completely! 
Hope you’re remembered on 
Saint Valentine’s Day! 
Yrs, 
Ed. 


Correcting Hard Starts 
On '56-'57 Plymouths 


_——— Division has issued 
the following information on 
hard starting on 1955 and 1956 
six-cylinder Plymouths: 
Occasionally a report of hard 
cold engine starting may be en- 
countered with six-cylinder en- 
gines equipped with an oil filled 





NEW COK MOUNTING HOLES | 
ORL TWO “4 IN HOLES AND 
ELONGATE HORIZONTALLY 


| NEW MOUNTING POSITION 





coil (1688210, Auto-Lite CAG- 
4001). To correct this condition, 
remove the coil from the bracket 
and reposition against the vertical 
face ef the bracket. Mount the bot- 
tom of the coil under the lip of 
the angular flange. Transfer two 
holes on the vertical face and drill 
¥%4” holes through the bracket. 
Illustration shows how reversal 
of coil position aids cold starting. 


Making Plymouth Brake 
Release Easily 


ILYMOUTH Division has issued 
the following information on 
its parking brake: 

It is possible that the parking 
brake may not release on some 
early-production 1957 three-speed 
transmission cars. Such a condi- 
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tion could be due to an interference 
between the cam lever and the 
rear engine cross member. 

To eliminate interference, obtain 
additional clearance by installing 
a \%” thick steel shim between 
the rear engine mount and cross- 
member. 

Illustration shows the easy-to- 
make shim for proper release of 
the brake. 
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New design lifts all ’57 cars 


New, 
improved Model $J-25 
Service Chief — 


(Price subject to 
change without 
" notice) 


by bumper or bracket or pad! 


All new fe atures Handle all ’57 cars right with the new 1957 Blackhawk Ser- 

vice Chief. New lifting pads, elevator and extension arms 
for all new cars solve jacking problems posed by lower wheels, flaring bump- 

ers. Thoroughly pre-tested on actual ’57 models of all Ameri- 
_ meena | can automobiles as in illustration above. Lifts °em all — by 
NeW, LONGER ac | bumper, bracket or pad. And the SJ-25 gives you fast, easy 
Guoaty, of stamsnneet tricycle positioning through a spring-loaded swivel “nose” 
— = pest Se wheel, plus aircraft-type release control for safe, one-hand, 
pad lifting. positive lowering. PUT NEW DESIGN SERVICE CHIEF 
TO WORK FOR YOU TODAY! 








NEW! WIDER SPREAD! Han- ' New low-cost “Hi- Lift Kit” converts 
phe gen ke = Service Chiefs to high- lift jacks! 


dies spread from 14” to 


+ tly gverds, ij Extends lift of any SJ-25 to 69”*! 
Includes easy instructions—assembles 


| in 2 minutes! Just two bolts to tight- 
en. For springs, shocks, differential 
NEW! BIG 5” x 5” SQUARE repair — dozens of on-the-hoist sta- 


we gg tion jobs. Eliminates need for special 


wee cnn te’! every Mane. high-cost jacks — helps one man do 


the work faster, easier, safer. 





RIT ACCESSORY! 51-28 i 
- us | 

new ‘‘Hi-Lift Kit" oss Kit #$J-1007 Price — ONLY $1550 
you two full-time jacks 
for little extra cost! 





*Extend height with standard ‘‘Porto-Power'’ tubing. 
Call your automotive jobber today! 


Make your next jack buy a BLACKHAWK 


MFG. CO., DEPT. J-427, Milwaukee 46, Wisconsin 
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Building Air Conditioning 
(Continued from page 54) 


mission of 45%. 

To stimulate the interest of all 
servicemen in the sale of new air- 
conditioning units in newer auto- 
mobiles that come in for service, 
the company offers a bonus of $10 
to any man who initiates the sale 
of a unit. This offer was in force 
during March and April 1955 and 
1956, when it was time for owners 
of cars to think about air condition- 
ing and yet it was not hot enough 


to make them feel the immediate 
need. 

Sale of new units is not confined 
entirely to the late spring and 
summer months, Reiman pointed 
out. The first sale made by the 
company in 1956 was on Feb. 2. 
Sales were made in October and 
November. 

“Air conditioning is a boon to 
hayfever sufferers,” Reiman said. 
“When a service customer with 
hay fever drives in and his car is 
fairly new and in the upper-price 
class, we recommend air condi- 





ATLANTA 3, GA., 95 Pine St. N.E. « DALLAS, TEX., 2715 Main St. « BOSTON 34, 
MASS., 250 Brighton Ave. « NEW YORK 19, N.Y., 250 W. 54th St. « PHILADELPHIA, 
PA., 1800 Fairmont Ave. « BRANCH: LOS ANGELES 15, CAL., 1330 W. Olympic Bivd. 
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FOR LONG LIFE AND 
PEAK PERFORMANCE 


@ Trained eyes can easily see 
Niehoff's obvious superiority. 
The advantage that makes 
Niehoff Ignition Parts superior 
to any on the market is...the 
specialized engineering that 
builds quality. You can install 
Niehoff Ignition Parts with the 
knowledge you are building 
customer satisfaction and your 
profits. 


®@ Best of all, there is a Niehoff 
Systematic Service Stock con- 
taining all the ignition parts 
you need to service all makes 
and models. A Service Stock 
custom designed for your own 
business. Ask your jobber to 
explain Niehoff’s merchandis- 
ing plan—for more sales—for 
bigger profits. today! 


** NIEHOF .o 


4925 LAWRENCE AVE., CHICAGO, 


WAREHOUSES: 





tioning to him as a relief for his 
hay fever, and we have made sev- 
eral sales on that basis.” 

The company sells new units on 
a budget plan if the customer 
buys after he has purchased his 
car. Of course if he buys the unit 
at the time of the car purchase, the 
cost goes in as a part of total auto- 
mobile cost and is financed as a 
part of the car deal. 

A customer whose car is paid for 
may take as long as 24 months to 
pay for his air conditioner, if he 
wishes, although the company en- 
courages payment over 12 months. 

The service department adver- 
tises its conditioning service on all 
makes with spots on the local 
radio station and through an oc- 
casional small newspaper adver- 
tisement. 

“But we have obtained best re- 
turns from our contacts with cus- 
tomers right on the service floor,” 
Reiman declared. “We try to let 
every prospect or potential pros- 
pect know that we do have a spe- 
cial section to service automobile 
air conditioners. They remember, 
and they even remember to tell 
others when the subject arises.” 


They Studied the Work 


Reiman has been to two air- 
conditioning schools and Wycoff 
goes to a minimum of two a year. 
He attended four in 1956. That is 
important, Reiman stressed, par- 
ticularly with the service so new 
and with so many changes being 
made in units. 

A service that is appreciated by 
customers and also adds something 
to service volume is disconnecting 
air-conditioning units for winter 
driving. The service department 
contacts in person or by telephone 
all customers with air conditioners 
when the weather is cool enough 
that the units are not needed and 
asks them to bring their cars in 
for winter conditioning. 

In the fall, Wycoff removes the 
belts, closes the air ducts and 
checks the unit to see that no gas 
may escape. In the spring, he re- 
places the belts, opens evaporator 
plugs to see that all water drains 
out and checks freon gas to be 
doubly sure there are no leaks and 
to add gas if needed. For each 
service the department gets $2.50, 
and most of the air-conditioning 
service customers take advantage 
of the program. 

The department bought a modest 
amount of special equipment to 
set up the special air-conditioning 
service bench. The most important 
unit purchased, Wycoff said, is a 
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NEW IMPROVED 


RAYBESTOS BRAKE LININGS 


lick HEAT and 


WEAR problems 


These new products feature not one, but six impor- 
tant new advances in design and performance for power 
and manually operated brakes! 


1. 


New Heat Resistance—New 14-in. wheels mean less air-cooling space 
and higher brake drum temperatures. To withstand this greater heat, 
Raybestos uses new compounds and manufacturing processes to provide 
improved linings. 

New Fade Resistance—For certain cars with special braking problems, 
new “fire band” grooving gives greater heat dissipation at all speeds, 
reduces fade, results in longer life. 

New Braking Power—New Raybestos compounds, resins and binders 
produce lining materials that give extra braking power, also give better 
pedal “feel” for all cars, including those with power brakes. 

New Quiet Performance—A new manufacturing process, plus exclusive 
“contour grinding,”’ produces linings that give quieter-than-ever per- 
formance during critical breaking-in period and throughout lining life. 
New Long Life—New compounds, new resins, and new binders give 
linings greater inherent durability. Lining life is greatly increased on all 
cars ... including those with power brakes. 

New Positive Safety—Linings are checked and rechecked by proving 
ground tests. Many grueling test stops from 80 to 125 mph, plus other 
proving ground tests, assure that extra safety factor so vital to car owners 
traveling on congested highways and superspeed turnpikes. ‘ 


RELINE WITH 


AMERICA’S BIGGEST SELLING FRICTION MATERIAL 





USE THE 


Pull front wheels, inspect linings 
Check brake drums 

Inspect front wheel bearings 
Clean brake assembly 

Check hydraulic system 


Adjust brakes or recommend a reline 
Road test brakes 


POINT 
BRAKE 
CHECK 


Includes Adjustment 


You get paid for every car you check 
Ask your Raybestos jobber for full details today 











RAYBESTOS DIVISION of Raybestos-Manhattan, Inc., BRIDGEPORT, CONN, 


Mu 


RAYBESTOS-MANHATTAN, INC., Brake Linings ¢ Brake Blocks © Clutch Facings 
Fan Belts © Radiator Hose ¢ industrial Rubber « Engineered Plastics ¢ Sintered Meta! 
Products ¢ Rubber Covered Equipment ¢ Asbestos Textiles © Laundry Pads and Covers 
industria! Adhesives © Bowling Bails 


Packings © Abrasive and Diamond Wheels 
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portable vacuum pump, to check 
the pressure and gas in any unit 
and to feed additional gas in as 
needed. A second valuable small 
tool is a portable torch to detect 
gas leaks. The department also 
supplied the air-conditioning bench 
with a special set of hole saws, 
ranging from %” to 4”, as a means 
of speeding up installations of new 
units and dismantling units for 
service. 

If you doubt the future of air 
conditioning this year, read what 
car facteries say! 


It Speeds Orders 
(Continued from page 58) 


the repair order, as the mechanic 
ordered them by the number of 
the repair order. 

Once the job is finished, my 
cashier can “bring down” the or- 
der at any time. 

There is no longer any need in 
the parts department for match- 
ing up the “hard” copy with the 
other copies, as this is done by one 
of our cashiers at the time the cus- 
tomer appears, or earlier. 





Safer by a Long Sight... 


DADTE GLASS 


DIRECTIONAL 
GNAL LAMPS 


It would take someone with a 
stop watch to calculate exactly 
how much time is saved daily un- 
der this system. However, con- 
sider that we will average 1,200 
customer labor tickets a month 
and about an equal number on 
internal. That comes to about 100 
a day for a 25-day month. 

Where a customer may be wait- 
ing, this system is especially val- 
uable because of its time-saving 
advantage. We spent considerable 
time checking over other dealer- 
ships hunting for a solution and 
we have found this innovation the 
best yet. 

We supervised the installation, 
having the “tube” through which 
the holder moves rolled out by a 
metal fabricator here. To get the 
right degree of air pressure, we 
had a special valve cut into our 
regular air line. We figure that in 
about three months the system 
paid for itself. 


All Plymouths Offer 
Fury's Powerplant 


HE new Fury V-800, a high- 

performance V-8 engine with 
290hp, is now available on all 
models of 1957 Plymouths, Jack 
W. Minor, vice-president in charge 
of sales, announced. 

The engine has_ eight-barrel 
carburetion, a bore and stroke of 
3.91 by 3.31, a displacement of 
318 cubic inches and a 9.25-to-1 
compression ratio. It has dual ex- 
hausts, special domed pistons, 
high-intensity cams, high-load 
valve springs and a high-perform- 
ance electrical system. 

The standard Plymouth chassis 


All Grote Directional Signal Lamps are 
approved as Class A, Type 1, where required. 
Specially designed plastic 4” lens will not 
fade or distort...lens shines extra bright re- 
gardless of mounting position. Baked black 
enameled body is heavy gauge rust-proofed 
steel. Stainless steel door with snug gasket 
seals out dust, moisture. Single screw fasten- 
ing on door for easy bulb replacement. 
Available in 14 complete signal set combina- 
tions with manual or self-cancelling switches. 


has been altered where the Fury 
engine is used, lowering the over- 
all height and center of gravity by 
half an inch. Added chassis com- 
ponents to accommodate the more 
powerful engine include heavy- 
duty components in the front and 
rear suspension, wide-rim heavy- 
duty wheels, the addition of heavy- 
duty components to the drive train 
and larger diameter torsion bars. 


No. 404 

Double face, amber and red. 
Lamp Body designed to eliminate 
daylight glare. 21 c.p. single 
bulb. Pedestal mount. 


No. 401 
Single face , 
pedestal mount. 


No. 402 ~ 
Single face, 
semi-flush, 


Insist on GROTE Lamps. stud mount. 


See your Jobber today, or write for 
catalog and prices. 


Florida Dealers Set Dates 


The annual convention of the 
Florida Automobile Dealers As- 
sociation will be held Oct. 20-22 at 
Balmoral Hotel, Bal Harbour, 
Miami Beach, General Manager 
Walter C. Mallory has announced. 
W. J. Grant, Sr., of St. Petersburg 
is president, M. G. Nelson of 
Panama City is first vice-president 
and James L. Ferman of Tampa is 
secretary-treasurer. 


No. 406 


QUALITY SAFETY Single f 
ngie face, 
ACCESSORIES flush mount. 











Lamps © Directional Signals ¢ Reflectors « Flares © Mirrors 
Distributed throughout the U. S$. and Canada 


THE GROTE MANUFACTURING C@., INC., Bellevue, Ky. © Opposite Cincinnati 
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CUSTOM REPAIR KITS FOR 22,000,000 CUSTOMERS 


MEET ROCHESTER'’S BIG THREE. (A) Complete 
parts kit, all the parts and gaskets (flange in- 
cluded). (B) Gasket kit, all the gaskets plus 
flange. (C) Flange gaskets in individual envelopes. 


ROCHESTER PRODUCTS DIVISION OF 
GENERAL MOTORS, ROCHESTER, WN. Y. 
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Easy to stock — easy to order! 


Tired of breaking up parts kits for one or two gaskets? 
Then Rochester kits are right down your alley . . . right 
for every job! For the complete job, parts, gaskets and 
flange gasket come in one package. When it’s just the 
gaskets you want, Rochester has the answer . . . all the 
gaskets in one envelope. They're easier to stock, too. . . 
one Rochester kit will handle more jobs than any other 
parts kit made. And remember, to help make each job 
even easier . . . to make your time worth more money 
..- Rochester and UMS offer you the world’s finest train- 
ing, absolutely free! Ask your Rochester representative. 


Standard equipment on Chevrolet, Pontiac, Buick, Oldsmobile and Cadillac, 
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What "Tight Money" 
(Continued from page 53) 


sider seriously the pitfalls of de- 
parture from sound credit exten- 
sion practices... 

While many things were hap- 
pening in 1956, a most unfavor- 
able trend seemed to be gain- 
ing momentum throughout the 
country. I speak of the attacks by 
the courts and executive branches 
of various state governments on 
the time price doctrine. 

The time price doctrine is the 


life blood of your and our industry. 
These attacks signal a very dan- 
gerous trend toward upsetting 
years and years of established doc- 
trine that a merchant, such as you, 
can sell at one price for cash and 
another price for time and the dif- 
ference between the two prices is 
not interest nor is the transaction 
considered a loan. 

Recent supreme court decisions 
in Nebraska and Alabama are of 
great concern. In both cases the 
courts have in effect declared that 
the time sale of an automobile 





a st on © hesene . sit 00 © quavion 
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why you should sell the ventilated 
cushions preferred by new car owners 


Late model car owners prefer Frosty Tweeds 
...because of the beautiful way the new Kool 
Kooshion patterns and colors enhance the richness 
of new car interiors. And, this is just one of the 
pattern selections which Kool Kooshion offers 
for 1957! 

Whether your customers want bold, solid 


stripes, or subtle frosty tones... (both in sparkling 
reds, cool blues, inviting greens, or smart blacks) 
..-your Kool Kooshion line has them in three 
sizes: Regular, King Size, and new Klear-A-Kross. 


Specify the Kool Kooshion 
169D Merchandiser if ordering 
Frosty Tweeds or the Kool 
Kooshion 269D Merchandiser 
when ordering Stripes, and 
you'll receive this handsome 
rack. 
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Yes, Kool Kooshions appeal to more people. That 
means easier sales — bigger volume — more profit 
for you. Don’t sell yourself short this year on the 
tremendous ventilated seat cushion market. Sell 
genuine Kool Kooshions (the first and finest). 





was not in fact a time sale but a 
loan of money. 

As a result of such a decision 
by the Supreme Court of Arkansas, 
financing of automobile sales is a 
real problem in that state. 

Actions in Tennessee, West Vir- 
ginia, Illinois and Kansas by com- 
missions, attorney generals, insur- 
ance commissioners and others in 
authority in bringing out regula- 
tions or orders which restrict the 
useful and helpful function of the 
time price doctrine should be not- 
ed by all of us. 

The problem of preserving the 
time price doctrine may confront 
you sooner than you realize, and 
I urge your board of directors to 
take awareness of this trend and to 
be ready to take action to preserve 
the privilege of selling your mer- 
chandise at a time price that is 
fair and also sufficient to sustain 
a high-level market. 

In very recent years, in many 
states, motor vehicle sales finance 
acts have been passed which have 
effectively preserved the time 
price doctrine. 


Economics of Today 


Let’s look now at some economic 
conditions that exist: 

Automobile industry success is 
always closely tied to the rest of 
the economy. Almost every line 
expects to move ahead this year. 
The economic outlook is summed 
up like this: 

1.—Continuing high 
ment. 

2.—A corresponding increase in 
personal income. 

3.—A full work week and big- 
ger pay checks. 

4.—Sustained high-level spend- 
ing by industry for new plants 
and equipment. 

5.—Increased production and 
sale of consumer goods. 

6.—A continuing growth in pop- 
ulation. 

7.—Last, but not the least in 
importance, a continuation of a 
tight money market. 

What do the automobile manu- 
facturers say about the 1957 out- 
look? To a man, they are enthusi- 
astic about sales prospects for 
their own companies and for the 
industry. ... 

So, what can you expect? 

1.—It appears that you will 
definitely be in and remain in a 
buyers’ market. 

2.—You must learn to live in 
tight-money conditions. 

3.—(a) You must expect keen 
and fierce competition. 

(b) You must survive in keen 


employ- 
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The ROGERS Nameplate ... your assurance 


7 


of new engine 


The nameplate that shows you it’s a Rogers Remanu- 
factured Engine tells you to expect the finest new engine 
performance. It gives you the cylinder, connecting rod, 
and mainbearing size for local mechanic’s information. 
In rebuilding from the block up, only stock parts are 
used—available anywhere should replacement ever be 
necessary. There are no “trick” over or under sizes. The 


Rogers reputation for meeting original equipment stand-, 


ards...for precision workmanship... stands behind 
every engine leaving the shop. As a further guarantee 
of excellence, every engine is run in under its own power 
and DyNAMOMETER-TESTED! Install exchange engines 


performance! 


you know will pay off in profit and performance! Look 
for the nameplate of Rogers Remanufactured Engjnes, 
available only at leading jobbers in the southeastern 


— Erase 


eT -vesbslaltha- Rona tig ste 


ENGINES 


300 Hunnicutt St., N.W. 
Atlanta, Georgia 
Tel. JAckson 1-1885 


YOUR REPUTATION RIDES WITH THE ENGINES YOU INSTALL 
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and fierce competition. 

(c) You must make a profit in 
keen and fierce competition. . . 

If I make only one point about 
profits today, I hope it will be 
this: You cannot make a profit 
today or any other day unless you 
know your own costs. How much 
does it actually cost you to sell a 
new car? 

Now the problem sounds sim- 
ple, but it generally is disregard- 
ed and until you do respect it in 
connection with every sale or 
trade, you won’t know where 


you’re going in this business. 

First you must determine your 
true cost. 

With a new car your true cost 
includes: 

1.—Factory invoice cost. 

2.—Per-car selling expense. 

3.—Per-car overhead. 

The addition of these figures 
gives you your total cost, and this 
is the amount that you must wash 
out on every new-car deal just to 
break even. 

But, again, you aren’t in this 
business just to break even. 
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QUALITY 
CONTROL 


P&D parts rate highest 


P & D’s rigid control system starts with the 
raw material, follows through every step in 
manufacture to a triple check of the finished 
product. Result? — Assurance of the 
Quality you need for high compression 
engines today! 


for instance — 


P&D makes the highest tested coil in the 
American market — by actual laboratory and 
road tests. 

Coil towers of highest dielectric “PLASKON” 
materials — internal windings assuring greatest 
output, minimum brake ‘current — insulation of 
special quality glazed steatite — sleeves of mag- 
neto type to insure easy starting, no miss at high 
speeds — silicon steel balanced for high output 
and no burn out at low speeds. 


In coils —as in all P&D ignition parts 
this Quality Control all adds up to more 
satisfied customers — more profit for you. 


MANUFACTURING CO., INC. 


Established 1920 
19-02 Steinway St., Long Island City 5,N.Y. 


Export Sales: Borg Warner International, 36 $0. Wabash Ave., Chicago 3, Ill. 


(PD 


Part? 
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The reason 


COILS 





se 


A. Q, Crumpton has been named 
zone manager in Oklahoma and 
Arkansas for Willard Storage Bat- 
tery Division. He live in 
Oklahoma City and work out of 
the Dallas, Texas, regional sales 
office. Formerly he covered Mis- 
sissippi and Louisiana for Willard, 
but has been with another batiery 
company in a selling capacity dur- 
ing the past two years. 


After you have determined your 
total true cost, you are in position 
to actually decide on how much 
profit you want to make on each 
deal and then sell hard enough on 
each deal to always get more min- 
imum profit than you expected. 
And in figuring out your own 
formula, remember that your used 
car traded in should be considered 
at its cash wholesale value, and 
not at what someone dreams it 
will sell for. 

If you will work out your own 
true cost formula and stick to it 
— strive for a fair profit — and 
above all sell, you will prosper 
again. 


Champion Expands Mail 
On Servicing Data 


IRECT- MAIL distribution of 

automotive instructional and 
reference materials to high schools 
by the Champion Spark Plug Co. 
is being expanded this year to 
serve colleges and universities in 
both this country and abroad. 

Last year more than 700 of the 
nation’s vocational high schools 
were supplied technical engineer- 
ing materials for classroom in- 
struction and reference in mechan- 
ics’ courses. 

The lecture and reference ma- 
terials include bi-monthly infor- 
mation bulletins containing up-to- 
the-minute service and tune-up 
tips, service and installation man- 
uals, engineering manuals and 
timely pamphlets to aid both in- 
structor and student. 
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Certified 


the revolutionary new 
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“Swing-a-way” Flexor Blade 
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Garage Group Pushes 
(Continued from page 60) 


SOUTHERN AUTOMOTIVE JOURNAL, 
accepted the assignment for Wil- 
liam C. Herbert, editor of SoUTH- 
ERN AUTOMOTIVE JOURNAL. 

Wiggins will supply postage for 
the first issue. Other details of 
handling the project were to be 
worked out. 

Six parent state organizations 
were not represented, 13 were. 
Those not represented were Ari- 
zona, Nebraska, Michigan, Massa- 


chusetts, New York and Washing- 
ton. The car of J. L. Spath, Detroit 
director, was rammed by a truck 
and consequences prevented his at- 
tendance. Robert L. Pelletier, 
northeastern regional director, 
New Bedford, Mass., wired that he 
was snowed in. 

In addition to those previously 
named and identified, these at- 
tended: 

Director Jimmie Mitchell of Bir- 
mingham and W. M. Boyett, no 
vote, Montgomery, Alabama; Di- 
rector William W. Blatter and W. 





hold it a before you buy that 
AIR COMPRESSOR 


Here are just a few of 
the many advantages 
YOU GET WITH A CURTIS 


1. 


The New CV Models have 
been completely redesigned 
for performance and 
appearance. 


. Positive Unloader unloads 


compressor whenever it 
stops .. . Not affected 
by power failure. 


. Fully Enclosed Vacuum 


Type Crankcase ... 

Keeps oil in—keeps 

dirt out. 

Other Important Features— 
Timken Main Bearings; 
Centro-Ring Pressure Oiling; 
Curtis-Built 

ASME Tank with ASME 
Safety Valve... and 102 
years of manufacturing 
experience “‘built-in’’! 


Remember... 


you can count on 


on 


HIGH PRESSURE 


ur ee 
SINGLE AND TWO POST F 
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WNDUSTRIAL 
AIR COMPRESSORS 


Ps ae, Se Pores 


see the NEW 


Sizes 4 to 15 H. P., inclusive 


Write for Catalog C-100 $ 


MANUFACTURING COMPANY ¢ PNEUMATIC DIVISION 
1938 KIENLEN AVENUE «+ 


ST. LOUIS 20, MO. cm.) 


PACKAGED AND 
REMOTE AIR 
CONDITIONING 
EQUIPMENT 





R. Mayfield, no vote, Little Rock, 
Ark.; Herman Stiles, local vice- 
president, no vote, Wichita, Kan.; 
Paul Wilson, second vice-president 
of IGOA, and Harold Grindle, no 
vote, state association executive 
director, who served as secretary, 
Toledo, Ohio; Charlie Fox, Cedar 
Rapids, Iowa, visitor (new presi- 
dent of another garagemen’s 
group, National Automotive Main- 
tenance Association); J. R. Herbi- 
son, local first vice-president, no 
vote, Nashville, Tenn. 

Director Ray D. Campbell and 
Gerald Davis, no vote, local secre- 
tary-treasurer, Denver, Colo.; Di- 
rector Elry M. Welpman, Joplin, 
Mo.; Director W. N. Haskew, 
Albuquerque, N. M.; John R. Bren- 
neman, third vice-president of 
IGOA, Lancaster, Pa.; Director 
Dan Lutes and Chester Nestor, no 
vote, Alton, Il. 


Sessions Ran Long Hours 


Sessions began promptly at 9 
Saturday morning, were interrupt- 
ed by a long noon recess for com- 
mittee meetings, resumed at 2 
p.m. and continued until 5 p.m. 
The Sunday session began at 9 and 
ran to almost 1 p.m. Both sessions 
were opened with invocation by 
the new national secretary-treas- 
urer, Wilder, and adjournment was 
on prayer, also by Wilder. 

There was an abundance of dis- 
cussion, a minimum of speech- 
making. 

President Eves, following intro- 
ductions by James, opened the 
meeting with the observation that 
the first such session he attended 
had representation from five states, 
“while now there are 20. This is 
hard work, but as long as one can 
see progress it is worthwhile, and 
I can see progress.” 

James followed with a progress 
report in which he said that since 
the Wichita convention last April, 
four states had joined the national 
movement, adding: 

“There are now 35 allied mem- 
bers, which is just one third of 
what we want and need to get the 
job done.” 

In this connection it was later 
announced that each member mak- 
ing a sale of an allied member- 
ship will receive a prize of $25 for 
each such membership sold. The 
award will be made at the national 
convention. During the day a list 
of about 50 manufacturers, con- 
sidered prospects for allied mem- 
berships, was presented to each 
delegate. 

Later James advised directors to 
“learn to know your competitor 
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HIGH in quality! 


Harrison puts you on top . . . with product and prospects! 
Harrison cores assure you of maximum dependability, and 
rugged durability—backed by over 46 years of research 

and manufacturing experience. Such Harrison features as 
louvered air cells and 100% solder bonding increase cooling 
efficiency and structural strength. And the Harrison line 
includes three surfaces—cellular, tube-and-center, 
fin-and-tube—to permit the engineering selectivity that 

assures the right core for each application. In addition, every 
GM car has a Harrison radiator installed at the factory; this 
means a tremendous pre-sold core market is ready and 

waiting for you. So, stock Harrison. Order from your nearby 
United Motors Service distributor or zone office. 


GM Watch WIDE WIDE WORLD Sundays, NBC-TV 


TARRISON, 


RADIATOR DIVISION, GENERAL MOTORS CORP., LOCKPORT, N.Y. 


Harrison fin-and-tube and 
cellular radiator cores, 
TEMPERATURES 
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down the street better,” exert no 
pressure on automotive whole- 
Salers, abide by the code of ethics 
and get acquainted with manufac- 
turers. He also warned: 

“Get your organization in order 
so you will have bargaining power 
if the unions move in” and that 
there will be “‘no use of the IGOA 
name or emblem in underwriting 
or sponsoring any product what- 
soever.” 

The only formal speaking open- 
ed the second session, a talk by 


Bureau of Training and Appren- 
ticeship, U. S. Department of La- 
bor. He urged directors to name 
a national training committee. 
There followed reports by 
Chairman Campbell of the educa- 
tion committee, with the sugges- 
tion that independents might 
utilize a course in business man- 
agement; Chairman Turner of the 
legislation committee; Chairman 
Blatter of the safety committee; 
Chairman Welpman of the code of 
ethics, for which he suggested a 


R. M. Early, 


representing the 


number of changes, to be studied 











New KD 52 complete 


mirror assembly 


KD 52 Mirror Assembly for medium size 
trucks. K-D offers mirror protection for 
vehicles of all sizes. There's KD 71 West 
Coast Mirror for big trucks... KD 51 Big 
Boy Mirror for commercial vehicles and 
pickups... KD 52 for ‘in-between’ sizes. 


KD 52 and KD 51 are alike except for 
the range of vertical and horizontal ad- 
justments. Both have the same double- 
strength replaceable glass 51/,” x 8,” 
rectangular mirror head. Both give 
steadfast picture of the rear . . . vibra- 
tion eliminated by outer and inner arms 
of heavy seamless steel tubing, and a new assembly 
design. Both inner arms are heavily plated. There's 
360° pivot of mirror head mounting tube and swivel 
mounting bolt in mirror head of KD 52 and KD 51. 


Both mirror assemblies are completely adjustable! 
KD 52 has horizontal adjustment of 151,” to 171,” 

. vertical adjustment of 17” to 213/,”. KD 51 has 
horizontal adjustment of 8” to 93/,” . . . vertical 
adjustment of 1434” to 19”, 


KD 52 


ome) 


) a 
aa 


KD 71 JUMBO TRUCK MIRROR 


Rugged West Coast Mirror . . 
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left or right side. Replaceable glass . 
keted for protection. Mirror head . . 
reenforced top and bottom. Arms and braces of electrically 
welded seamless steel tubing. Bonderized . . . black enamel 
finish. Easy adjustment for full view of side and rear of vehicle. 


. fits all trucks and tractors... 


. silvered and gas- 
J 2 6 es 





Appointment of Samuel Tannahill 
as acting regional manager for the 
DeSoto Atlanta region has been 
announced by S. C. Ransom, 
Chrysler Motors Corp. zone man- 
ager. Tannahill, who joined De- 
Soto in 1948 as Birmingham, Ala., 
district manager, will head up the 
organization in Alabama, Georgia 
and Florida. He was born in 
Greenville, S. C. 


and reported on at the June con- 
vention. 

All members present of the ad- 
visory council were invited to join 
the discussion from time to time, 
especially Wiggins, who, because 
of his wide experience in associa- 
tion work, was repeatedly asked 
for advice. Near final adjournment, 
too, Wiggins also suggested a 
press release reporting on the 
meeting of the directorate and 
volunteered to have such a release 
distributed from his office to 
Booster clubs and other organi- 
zations with publications. 


Upper Valley Texans Elect 


The Upper Valley (Texas) Auto- 
mobile Dealers Association has 
elected George Wiederhold, Mc- 
Allen Motor Co., McAllen, presi- 
dent. Other officers are Les Man- 
nering, LeNoir Oldsmobile Co., 
vice-president, and Charles D. 
Clark, Clark Chevrolet Co., both 
from McAllen, secretary-treasurer. 
Directors named were Al Ludwig, 
Ludwig Motor Co., Mission, and 
L. W. Russell, L. W. Russell Motor 
Co., McAllen. 


Reidsville Reelects King 


J. Elwood King, King Motor Co., 
has been reelected president of the 
Reidsville (N. C.) Automobile Deal- 
ers Association. Nathan S. Gard- 
ner, Williams-Trull Co., is vice- 
president and Jack James, James 
Motor Co., is secretary-treasurer. 
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New ‘55" Swivel Saddles 
provide safe-sure contact 
on all current model 
cars to lift entire end! 





} 


HEIN-WERNER *)") TWIN SADDLE 
HYDRAULIC SERVICE JACK 


speeds positioning and lifting either by bumpers or bumper brackets — 
saddles will not slip out of place while spotting! 


Model “55” 


dealer price You'll like the safety and easy lifting action of the new, improved 


Hein-Werner “55” with twin saddles that swivel 360° to speed posi- 
tioning and spotting. Raises entire end of vehicle to free both wheels 
at once. New lifting carriage design permits swivel saddles to reach in 
back of bumpers for safe contacting on brackets and cross members. 


The “55” is a good buy for you — handles so many different service 
jobs quickly and profitably on all model cars, old or new. Can be used 
anywhere. No air lines required. Rolls easily right to the job. Has three 
positive automatic safety locks, adjustable saddles with safety stop ‘and 
full 114 ton capacity. 

Get the most service from a hydraulic twin saddle service jack — 
equip your shop with the new Hein-Werner “55” with Swivel Saddles 
— it’s the best on the market. It was the first and still outsells ‘em all 
... over 67,000 now is use. See your H-W jobber for full details, and 
ask about purchasing on easy time payments. 


=) HEIN-WERNER CORPORATION 


JACKS THAN ANY WAUKESHA, WISCONSIN 


Hein-Werner stock listed on Midwest Stock Exchange since 1936 
The complete Hein-Werner line includes: The famous 55," ‘Screwball’ and WHIZ Twin Saddle Service Jacks . .» 


Under Axle Jacks of 12 to 100 tons capacity . . .““Bumper-Lift’’ and Ratchet Jocks for passenger cors .. . Service 
“Push and Pull” and “Pushmaster” Jocks 





Jacks for shop use... Transmission Jacks . . . Adjustable Cor Stands. . 
for body, fender, and frame repair work. 
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and my batterys dead! 


. 


A. 


Z 


* 


relax! I stock 
Dry Charge Delco 


batteries 


Frustrated battery customers are duck soup to handle now. You can take 

care of them in a jiffy with a Dry Charge Delco—the battery that can’t 

get old before it's sold! It takes no time at all to fill this bone-dry 

battery with electrolyte—and since Dry Charge Delcos require no S223 Sp 
booster charge, your customers are quickly on their way with the freshest 

power it’s possible to pack into a battery. 


You can stock all sizes, too—and for long, long periods, knowing they'll as ORIGINAL EQUIPMENT LINE 
be factory-fresh when you use them. Even Delco cartons are designed é A GENERAL MOTORS PRODUCT 
for safe storage. They're extra sturdy so batteries can be stacked right 

on top of each other. Add to this—a complete line, long-life warranties 

backed by Delco and General Motors, and unsurpassed quality—and 

you've got a brand of batteries made to order for your best customers 

as well as your most frantic ones. 


ON TV... Spectacular “Wide Wide World” on NBC Network, 
TUNE IN ON RADIO .. . Lowell Thomas Newscast on CBS Network. 
See local listings for time and station. 


PARTS SALES] GENERAL MOTORS LEADS THE WAY—STARTING WITH DELCO BATTERIES 
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L. Walter Lundell (top) has been 
elevated from president to chair- 
man of the board of Universal 
C.LT. Credit Corp., President 
Arthur O. Dietz of C.LT. Finan- 
cial Corp. announced last month. 
Alan G. Rude (center), who has 
addressed many southern dealer 
meetings, was moved up from ex- 
ecutive vice-president to the presi- 
dency and Robert S. Reeves (bot- 
tom), who had been executive 
vice-president for operational ad- 
ministration, was elevated to 
Rude’s former post. 


Cabarrus Tarheels Elect 


Charlie Williams of Williams- 
Hancock Motor Co., Concord, N. 
C., is the new president of the 
Cabarrus County Automobile Deal- 
ers Association. Adam Grant of 
Grant Motor Co., Kannapolis, is 
vice-president and Brady White of 
White Brothers Oldsmobile Co., 
Concord, is secretary-treasurer. 
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Dorsey Trailer Plans 
Pensacola Meeting 


tpg Trailers of Elba, Ala., 
will hold its annual national 
sales convention in Pensacola, Fla., 
March 7-9. Approximately 500 per- 
sons, including distributors, their 
salesmen and families, are ex- 
pected to attend. 

Highlighting the meeting will be 
the presentation of awards to lead- 
ing distributors and salesmen. A 
deep-sea fishing rodeo and fish fry 
will climax the convention. 


Paducah Body Elects Baker 


Claude Baker is the new presi- 
dent of the Paducah (Ky.) Auto- 
motive Trades Association. Lee 
Russell of Universal C.1.T. Credit 
Corp. is vice-president and Lance 
Dossett of Dodds Garage was re- 
elected secretary-treasurer, an of- 
fice he has filled for more than 30 
years. New directors are Former 
President Jack Wilson, Matt Ha- 
backer, Carl Puckett, Herbert E. 
Theobold and J. T. Bowland, Jr., of 
the association. 








DOUBLE YOUR PROFITS 


with the 
Feather Flex 
QUALITY 


MONKEY GRIP 
TRIM-FIT TWIN 


EE the difference 


... FEEL the difference 


...SELL the difference 


Buyers can easily SEE and FEEL the higher quality and beauty 
of genuine Feather Flex mats. They are made from all-new rubber 
and wear for years without losing their shape or color brightness. 


Exclusive accelerator heel rest ribs 
provide comfort and safety. Special 
non-skid base prevents sliding — 
keeps mats in place. Other quality 
features make Feather Flex mats 
the line for greater profit. 


COMPANION MATS 
FOR BACK SEAT AREAS 


Designed for either front or 
back seat floor areas. Matching 








colors. Sizes for perfect fit. 


No matter what brand of “price leaders” you 
handle, you make greater profit on quality mer- 
chandise. Here are the BETTER QUALITY AUTO 
MATS in which buyers can SEE and FEEL the 


difference. 


Sold through Automotive Jobbers everywhere 
Catelog sheets and sales literature available 


MONKEY GRIP SALES CO. 


P. O. BOX 6170 o 


DALLAS, TEXAS 
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Shop Charges Rising 
(Continued from page 65) 


“The mechanical end of our 
business has always been a hobby 
with me, and having an interest in 
it makes management easier. Our 
experience over the years, and 
particularly the present one, in- 
dicates that the shop department 
is one of the most profitable in 
the business.” 

A Floridian—“We raised charges 
20% last March and plan further 
raises March 1. We have increased 
the force’s pay and plan no further 
raises. We pay machinists 50% of 
labor except crankshaft grinding 
(35% paid employes) and surface 
grinding (30%).” 

A North Carolinian—“We raised 
charges 33144% Jan. 1 of this year 
and we recently raised the force’s 
pay.” 

A Mississippian — “We last 
raised charges in 1952. We plan 
a further raise in pay. 


Competition's Hot Breath 


“Due to competition we have 
been unable to raise prices since 
1952, but since that time we have 
had to raise labor salaries and 
wages several times. The time has 
come when we simply must raise 
our prices on shop labor, regard- 
less of what competition does.” 

A Tennessean — “We raised 
charges in 1952. We raised em- 
ployes’ pay recently and plan no 
further pay raises. 

“I welcome this opportunity to 
express my feelings in regard to 
the most underpaid craftsmen in 
the field today. We know that to 
be a good automotive machinist 
requires as many years of study 
and practice as any other craft. 

“T am looking for the day when 
our shops send men out to check 
jobs and give information on the 
condition of the engine. We will 
collect a service charge in addition 
to any work that we may get. 

“Competition plays a very im- 
portant part in establishing shop 
prices. We have some rebuilders 
that will rebuild Ford, Chevrolet 
and Plymouth motors $20 to $30 
cheaper than we will. We know 
that they are not as good as our 
motors, but make the public be- 
lieve it! 

“Is there some way that we can 
magnify the good automobile 
mechanic and automotive machin- 
ist that they can earn pay equal 
to truck drivers?” 

An Alabamian—‘We increased 
charges 20% last January. We 
have not increased employes’ pay 
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recently and do not plan a raise. 

“We have only one beef. We 
waited five years too long to raise 
our prices, resulting in too much 
increase at one time, and had a 
few (surprised at the minimum) 
complaints. But in ten days or so 
our operation was as smooth as 
silk and we are extremely proud 
to announce that we are showing a 
satisfactory net profit in our shop 
operation on labor sales. 

“We had not increased prices to 
any degree at all since 1947 or 
1948. Our last printed price list 


was 1950, but it was compiled 
mostly on prices we had in effect 
in ’47 and ’48. 

“It is past time for all automo- 
tive service outlets to charge rea- 
sonable prices for their labor and 
cease to be so apologetic in so 
doing.” 

An Alabamian—‘“Our price in- 
crease Jan. 1 of this year was ten 
cents an hour, to go to a shorter 
work week. A given amount of 
labor sales will still be completed. 
We are compensating our employes 
with a group hospital and life in- 








At Last! Exclusive NEW 


SPEED 


Add it directly 
to old anti-freeze 
before draining! 


Cleans radiator and cooling 
system really clean in 

just 10 minutes! No more 

2 and 3 drainings! Just one! 





TAGE mane 


WARNER 


M. ake an ext ta sale! Protect car engines all summer 
with Warner Protector and Water Pump Lubricant 


Sell a can of Warner Protector and Water Pump Lubricant after every cleaning 
job. Remember! There should always be a rust inhibitor in the cooling system. 


it’s a “must” for safe driving. 


WARNER-PATTERSON COMPANY - 920 S. Michigan Avenve « Chicago 5, Ill. 
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surance program on a 75-25 basis.” 

A Texan—“We raised charges 
10% Jan. 1 of this year and, be- 
cause of a recent raise in em- 
ployes’ pay, we plan nothing fur- 
ther.” 

A Tennessean — “We raised 
charges 20% last September and 
increased employes’ pay recently. 

“In order to keep good me- 
chanics and machinists in the shop, 
it is imperative that they be paid 
adequately. This means not just 
what a competitive shop pays but 
what the wage scale for their type 








of work pays by heavy industry 
and manufacturing in any given 
locality. 

“We have relied far too long 
in our automotive shops on the 
profit derived from parts sales to 
take care of a deficiency in pay 
labor against shop overhead. No 
longer can this be done. Shop labor 
prices must be raised, and sub- 
stantially!” 

A Louisianan — “We raised 
charges 12% last September and 
have boosted employes’ pay.” 

A Delaware’ executive—“We 





ONE DRAIN 


WARNER OFFERS 
2-piece Lighter Set 


with every order 


of 3 dozen Warner Products 


Hurry! Offer 
ends midnight, 
April 30, 1957, 








© Warner Liquid Solder « Warner Speed Flush « Warner Radiator Cleaner « Warner Block 
Repair e Warner Radiator Dry Cleaner e Warner Protector and Water Pump Lubricant 


MAKERS OF FAMOUS WARNER LIQUID SOLDER! 
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raised charges 14% Jan. 3 of this 
year. We have not raised employes’ 
pay and do not plan to do so.” 

A Floridian—“We last raised 
charges in March 1955. We have 
raised employes’ pay three times 
in the last two years. 

“We are having the same trouble 
mentioned by the Florida jobber 
in your questionnaire. We are los- 
ing our best machinists to new 
plants opening up here. 

“We are now trying to get to- 
gether with the other shops, but 
so far the majority will not go 
along.” 

One respondent, whose state was 
not designated, reported, “We have 
just revised our prices, varying 
from 5% to 15% and averaging 
about 10%..This should help.” 


Pian of Pay Raises 


A Mississippian—“Having only 
a couple dozen employes, I adopt- 
ed a policy of giving five-cent and 
ten-cent hourly raises in general 
over the entire shop, depending on 
self-improvement and expression 
of ideas, 

“Our machinist base is $1.70 an 
hour on a 44-hour work week. Our 
plan is to raise this base pay to 
$1.85 an hour by the end of 1957. 

“Using this method of pay in- 
crease I have been able to main- 
tain complete control of skilled la- 
bor. By this same process unskill- 
ed labor is encouraged to be alert 
to all surrounding work being 
done. 

“We raised charges 12% last 
November and plan a further in- 
crease of 10% this year.” 

A Louisianan—“We have been 
following the Lempco suggested 
shop schedule since approximately 
1954. Some territory may vary due 
to competition.” 

A Texan — “We last raised 
charges 20% several years ago and 
plan another increase soon. We 
have increased employes’ pay re- 
cently. 

“We feel that a machine shop is 
a ‘must’ in a jobber’s organization. 

“The man in charge of the shop 
must not only be a finished ma- 
chinist himself but must also have 
the capabilities of being able to 
sell the customers and keep his 
men sold on their jobs. 

“We feel that the shop manage- 
ment must make the machine shop 
a pleasant place to work, have the 
most modern and_ up-to-date 
equipment that makes it possible 
to do a present-day precision op- 
eration on high-compression en- 


gines. 
“We feel all these things have 





to do in keeping machine-shop la- 
bor satisfied and not looking for 
new places to go. And, of course, 
if there were a way to stop ‘piracy 
on the high seas’—pirating each 
other’s help—that would help a 
lot, too!” 

A Texan—‘“Last raised charges 
in 1953. Have no plans for a raise 
in charges or in employes’ pay.” 

A Floridian—“Increased charges 
10% Jan. 1, 1956, and raised pay 
recently. If cost of living increases 
or competitive labor market makes 
it necessary, we will increase labor 


prices 10% immediately.” 

A North Carolinian—“We raised 
charges 10% in December 1955 
and have recently raised employes’ 
pay. We plan to raise their pay 
again soon. We find customers 
complain about increasing charges 
but generally accept the new 
prices. We feel that an increase 
immediately is necessary if we are 
to break even on our shop and be 
able to employ good help.” 

With the nation’s economy surg- 
ing upward, the rise in pay and 
charges is timely. 











peak 


PERFORMANCE 


that establishes 


a line of piston rings . . 


it's performance that counts! 


The continuous record for more than forty years of PEAK 
PERFORMANCE ...... never a product failure—always con- 
sistently satisfied customers—has proven CONTINENTAL to be 
a highly valuable line to its customers. 


THE ONLY COMPLETE RING LINE 
MADE IN THE SOUTH BY SOUTHERNERS 


CONTINENTAL PISTON RING COMPANY 
MEMPHIS, TENNESSEE 


CHROME-FLEX 
STEEL-FLEX 
PISTON RINGS 


it’s not 


. . the price 


. . the package 
. . the sales program 
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Mountjoy Co. Sponsors 
"Shop Look" Meeting 


ROUND 145 key personnel from 

90 fleets, dealers, contractors 
and garages recently attended a 
clinic meeting in the machine shop 
of the Mountjoy Co., San Antonio, 
Texas. 

Purpose of the clinic was to give 
customers a view of machine shop 
environment and the high precision 
equipment used in making repairs. 

Principal speakers on the pro- 
gram were Ike Lee of Perfect Cir- 
cle Corporation, who discussed 
their “Power Service” and “Doc- 
tor of Motors” program for the 
year, and Carl Fields and Vernon 
Goodfellow of Central States Sales 
Co. 


C. C. Joslyn Succumbs 


C. C. Joslyn, who had represent- 
ed several manufacturers and was 
well known over the South, died 
last month from injuries suffered 
in an automobile accident. Recent- 
ly he had been a manufacturers’ 
representative headquartering at 
Detroit. 


If you are driving a new Stude- 
baker, your car may be equipped 
with an aluminum-finned radiator 
such as this one. Identical in ap- 
pearance to a conventional copper- 
finned radiator, the new type, 
while as efficient as the eld radi- 
ator, is being tested for potential 
advantages in better cooling and 
longer life. according to Stude- 
baker-Packard’s chief research 
engineer, Michael P. deBlumen- 
thal (shown here). Following ex- 
tensive laboratory and proving 
ground tests, one thousand 1957 
production models have been e- 
quipped with the new radiator 
and are now in service in various 
areas across the country under 
different temperature, altitude and 
road conditions. 
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AIRTEX quality is more 
than a promise...it's a 


GUARANTEE! 


The AIRTEX name on fuel pumps and water pumps 
is a sign of quality that guarantees fine performance. iF it's O O 
Every AIRTEX pump is precision engineered and 
carefully inspected at each stage of manufacture, to 


.°) °o 
assure long, trouble-free service. When you install 0 H AT FE X 
an AIRTEX pump you are assured of complete 
customer satisfaction. re) re) 
IT’S GOT TO BE GOOD! 
.) 


ORDER FROM YOUR AIRTEX JOBBER .. . or write for catalogs today 


AIRTEX AUTOMOTIVE DIVISION e FAIRFIELD, ILLINOIS 
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Buick Says Party-ers, 
Athletes Can't Sell 


| agp ferie and ex-athletes do 
net necessarily make topflight 
salesmen, according to a _ sales 
questionnaire Buick developed in 
cooperation with General Motors 
Institute. 

“They may have other attributes 
which outweigh those personal 
characteristics,” said General Sales 
Albert H. Belfie, “but results of 
a two-year study of what makes 
a good car salesman show such 


factors have no direct bearing as 
a general rule.” 

Drs. William B. Chew and Orlo 
L. Crissey, industrial psychologists 
at the institute, conducted research 
with the active cooperation of 
over 1,200 Buick dealers and more 
than 2,000 of their new-car sales- 
men. Original 300 multiple choice 
questions were boiled down to 40 
which were included in the ques- 
tionnaire. 

“Well-above-average” athletic 
ability got the least points of five 
possible answers on the scoring 





Pee) |e 
CONDENSER TE 


and | 
STER fl 


WWUA EQUIPMENT SALES 


FREMONT, OHIO 
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and “average ability” the most. 
A negative answer to the question 
“Do you usually enjoy going to 
large parties or picnics?” earned 
the most points; a “yes,’’ the least. 


North Carolinians Set 
Meeting for May 


hye fourth annual convention 
of the North Carolina Auto- 
motive Wholesalers Association 
will be held May_12-14 at the Sir 
Walter Hotel in Raleigh, Executive 
Secretary Jesse F. Jones, Jr., an- 
nounced. 

Plans are taking shape for a 
special convention cruise, similar 
to the one in November 1955 and 
again on the Swedish American 
Line’s Stockholm. Early plans call 
for the ship to sail with association 
members, their guests and friends 
from Wilmington Sunday, Nov. 17, 
to Nassau and Havana and return 
to Wilmington Nov. 23. 

R. E. Kirkland of Barnes Motor 
& Parts Co., Wilson, is president 
of the association, W. E. Stanford 
of Motor Bearings & Parts Co., 
Greensboro, is vice-president and 
L. T. White, Jr., of Motor Bearings 
& Parts Co., Raleigh, is treasurer. 


Charlotte Dealers Name 
Daniels President 


HE Charlotte (N. C.) Automo- 

bile Dealers Association has 
elected J. D. Daniels of Daniels 
Motor Co. president. 

Other officers are George M. 
Hearn, Hearn Motor Co., vice- 
president, and William B. Scott, 
Hutton-Scott Co., secretary-treas- 
urer. Directors are W. F. Beau- 
champ, Don Allen Chevrolet Co.; 
Spencer A. Folger, Lee A. Folger, 
Inc.; Arthur P. Harris, Jr., City 
Chevrolet Co., Inc.; Frank E. 
Woods, Frank Woods, Inc., and 
Fred R. Young, Young Motor Co. 


Virginian Adds Branch 


Purchase of Motor Supply Co., 
Wytheville, Va., to be operated as 
a branch store, has been announced 
by H. G. Rowland, president of 
Marion Auto Parts Co., Inc., Mar- 
ion, Va. The branch will be man- 
aged by Shirley Gamble. 


Prest-O-Lite Ups Roberts 


W. C. Roberts has been named 
sales manager for Prest-O-Lite 
Batteries, it has been announced 
by W. E. Blank, vice-president- 
marketing of The Electric Auto- 
Lite Co. 
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1957 SIGFLARE SYSTEM 

4 lamps and the fabulous 5-in-1 No. 900 Switch provide 
* The most powerful Class A, Type 1, directional signals. 
* Emergency flare feature that simultaneously flashes 
all 4 signal lamps when vehicle is disabled. « 2 Stop 
Lamps as powerful as signal lamps. * 2 Tail Lamps as 
powerful as the law allows. * Plus new built-in tail light 
contro! that automatically takes over when signalling 
turns at night. 


The New Slim line 
CYCLOSTAT SERIES 
Approved 

Class A-Type 1 deluxe 
for any and models only) 
all installations 


(bases with 


No. 38 double face, die No. 37 single face, die 
cast chrome or baked cast chrome or baked 
a 


enamel 





“ 


line for ’5'7 


The big change in signal lights has finally arrived! Now for 
1957, Signal-Stat presents truly modern styling with a flair 
for the future! The lines are sleek and streamlined ...the 
look is as thin as tomorrow’s sunbeam! And in performance, 
these new CYCLOSTATS light the way to a new era in 
safety. Never before such rugged construction ...and never 
before such superb refinement of design! 


But this is only half the story, for the big innovation in 
signal switches has also arrived — Signal-Stat’s #900 Sig- 
flare switch. Now the new 1957 Sigflare system combines all 
the new safety features, longer life and ease of operation 
that make it the most outstanding value. Trucks will stay 
on the road instead of in a repair shop...men will stay at 
the wheel, and not in a wheel chair. The new Signal-Stat 
line offers the most complete all-around protection for ve- 
hicles and drivers at all times. Be sure you install Signal- 


Stat equipment for maximum safety and profit. Write for 
our new 1957 catalog TODAY! 


No. 36 flush type, diecast No. 28 double face No. 27 single face No. 26 flange flush type 

No. 36D flange recessed 

lens, die cast chrome or 
baked enamel 


enamel 
] ha = tat Always creating — never imitating 
DIRECTIONAL SIGNALS « SWITCHES «+ FLASHERS SIGNAL-STAT CORPORATION, 523-539 Kent Ave., Brooklyn 11, N. Y. 





No. 26D flange recessed 
ns 


Hungarian-Refugee Mechanic Is Asked 
By Texas Boss to Work Less Fast! 


TEXAS shop operator has had 

to ask his Hungarian-refugee 
mechanic to slow down a bit in his 
work. 

“The first thing we had to do 
was get him to slow down a little. 
I never saw such a fast worker. It 
must be that speed-up system the 
Commies impose,” said Tony Bull, 


proprietor of John Bull Motors, El 
Paso, about Kalman V. 

“This man is not only a good 
worker but a very ingenious one,” 
Bull commented. “Apparently he 
learned how to keep cars running 
in Hungary when spare parts were 
almost unobtainable, which made 
him cleverer and more resourceful 





market when you 
choose Coats, the 

brand that’s often im- 
itated but never equalled, 
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MODEL 200 
MOTORIZED 
TRUCK TIREMAN 


For the easiest, fastest tire 
service available anywhere, 





NO. 36 TUBELESS 
TIRE TESTING 
TANK 
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COATS WHEEL 
TOOL BALANCER & 
RACK TIRE SPREADER STAND 














choose the new, double-duty 
Tireman. Tire engineers all 
agree that Coats famous 
roller action is best for 
mounting and demounting 
tubeless as well as conven- 
tional tires, regardless of rim 
size. New, gentler bead loos- 
eners handle 14-inch wheels 
quickly, safely. Once you see 
a Tireman in action, you'll 
know why more dealers use 
Coats Tireman than any 
other make. Comparison is 


invited! 
MODEL 
Tineman 
REMAN | WRITE FOR FREE LITERATURE 


ON THE 14-INCH WHEEL 








JACK P. HENNESSY COMPANY, INC. 


Manufactured by COATS COMPANY 
FORT DODGE, IOWA 


PIONEERS IN 
TUBELESS TIRE SERVICE EQUIPMENT 


Pearson St. 
GENERAL OFFICES: 12 DEPOT SQUARE, ENGLEWOOD, N. J. 
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WESTERN DIVISION OFFICES 

3453 Cahuenga Boulevard 

Los Angeles 28, California 
MID-WEST OFFICES — Chicago, Ill. 
24 E. 





at the job than many American 
mechanics are today.” 

Bull, whose company imports 
British, German and Italian cars, 
said, “He goes at the work with a 
sure hand, particularly on some of 
these older models we get in here 
quite often. 

“The other day we had a 20- 
year-old Mercedes-Benz that the 
owner had taken to several other 
shops. Kalman found the trouble 
in a few minutes and fixed it. The 
car runs fine now.” 

The Hungarian worked for six 
years in a Hungarian garage before 
the revolt against Communist op- 
pression last October. The only 
postwar cars he ever saw were an 
occasional Russian Zis. 


More Aluminum Goes 
Into New Cars 


MERICA’S average 1957 pas- 
senger car, breaking all pre- 
vious records, utilizes 10% more 
aluminum than last year’s models. 
On the basis of 1957 industry 
production forecasts for a 6,500,- 
000-car year, passenger-car ap- 
plications should consume 23.5% 
more aluminum than was actually 
used in 1956 models, Aluminum 
Co. of America reported. 

Total usage by weight should 
approximate 247,500,000 pounds 
during 1957, for a new all-time 
high. 

Aluminum usage in the average 
passenger automobile has evi- 
denced a steady upward trend in 
recent years. The figure for 1955 
models was 29.6 pounds. A year 
ago, using ’55 individual car pro- 
duction records as a basis, Alcoa 
estimated 1956 usage would aver- 
age 35.2 pounds. From 1956 pro- 
duction statistics now available, 
the actual ’56 average was 34.6 
pounds. 

Based on ’56 production percent- 
age figures, Alcoa now calculates 
that the average 1957 car will 
utilize 38.1 pounds of aluminum. 


Hugh Weed Dies in St. Louis 


Hugh H. C. Weed, 73, former 
president and board chairman of 
Carter Carburetor Corp., died at 
his home in St. Louis, Mo., recently 
following a brief illness. Weed be- 
came vice-president and general 
manager of the company in 1913. 
From 1946 to 1954 he was presi- 
dent and a director until 1956 
when the board was dissolved and 
Carter became a division of ACF 
Industries, Inc. 
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TODAY 
AS 
ALWAYS 
America’s 
No. 1 
Hose Clamp 


Any good product can be imitated to sell 
cheaper — but trust AERO-SEAL to keep it’s 
famous quality and satisfy both the seller and 
the user. Test AERO-SEALS for superior 
strength and holding power. Trust them for 
better engineering and easier operation of the 
precision worm gear. Notice how the worm 


Aji 


\ 


has no slack — won’t wobble. Wide, stainless 
steel bands resist corrosion, tighten around hose 
with uniform pressure that doesn’t pinch or cut. 
AERO-SEALS can be used again and again 
. will outlast a car! They’re available in a 
complete size range. Why settle for less than 
genuine, top quality AERO-SEALS? 


For added quick-attach 
advantage, get AERO-SEAL 
Jets. Nothing like them! 


ere Cai 4 
E wage 7, 
4 C10 -SCAL vesvm WORM GEAR HOSE CLAMPS 


BREEZE CORPORATIONS INC., 700 LIBERTY AVENUE, UNION, NEW JERSEY 
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DELCO-REMY ANNOUNCES NEW 
PREASSEMBLED IGNITION CONTACT SETS 
IN MOISTURE-PROOF FOIL PACKAGES 


Now, new convenience, efficiency and sales appeal have been added to 
the quality features of Delco-Remy ignition contact sets. Preassembled, 
precisely adjusted and aligned, the new sets make installation easier 
and faster—assure top contact performance. And, what’s more, each new 
set is enclosed, with instructions, in a trend-setting new package wrapped 
in moisture-proof, heat-sealed metal foil. These colorful, distinctive new 
packages stack neatly on the shelf, are easily identified, and assure the 
customer factory-fresh merchandise. 


Specially developed to simplify service on hard-to-get-at distributors these 
convenient new Delco-Remy contact sets offer these important advantages: 


1 Completely assembled unit for easier, quicker installation. 


= Precision spring adjustment and point alignment assure top contact 
performance. 

3 Securely attached breaker spring holds adjustment during instal- 
lation. 

a. Patented plastic “‘point-holder”’ protects contact surfaces, maintains 
rigid alignment until installation is complete. 

& New moisture-proof, heat-sealed foil package protects contacts from 
dirt and oxidation—is easy to stock, identify, and sell. 


Always replace with Delco-Remy contact sets when you service Delco- 
Remy equipped cars and trucks. They’re the only ones with all the 
original equipment features. Available from your car or truck dealer or 


the United Motors System. 


DELCO-REMY « DIVISION OF GENERAL MOTORS © ANDERSON, INDIANA 


GM GENERAL MOTORS LEADS 


GENERAL 
MOTORS 
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Ford's Sheffield Plant 
To Activate in ‘58 


ULL operation of Ford Motor 

Co.’s new aluminum castings 
plant at Sheffield, Ala., is expected 
late in 1958, according to company 
officials. Actual production is ex- 
pected to begin next fall. 

The plant, which will employ 
about 800 people witha payroll of 
around $4 million a year, will be 
Ford’s southernmost basic manu- 
facturing facility. When in full 
production it will turn out about 
140 tons of aluminum engine and 
automatic transmission parts a 
day. 

Elvin W. Day has been named 
manager of the plant, which will 
be under the supervision of D. J. 
Davis, vice-president in charge of 
manufacturing. 

The building, expected to be 
completed this summer, will be of 
one-story construction and will 
contain 200,000 square feet of 
floor space. The 135-acre plant site 
is five miles east of Sheffield and 
a quarter-mile west of Reynolds 
Metals facilities. 

Specially equipped ladle trucks 
will transport molten aluminum 
along a private road connecting 


Merit muffler salesmen at a recent three-day meeting in Toledo heard 
sales, merchandising and advertising plans for 1957. Sales Manager 
By Harris conducted the sessions, also attended by company officials. 


the Reynolds and Ford operations. 
The Ford plant will use about 64 
million pounds of aluminum a 
year. 


Good Trailer Demand 
Expected to Linger 


G oop demand for truck-trailers 
is expected to continue, ac- 
cording to C. L. Schneider, presi- 
dent of the Truck-Trailer Manu- 
facturers Association, Washington, 
D. C., and executive vice-president 


of fleet sales, Fruehauf Trailer Co. 

In his annual report at the as- 
sociation’s recent convention in 
Coronado, Calif., Schneider did not 
estimate the industry’s 1957 pro- 
duction in terms of number of 
trailers. Instead, he reviewed brief- 
ly the factors bearing for and 
against greater demand, and con- 
cluded that these factors point to- 
ward the plus side of the outlook. 

One of the unfavorable factors 
cited by Schneider was the current 
credit situation. 








* Priced to Zoom Your Profits 


*« Complete, Streamlined Family « Briggs & Stratton, Clinton, Lausen Engines 
*% Forceful Ads Spell Fast Turnover 


See your jobber or write us today for catalogue, prices, complete information. 


SOUTHLAND MOWER COMPANY 
SELMA, ALABAMA 


THE GRASS 1S ALWAYS GREENER IN A DIXIE Yarn; 


* Rugged, but Smooth Handling 


Want more facts? Use Reader Service Card Page 118 
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Duty, 21°" 


* Liberal Dealer Discounts 
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He’s got this job licked before he’s started 


The bearing oil leak detector “x-rays” 
the bearings right in the block 


The Federal-Mogul Bearing Oil Leak Detector carries oil under 
maintained pressure to all oilways and bearings in the engine, 
reveals worn bearings or plugged oilways without tearing down the 
engine. It is also an accurate check-up of your work when the job 
is completed and pre-lubricates the entire system before starting 
the engine. Other useful, time-saving tools: Out-of-Round Gauge— 
checks rod bores; Roll-out Pins—for removing, replacing upper 
main bearings with shaft in engine. Ask your jobber. 


FEDERAL-MOGUL SERVICE 


DIVISION OF FEDERAL-MOGUL-BOWER BEARINGS, INC. 


diditie Tit 


1508 $B-20 


ENGINE BEARINGS 


RESEARCH ¢« DESIGN « METALLURGY « PRECISION MANUFACTURING ¢ SERVICE 
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On this and the following pages is an excellent selection of free 
Automotive literature. List numbers of those desired on the coupon 
and mail to SOUTHERN AUTOMOTIVE JOURNAL. 





101 WRITE FOR CURTIS LITERA-: 
TURE ASSEMBLY KIT C-6—Gives 
full information on Curtis Air Compressors, 
Curtis Oar Washers and Curtis Auto Lifts. 
Curtis Pneumatic Machinery Division of 
Ourtis Mfg. Co., 1938 Kienlen Avenue, St. 
Louis 20, Mo. 
10 MODEL NUMBER INTERCHANGE— 
. Handy reference sheet with complete 
listing of all passenger cars by model number 
interchangeably with model name. Saves 
look-up time by including car model data not 
found elsewhere. Useful as a supplement to 
every automotive parts catalog. Kem Mfg. 
Co., 20-21 Wagaraw Rd., Fair Lawn, N. J. 
| VENTILATED CUSHIONS — Full 
J _ merchandising program on _ Kool 
Kooshions, including handsome wire display 
rack, 4-page full color catalog, other adver- 
tising on complete Kool Kooshion line. Kool 
Kooshion Mfg. Co., Oklahoma City, Okla. 
105 WAGNER AIR BRAKE AND RO- 
TARY AIR COMPRESSOR BULLE- 
TIN—Discusses in detail straight air and 
air-over hydraulic air braking systems. 
Contains an explanation of the operation of 
the Wagner Rotary Air Compressor com- 
plete with diagrams, cross section drawings’ 
and photographs. Lists by catalog numbers 
component parts as well as field installation 
kits. Write for Catalog KU-201. Wagner 
Electric Corporation, 6362 Plymouth Avenue, 
St. Louis 14, Missouri. 
1 CAP MERCHANDISER—How to in- 
7 crease profits by use of radiator and 
asoline cap Merchandiser. The space saving 
erchandiser saves you time and money 
while increasing sales and profits. Ask for 
detailed information. Stant Mfg. Co., 1620 
Columbia Ave., Connersville, Ind. 
107 THERMOID HYDRAULIC BRAKE 
PARTS MANUAL—A 16-page man- 
ual in simple language with illustrations. 
Descriptions of servicing, bleeding and flush- 
ing procedures are set forth, also instructions 
on rebuilding master and wheel cylinders. 
Brake fluid requirements are listed and hy- 
draulic brake system operation is explained. 
is new manual, Form No. HBP-100 is 
companion piece to Thermoid Brake Service 
Reference ook. Thermoid Co., Dept. R, 
Trenton, N 
108 1957 EDITION OF 12 VOLT ELEC- 
TRICAL EQUIPMENT FOR PAS- 
SENGER CARS—Contains description of 12- 
volt automotive electrical equipment used on 
1957 model cars, giving special emphasis to 
the new external adjustment type distributor 
and the enclosed shift lever type cranking 
motor. Recommendations for periodic servic- 
ing, checking and adjusting of the charging, 
starting and ignition systems are discussed. 
Special section devoted to trouble shooting 
of 12-volt electrical equipment. Technical 
Literature Section, Delco-Remy Div., Ander- 
son, Ind. 
109 AMMCO BRAKE SERVICE, EN- 
GINE REPAIR, AND HONING 
TOOLS AND EQUIPMENT — Catalogs, de- 
scribing the Ammco line of brake drum lathes, 
brake shoe grinders, brake drum micrometers, 
brake shoe setting gages, brake hones, brake 
bleeders, brake safety checking instruments, 
pin fitting honing machines, small bore hones, 
cylinder hones, cylinder surfacing hones, 
ridge reamers and torque wrenches. Ammco 
Tools, Inc., 2110 Commonwealth Ave., North 
Chicago, Ill. 
HEAVY DUTY AUTOMOTIVE AIR 
TOOLS—Oomplete details including 
prices on heavy duty air Impactools and ac- 
cessories, tire service tools and IMPACutter. 
Proof of time, labor, and money savings on 
many automotive service jobs. John K. 
Uhler, Ingersoll-Rand Co.. pel potere, N. J. 
1 1 1 TION GUIDE OF SPECIAL- 
IZED LUBRICATION TOOLS—Set 
up in chart form covering 19 makes of cars 
and 8 specialized tools. Especially helpful 


116 


to inexperienced operator, making it prac- 
tically impossible to select the wrong gun 
or accessory for any given operation. Also 
has chassis drawing pointing out every part 
named, Ferm No. 38-808. Alemite Div., Stew- 
art Warner Corp., 1826 Diversey Parkway, 
Chicago 14, Illinois. 
1 1 TIMING LIGHT MANUAL—20 page 
' booklet gives full operating instruc- 
tions for the three Auto-Test timing lights. 
Includes information about service and re- 
pair of light as well as the warranty offered 
by Auto-Test, Inc., 600 8S. Michigan Ave., 
Chicago 5, Ill. 
114 32 REASONS FOR OIL CON- 
SUMPTION — An easy-to-use, in- 
dexed corrective manual listing 32 major oil 
consumption problems and remedies. Inform- 
ative, illustrated, prepared by one of the top 
technical staffs in this field. Write — Oil 
Consumption Booklet, American Hammered, 
20C1 Sanford Street, Muskegon, Mich. 
1 ] DIXIE LAWN MOWERS—Beautiful 
color catalog sheets on this com- 
plete line of mowers. Also sales aids and 
distributor mailing pieces. Southland Mower 
Co., Selma Ala. 
1 16 TOOLS FOR AUTOMATIC TRANS- 
MISSION SERVICE — Tools and il- 
lustrated instructions for servicing Olds, 
Cadillac, Pontiac, Lincoln, Nash, Hudson, 
Kaiser, Frazer, Ford, Mercury and Chevrolet 
automatic transmissions are shown in a cata- 
log supplement offered by Blackhawk Hand 
Tools, New Britain, Conn. 
1 1 BRAKE SERVICE GUIDE — Com- 
plete instructions for inspecting, 
flushing and bleeding the brake system. 
Handy trouble check chart. Write for Bul- 
letin HU-411. Wagner Electric OCorp., 6400 
Plymouth Ave., St. Louis 14, Mo. 
1] RAMCO SERVICE MANUAL—5th 
edition. Illustrated. Gives complete 
data on piston ring installation—also hints 
on locating engine trouble___causes of oil 
loss—pitfalls of motor-overhauling and how 
to overcome. Ramsey Oorp., 38698 Forest 
Park Blvd., St. Louis 8, Mo. 
1 2 OIL FILTER CARTRIDGE INSTAL- 
LATION MANUAL—Gives step by 
step instructions for easier oi] filter service 
on all cars through 1956, Lists crankcase 
capacities, tools required, plus handy cross 
reference chart. Wix Corp., Gastonia, N. C. 
1 TIRE RETRUING — An illustrated 
bulletin about this newest extra 
rofit service. Describes Bear ‘‘On-A-Car’’ 
ervice which makes possible tire retruing 
right on-the-car. Explains method using most 
advanced truing principle. Bear Mfg. Co., 
Dept. SAJ, Rock Island, Ill. 
AERO-SEAL HOSE CLAMPS — An 
illustrated 4-page folder giving clamp 
ranges, mechanical information, engineering 
data, stock numbers, packaging, etc. Breeze 
Corps., Inc., 700 Liberty Ave., Union, N. J. 
125 ANDARD DUTY ‘GENERATOR 
REGULATORS — A 16-page 8% 
x 11 inch booklet covering the operation and 
maintenance of Delco-Remy regulators. (62 
pictures) Contains illustrations showing va- 
rious steps of adjustment. Will help automo- 
tive electricians understand and service reg- 
ulators. Deleo-Remy Service Department, An- 
derson, Indiana. 
| HYDRAULIC BRAKE FLUID 
SERVICE — HOW TO CHECK, 
DRAIN, FLUSH, REFILL, BLEED — Easy 
reference book that contains helpful service 
instructions as well as detailed descriptions 
and illustrations of the latest methods and 
ae ra for prefitably servicing hydraulic 
raking otems. Send for Bulletin HU-17H, 
Wagner Electric Corporation, 6362 Plymouth 
Avenue, St. Louis 14, Missouri. 
129 AUTOMATIC TRANSMISSION 
SERVICE TOOLS—TIllustrated Cata- 
log Supplement showing use ef tools for Olds, 


Cadillac, Pontiac, Lincoln, Nash, Hudson, 
Kaiser, Frazer, Ford, Mercury and Chevrolet 
automatic transmissions. The New Britain 
Machine Co., New Britain, Conn. 


13 VALVE CATALOG—A new 166-page 

catalog of valves, valve guides, valve 
seats, valve openings and other valve compo- 
nents is offered by Rich Mfg. Corp., Battle 
Creek, Mich. 


13 AUTOMOTIVE SERVICE GUIDE— 

A practical and factual presentation 
of the use of Impactools in automotive serv- 
icing. Contains time study reports showing 
how dealers and shops can increase profits 
for both themselves and their mechanics. 
Automotive Service Guides are now available 
for Ford, Chevrolet, Plymouth, Oldsmobile, 
Hudson, Studebaker and General truck serv- 
ice. Specify which Guides you want. John 
K. Uhler, Ingersoll-Rand Co. Phillipsburg, 
N. J. 


13 CATALOG NO. 56— Features more 
than 300 Champ-Items automotive 
replacement parts for all makes of cars. A 
handy service book. Champ-Items, Inc., 6190 
Maple Ave., St. Louis 14, Mo. 
134 STREAMLINER CATALOGS on 
Moog Coil action front end parts, 
coil springs chassis parts and electrically 
heat-treater springs for cars and trucks. 
Moog Industries, Inc., 6651 Easton Ave., St. 
Louis 14, Mo. 
13 WHEEL WEIGHTS—Oolorful cata- 
log describes eight types of balance 
weights covering 74 sizes. Also lists weight 
tools for application and remeval of weights. 
Snugl Wheel Weight Mfg. Co., Kokomo, Ind. 
13 DELCO - REMY ELECTRICAL 
SERVICE — A 20-page 8%x11-inch 
booklet covering essential steps in servicing 
the electrical system on an automobile, Pro- 
fusely illustrated (84 pictures). A must for 
the automotive electrician. Delco-Remy Serv- 
ice Department, Anderson, Ind. 
13 PLUG CHEK—A colorful wall ban- 
ner showing condition of spark plugs 
under various driving conditions. This serv- 
ice tool is designed to assist service men in 
diagnosing spark plug heat range problems. 
The Electric Auto-Lite Co., Toledo 1, Ohio. 
T 3 AIR COOLED ENGINE VALVES— 
A complete 8 page and cover catalog 
of valves for air-cooled engines and locks, 
first offered by any replacement valve man- 
ufacturer. Lists replacement valves for lead- 
ing manufacturers of engines used for pow- 
ering lawnmowers, garden tractors, mixers, 
conveyors, pumps, combines, industrial en- 
gines, refrigeration units. Rich Mfg. Oorp., 
Battle Oreek, Mich. 
] PRESSURIZED COOLING SYSTEM 
Servicing and maintenance of the 
pressurized cooling system is detailed in a 
booklet available from Stant Mfg. Co., 1620 
Columbia Ave., Connersville, Ind. 
14 NEW PISTON RING CATALOG and 
full Power Story on Moog X-Plus 
Piston Rings for motor reconditioning. Moog 
Piston Ring Co., 6651 Easton Ave., St. Louis 


14, Mo. 
14 TRUCK SERVICE GUIDE—32-page 
bulletin gives the truck service shop 
accurate time and cost comparisons in —= 
a number of common service jobs by ban 
and with air and electric power tools called 
Impactools. With this guide, a truck service 
shop can evaluate more accurately its present 
service equipment and determine in advance 
the actual savings that it may expect through 
using Ingersoll-Rand air and electric Impac- 
tools. Ingersoll-Rand Co., 11 Broadway, New 
York, N. 
1 44 RADIATOR SERVICING EQUIP- 
MENT-—A new 48 page book ‘‘Blue- 
print For Profit’’ explains big profits serv- 
icing radiators, explains the Inland method, 
illustrates and describes Inland Equipment, 
free factory training school, payment plan, 
ete. Inland Mfg. Co., 1108 Jackson 8St., 
Omaha 2, Nebraska. 
1 45 UPHOLSTERY CLEANER FOR 
AUTOMOBILES — Illustrated 4- 
page catalog, which gives full information 
about Jensen’s Special Auto Upholstery 
Foam and how it can benefit jobbers, car 
dealers, and service stations, sent with free 
romotional material. Jensen Products, 4119 
roadway N.E., Knoxville 17, Tenn. 
1 47 NEW LIGHTING SPECIFICATIONS 
BOOKLET— Illustrated 12 pages 
lists all the new American Trucking Associa- 
tion recommendations. Gives uniform speci- 
fications for wiring and lighting of commer- 
cial vehicles. Write to Signal-Stat Oorp., 523 
Kent Ave., Brooklyn 11, N. Y. 
] 49 TIRE & TUBE REPAIR MATERI- 
ALS are listed in this new 12 page 
catalog. Gives the complete line offered and 
also the stock numbers, quantity in package 
and the shipping weight. Ace Rubber Oo., 
P. O. Box 6147, Dallas, Texas. 
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15 —= 911 ROCKER ARM RE- 
— All wn i 
utes y ~~ Sat 
bulletin, Also. advantage “Teotenee of 
| I 2225 B _ietined. ; 
‘ ne., t., 
Dallas, Texas ; ” 


BLUEPRINT FOR PROFIT — A 
booklet with case ns ge dealers 


and supplies needed to 
. Oo. 1108 _~ hy 8t., 


155 = How SELL MORE OIL, OIL 
FILTERS, ee & TBA 

ITEMS—12 page illustrated wives 

profitable tips on increasing a y~ Ee 

making every customer a happy customer. 

—— Meg ener Corp., 25 Buick 
. Bosten 15, Mass. 


156 BONDO PLASTIC FIBERGLASS 
PASTE DIRECTION FOLDER — 8 

es of easy-to-follow, how- te a better 

y repair job with this ‘‘miracle body 
filler thet hardens like rock.’’ Easily, qu 
ly and concesenay ot rlioe. A. permsa- 
ently restores ew'’ for anto- 
motive, marine — es Ey repairs of 
metals, wood, stone and concrete. ndo 
Div., Jaycee Chemical Corp., 1104 Forest 
Road, Northford, Conn. 


15 AIR CONDITIONED FOLDER — 

Descriptive folder gives full informa- 
tion on the unique features, installation, price 
and warranty of the ueen sutomobile 
air conditioner. Write to Klauss-Joyce, Inc., 
5526 Dyer St., Dallas, , i, 


159 CONNECTING ROD REECONDI- 
TIONING — Bulletin for automotive 
¢ a new simplified — of 
grinding and honing connecting tale 
and bearing bores. It gives operation — 
and full information about the 

125 Redmaster connecting rod rinding = 
honing machine. ma. new mac tool fits 
in small space a bench and is fast and 
accurate. i, SS. Inc., 2225 Burbank 
St., Dallas, Texas. 


shops describ 


164 AIRTEX FUEL PUMPS—New and 
rebuilt fuel pone Catalog AX-70. 
Airtex Automotive Div., Inc., Fairfield, Ti. 
166 CYLINDER HEAD STOCK RE- 

MOVAL CHART—<A handy pocket 
size showing year and model of car, stand- 
ard compression and the amount of cylinder 
head stock removal necessary to attain the 
increased ratio. Storm-Vulcan, Inc., 2225 
Burbank St.. Dallas, Texas. 


] TOOL CHEST BULLETINS — De- 
scriptive literature of the Huot tool 
chests and cabinets including the Huot Porta 
Cab designed for you to have rolling ctesngp 
for tools. Huot Mfg. Company, 587 
Wheeler St., St. Paul 4, Minn. 


1 CRANKSHAFT GRINDER MANUAL 

—a colorful 8-page 2 contain- 
ing engineering, construction and tion 
details of the new Storm-Vulcan m del 15-A 
Crankshaft Grinder. It is well illustrated 
for easy understanding, and describes fully 
the special features and advantages of the 
nev 15-A Orankshaft Grinder designed for 
fast production and cision. Storm-Vulcan, 
Inc., 2225 Burbank 8St., Dallas, Texas. 


169 ADVANTAGES OF FILT-O-REG 
COMBINATION FUEL PRESSURE 
REGULATOR-FILTER — on every gasoline 
engine. Solves carburetor troubles caused 


b cessive fuel pressure. Explained 
$y: house. Write Alondra Sales, Inc., 
959 Orenshaw Blvd., Los Angeles 19, Oslif. 


HYDRAULIC PARTS — Oomplete 
of the complete line of 
ts and illustrates the 
f repair kits, hoses, stop- 
mas and wheel as- 
Information complete up to 1954. 
Eis Automotive OCorp., Middletown, Oonn. 


THE LAMSON NO. 56-A AUTOMO- 





‘tities are given & 
cone O.. 1971 wv. sth Bt. Cleveland 2, 


] 8 ae ENGINEERING BREO- 
— A new brochure com- 
prised of 14 7 a home Engineering cles 
cov consumption problems, ring 
problems, oil centro! problems peculiar to the 
m - high vacuum en- 
piston seufied gompacnense 

articles on 
ffing and scoring. ~~» = -! 

town, Ind. 


AUTO LITE BATTERY SERVICE 
MANUAL — An authentic reference 
and guide for everyone interested in testing 
and servi automotive storage batteries. 
Simply written and thoroughly illustrated, it 
is so complete in its coverage of the subject 
that service men and fleet operators will find 
it easily understandable. aN by 
Auto-Lite Battery Corporation, P. O. Box 931, 
Toledo, Ohio. 


19 WIRE & CABLE CATALOG — A 

condensed catalog of electric wire 
and cable, complete with perience for 
all oa 1, 8 ons. The Electric Auto-Lite 


195 NEW CATALOG on Yankee's fen- 
der or body mounting mirror line. 

mirror heads are featured, as well as 

ted Pacesetters and 24 rat Gold 
Pla Pacesetters. Ask for Catalog Sheets 
56001-4. Kalamazoo amched for filing. 
Yankee Metal Products — Norwalk, Conn. 


Ls as PLUGS — Oondensed four 

ification folder for - 

cars, Pinclad 1956 models. The Electric 
to-Lite Os., Te o 1, hio. 


EBXTRA PROFITS WITH STEAM 
CLEANERS — 20 page booklet 
showing several dels of Hyp a 
steam cleaners, . illustrating many 
itable = pe t in eutenetiee 
and allied sasertant Iso folder on Cooling 
System Maintenance. Hypressure Jenny Div., 





Homestead Valve Mfg. Oo., P. O. Box 348, 
Coraopolis, Penna. 


21 COLUMBUS SHOCK ABSORBEES 

— Now available, 16- “*M.O."" 
booklet (Method of Operation} Tesigned to 
show we J av desler can make $1000 
a year yw shock sbsorbers. 
Heckethora fg. Supply Oo., Littleten, 


214 THE WHYS AND HOWS OF — 


‘ho. Standard Metor Products, 
Sa Northern Bivd., Leng Island City 


Py THE SCENES''—Facts 

res on how Bn duty ic 

- 7 from others and wh uy 

‘*‘Behind The Seenes’ 

describes = ie life, rformance 
are built into heavy duty ignition wo 
Written in non- ——s sore fe, AND- 
ARD MOTOR 37-18 
Northern Bivd., a Oiaes Oity i = me 


219 HOMESTEAD HOISTER — Folder 
describing truck and anto front-end 
lifts, showing many applications of com- 
ning and safety. Homestead Valve 
Mfg. “oo. P. 0. Box 848, Coraopoiis, Penna. 


“WHAT PRICE QUALITY’ — 

Read how ignition rts should 
made and why. ‘‘WHAT PRICE QUALITY’ 
tells the story of the making of quality ig- 
nition rts. Written in non-technical lan- 
guage. Standard Motor Products, Inc., 37-18 
Northern Blvd., Long Island City 1, N. Y. 


227 FUEL PUMP TROUBLE SHOOTI¥G 
— Olearly describes and illustrates 
correct procedure for testing fuel and 
vacuum pumps, and how to use properly a 
fuel pomp ~—y~ gauge. Four page pamph- 
let also includes complete fuel pressure 
specifications and car application data. Kem 
Mtg. Co., 20-21 Wagaraw Rd. Fair Lawn, 


NEW SIOUX CATALOG 356 — A 

new 52-page catalog agetading com- 

lete illustrations and descriptions of valve 

‘ace grinding machines, valve seat grinder 

sets, electric screw drivers, impact -vrenchee, 

drills, bench and portable a fae flexible 

shafts, saws, sanders, ab ve 

dises and polishes. Also included are ae 

tools for builders, farmers and home shop. 
Albertson & Co., Inc., Sioux City, Iowa. 


237 2 i a 619 CRANKSHAFT 
— A 2-page informative 

bulletin = se tishea by Lempceo Products, 
Inc. Complete with illustrations, dimensions 
and reference data on this low-cost, precision 
inder with outboard counter- 

rite Lempeo Products, Inc., Dun- 

Road, Bedford, Ohio. 
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2 RUBBER PRODUCTS — A con- 

densed catalog designed for parts 
reference work just released. It contains 
handy simplified identification and illustra- 
tions of floor mats, pedal pads, motor mounts, 
and rubber bushings. Doan Mfg. Oo., 1725 
London Road, Oleveland 12, Ohio. 


262 OIL FILTER SELLING AIDS — 
: Wix-O-Matic the ide to extra pro- 
fits in oi] filter service sales. A revolutionary 
merchandising concept featuring minimum, 
controlled inventory, Frnsentoe sales, per- 
petual stock control, Dial-O-Matic cartridge 
selector, cartridge installation charge guide, 
dealer franchise, plus choice of two eye- 
catching, money making merchandisers— 
floor cabinet or wall rack. Ask for brochure 
giving complete details. Wix Corp., Gastonia, 


3 ILLUSTRATED FOUR-PAGE COL- 

OR FOLDER — Showing the opera- 

tion and construction features of the new 

Storm-Vulcan Turbo Blast, a parts and motor 

block cleaner, with handy specification table. 

eee, Inc., 2225 Burbank St., Dallas 
. Texas. 


305 KOTAFIN CRANKSHAFTS _IN- 

CREASE BEARING LIFE — A new 
service booklet, ‘‘Stop Bearing Failures,’’ for 
the benefit of users of reconditioned crank- 
shafts. Booklet clearly shows the cause of 
mest early bearing failures, and how the 
KOTAFIN process prevents them, also length- 
ens bearing life. Storm-Vulcan, Inc., 2225 
Burbank St., Dallas 9, Texas. 


31 4 WAGNER BRAKE PARTS CATA- 

LOG — A ney ONE-POINT ref- 
erence to fast-moving brake parts and lining, 
covering pular models of cars and trucks. 
Catalog also lists complete stock of shoe ex- 
change sets, as well as CoMaX bonded lin- 
ing segments available to those interested in 
bonding lining in their own shops. Wagner 
Electric Corporation, 6362 Plymouth Avenue, 
St. Louis 14, Missouri. 


31 BETTER IGNITION by Delco Remy 

—l16-page, 8% x 11 inch booklet 
covering theory, operation and maintenancoé 
of Delco-Remy ignition equipment. Oontains 
71 illustrations. Will help automotive elec- 
tricians understand and service ignition 
equipment, Delco-Remy Service Department, 
Anderson, Ind. 


320 NEW DEALER CATALOG OF MO- 
TOR REBUILDING UIPMENT— 
Features the complete Storm-Vulcan jobber 
line of engine rebuilding machines. Attrac- 
tively printed in two colors, punched and 
lotted for -inclusi in jobber salesmen's 
catalogs. Storm-Vulcan, Inc., 2225 Burbank 
St., Dallas 9, Texas. 





3 BRAKE LINING — A new 18-page 
condensed catalog listing brake lin- 
ing recommendations for all popular passen- 
r cars, commercial cars, etc. Vehicles are 
sted by year and model. Recommendations 
are made both for riveted and for bonded 
lining. World Bestos Oorp., P. 0. Box 346, 
New Oastle, Ind. 


334 ‘‘ STYLENGINEERED LUBBRBICA- 
TION DEPARTMENT’’ — 32-page 
booklet describing and illustrating various 
size lubrication departments and the combina- 
tion of equipment for most efficient and eco- 
nomical operation Sogsnsens on available 
floor space. Lincoln Engineering Oompany, 
6708 Natural Bridge Avenue, St. Louis 20, 
Missouri. 


335 POWER AND MANUEL LUBRICA- 
TION IN THE FIELD is fully de- 
scribed in Lincoln Engineering Company's 
new catalog No. 74. Catalog contains all new- 
est types of grease guns, fittings and acces- 
sories for fast, clean, economical lubrication 
of farm machinery. Lincoln Engineering 
a? 5708 Natural Bridge Ave., St. Louis 
0. 


336 NEW FILEO IGNITION PARTS 
CATALOG — Big 10e-yege catalog 
contains complete listings of all Filko Igni- 
tion Replacement Parts for gg cay every 
make and model of car, truck, bus and trac- 
tor. New simplified listings make the new 
Filko Catalog exceptionally easy to use. F. & 
. Mfg. Oo., 4248 W. Chicago Avenue, Ohi- 
cago 51, Il 


33 AUTO LAMP SERVICING GUIDE 
—Illustrated and handy reference 
with replacement charts and instruction for 
aiming, adjusting, poousing, installing and 
servicing trucks and auto lamps. Also com- 
plete information on servicing directional 
signal flashers. Tung-Sol Electric Inc., 95 
Eighth Ave., Newark 4, New Jersey. 


340 OIL, AIR, FUEL AND WATER 
PILTERS — Valuable information 
on oil, air, fuel and water filters. Complete 
selection of materia] to help you sell, install 
and service filters. Fram Corporation, Provi- 
dence 16, R. L. 


34 HYDRAULIC BRAKE WALL 
CHART — Spiral bound listing up- 
to-date parts information for passenger cars 
and trucks, including listings for master 
and wheel cylinder repair kits, stop light 
switches and brake hoses. Eis Automotive 
Corp., P. O. Box 701, Middletown, Oonn. 
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361 NEW “QUICK RBEFERENCE’’ 
GASEET CATALOG — Oomplete, 
easy-to-find listings of Fel-Pro Gaskets for 
pean all makes and models of cars, 

cks, tractors, buses, etc. New catalogin 
style makes gasket selection simple an 
easy. Write for your free copy today. Felt 
Products Mfg. Oo., 1508 Oarroll Ave., Chi- 
cago 7, Ill. 


363 MOTOR LIFE EXTENSION — A 
Tune-Up Digest plus periodic serv- 
ice bulletins on Fuel Pump testing & main- 
tenance, Voltage Regulators and Ignition 
tune-up. Descriptive information on Fuel 
Pumps with the Lifetime Bunalon Diaphragm. 
Fuel Filters and Ignition Parts. Motor Life 
Extension Institute c/o Keth Mfg. Oompany, 
20-21 Wagaraw Rd. Fair Lawn, N. J. 


3 AUTOMOTIVE SAFETY LIGHTING 

DEVICES — A new automotive cata- 
log illustrating reflectors, directional signals, 
tail lights, stop lights, armored clearance 
lamps and safety reflector flares—all heavy 
duty equipment, designed and built for com- 
mercial truck and bus use. Grote Mfg. Co., 
Bellevue, Ky. 


37 EMEROL MFG. CO. — Oomplete 

rinted information on entire line: 
Marvel Mystery Oil, Marvel Inverse Top Oyl- 
inder Oiler, Hi-Rev Motor Tune-Up Oil. 
Shows uses, prices, description, dealer in- 
formation. i? Mfg. Co., 242 W. 69th 


. N. Y¥. 23, N. 


383 TIME SAVING ELECTRIC IM- 
PACTOOLS — Price list, complete 
details on electric Impactools, sockets and 
accessories, and twelve multipurpose uses 
where supontene can save up to 90% of 
time required by hand methods. John K. 
Uhler, Ingersoll-Rand Oo., Phillipsburg, N. J. 


38 HIGHWAY SAFETY BQUIPMENT 

— A two color twelve page presen- 
tation of the entire Anthes line. Includes 
the new Anthes Mirrors and Stop Lites. All 
items are clearly described and plainly num- 
bered with carton packing and shipping 
weight. Kalamazoo punched. Write for your 
supply. Anthes Force Oiler Oo., Fort Madi- 
son, lowa. 


407 A B O’s OF SAFE PROFITABLE 
TIRE SERVICE — A 24-page book 
just published by Bowes ‘‘Seal Fast’’ Corp. 
Complete witr illustrations and how-to-do-it 
instructions. Outlines latest tube and casting 
repair techniques as well as reconditionin; 
trade-ins for profitable resale. Bowes ‘‘Sea 
Fast’’ Corp., 147 North Pine Street, Indian- 
apolis 2, Indiana. 


410 NEW AIR BRAKE MAINTENANCE 
BULLETINS — Series of bulletins 
each devoted to a single unit. Fully illustrated 
with cross sectional, exploded and schematic 
drawings explaining every were of the op- 
eration and maintenance. agner Electric 
erp. 6400 Plymouth Ave., St. Louis 14, 
°. 


4] TAIL PIPE REPAIR KIT — A four 

ge color catalog describing the 
Quaker heavy gauge, seamless tail pipe re- 
air kit. Four sizes to fit all cars. Quaker 
upreme Ohemical Corp., 815 Whitman 8t., 
Montgomery, Alabama. 


TEAR OUT AND MAIL 
TODAY! NO POSTAGE 
NECESSARY. 


Please be sure to fill in your Firm's 
Name and your position on the Cou- 
pon. This service cannot be extended 
to you unless this information is 
complete. 

















700—Air Conditioner 


A new “Mark IV” air conditioner, 
said to give peak cooling capacity 
even at slow speeds, with more air 
circulation and quieter operation, has 
been announced by the Mark IV Divi- 
sion of John E. Mitchell Co., 3800 
Commerce, Dallas, Texas. 

Smaller in appearance and 2” lower 
than last year’s unit, the neutral gray 


fiberglass case, with chrome air di- 
rection louvers, may be removed 
without disturbing evaporator for 
custom spraying to color-match the 
car. The trunk model, as well as the 
dash model, has improved tempera- 
iure and de-icing controls, maximum 
automatic fingertip controls and con- 
denser of flat-tube design. Both 
models are packaged for 6- and 12- 
volt systems. 

Want more info? Use coupon on 

page 118 and you will get it! 


701—Truck Cabin 


An enclosed cabin for pickup 
trucks which can be shipped dis- 
assembled in 5 separate parts in a 
crate 90” long by 76” wide by 16” 
deep, and which reportedly can be 
put together in about an hour, has 
been announced by Supreme Metal 
Products Co., 11926 Woodruff Ave., 
Downey, Calif. 

Of aircraft-type aluminum con- 
siruction, the “Compac” weighs 150 
Ibs. It can be removed or replaced in 
less than 10 minutes, it was claimed, 
and fastens securely to the truck 
body with 4 heavy bolts. The cabin 
will sleep 2 campers with space un- 
derneath bunks for storage. It will 
also seat 6 or 8 men with room for 
their tools. It is 74” wide by either 
90” or 78” long, depending on the 
pickup dimensions. 

Want more info? Use coupon on 

page 118 and you will get it! 


702—Windshield Washers 


Dual-control windshield washers, 
“Model 058,” for ’°57 Chevrolets, man- 
ufactured by The Delman Co., have 
been announced by Midwest General 
Corp., 440 E. Jefferson Ave., Detroit 
26, Mich. Other models are available, 
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AND CATALOGS 


as well as replacement parts for all 

washers, according to the company. 
Want more info? Use coupon on 
page 118 and you will get it! 


703—Warning Lights 


A series of 360° revolving warning 
lights, available in 6- or 12-volt DC, 
with red, amber, blue, green or clear 
lenses, has been announced by J. W. 
Speaker Corp., 3059 N. Weil St., Mil- 
waukee, Wis. 

The “Fireball” is available in two 
models, a portable type mounted by 
permanent magnets, which connects 
into cigarette lighter, and a per- 
manent type mounted by studs and 
grommets. It is 7” long and 6” high 
and produces 75 flashes per minute, 
requiring 3.5 amperes at 12 volts and 
7 amperes at 6 volts. 

Want more info? Use coupon on 

page 118 and you will get it! 








Ditzler Announces 
A Completely New Black Enamel 


With All These Plus Features: | 


e Made with special black 
pigment, Ditzler’s new formula- 
tion of DQE-9000 has improved 
flowout, build, and stability. It 
retains its high gloss and color 
better than products made with 
conventional materials. Unusu- 
ally fast drying prevents dust 
and dirt from settling and mar- 
ring its brilliant sheen. 


e Try Ditzler’s brilliant new 
HiGloss Black and you'll see 
why this improved formulation 
gives you better black enamel 
finishes than anything you've 
previously tried. 


DITZLER COLOR DIVISION 
Pittsburgh Plate Glass Company, 


Detroit 4, Michigan 


PITTSBURGH 


- 





Easy Handling 

Better Build 

Smoother Flowout 
Faster Drying 
Excellent Gloss— 
Air-Dried or Baked 
Outstanding Color and 
Gloss Retention 
Greater Durability 


<i 


ie 


DITZLER® 


DITZCO ENAME| 


DITZLER 


PAINTS © GLASS ¢ CHEMICALS ¢ BRUSHES © PLASTICS © FIBER GLASS 
ae Se 


IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 


Want more facts? Use Reader Service Card Page 118 





704—Oil Pressure Gauge 


A complete set of oil pressure 
gauge and adapters, designed to en- 
able a mechanic to check oil pressure 
quickly on virtually all automatic 
transmissions, has been introduced by 
Snap-on Tools Corp., 8028 - 28th Ave., 
Kenosha, Wis. 

The 3%” dial on the face of the 
gauge is clearly calibrated from 0 to 


- ae 


300 Ibs. psi. The attached 6’ hose is 
equipped with a quick coupler for 
interchange of threaded adapters. Of 
the 10 adapters furnished, three have 
ends to fit the quick coupler. The rest 
have various size threads to fit the 
connections of the different trans- 
missions and are used in conjunction 
with the three mentioned above. The 
partitioned metal box (included with 
the set) contains separate compart- 
ments for the adapters and gauge as- 
sembly. A chart located in the lid 
shows various combinations of adapt- 
ers used for different transmissions. 
Want more info? Use coupon on 
page 118 and you will get it! 


705—Air Conditioner 


An under-dash air conditioner, 
614” high, 19” wide and 8” deep, with 
chrome-finish aluminum faceplate 
and automatic pushbutton controls, 
has been announced by Frigiquip 
Corp., 3724 North May, Oklahoma 
City, Okla. 

Thermostatically controlled, the 
“Frigette” features the electric clutch 


as standard equipment. The unit can 
be easily transferred from one car to 
another, it was claimed. Patented 
rotating directional louvers make it 
possible to channel airflow anywhere 
in the car and the LeHigh compressor 
employed is the only one designed 
specifically for automotive use, the 
manufacturer said. 

Want more info? Use coupon on 

page 118 and you will get it! 


706—Wheel Weights 


Wheel-balancing weights for the 
14” passenger-car wheels, designed to 
be used in conjunction with the large 
wheel covers of the 1957 Ford Fair- 
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lane, Chevrolet Bel Air and Cadillac, 
have been announced by Turner Mfg. 
Co., Inc., Box 566, Kokomo, Ind. 

The “UT” (standard weight line) is 
available in 20 sizes from % oz. 
through 6 ozs. The “XT” (extra thin 
weights) comes in 16 sizes from % oz. 
through 4 ozs. Both standard and 
extra thin weights fit all 13”, 14”, 
15” and 16” wheels. 

Want more info? Use coupon on 

page 118 and you will get it! 


707—Acrylic Polish 


A solvent solution which reported- 
ly cleans and polishes acrylic paint 
finishes in one application has been 
announced by the Chevrolet Motor 
Division, General Motors Corp., Gen- 
eral Motors Building, Detroit 2, Mich. 

“Kar-Kwik” is said to fulfill a 
need for an effective non-abrasive 
cleaner-polish for acrylics while at 
the same time rejuvenating faded old- 
car exteriors. 

Released after a year of tests un- 
der varying conditions all over the 
country, the polish actually cleans 
car surfaces by solvent and chemical 
action, it was claimed. Against other 
car finishing products now in use, it 
proved superior in durability, appear- 
ance, ease of application and cost, ac- 
cording to the company. 

Requiring no washing or prepara- 
tory work on the car except removing 
heavily caked mud, the formula re- 
portedly dissolves dirt, film, grease, 
grime and other materials without 
harmful effects to the paint. The solu- 
tion is squirted on the surface with a 
plastic squeeze-type bottle and ap- 
plied with an electric polisher. 

Initial outlay needed to apply the 
solution is from 6 to 7 times less than 
with present compounds, it was 
claimed, while polishing time is re- 
duced by an hour in most cases. The 
polish is perfumed. 

Want more info? Use coupon on 

page 118 and you will get it! 


708—Windshield Cleaner 


A windshield washer solvent for 
jar or plastic bag, for removing road 
grime, dirt, scum and oily splashings, 
has been introduced by Plastone Co., 
Inc., 4100 West Grand Ave., Chicago 
51, Ill. 

“Turtle Wax” solvent is said to be 
ideal for year-’round use and to be 
non-injurious to car finishes, metals 
or rubber parts when used as di- 
rected. For additional late fall and 
winter protection against bottle 
breakage, add 2 ozs. and fill with 
water to % of jar or bag capacity. 
One bottle of the solvent when mixed 
with water makes a gallon of all- 
purpose cleaner for home and car 
use, the manufacturer said. 

Want more info? Use coupon on 

page 118 and you will get it! 


709—Whitewall Cleaner 


A preparation for cleaning white- 
wall tires, compounded to clean road 
stains, oil, grease and dirt with a 
minimum effort, has been announced 
by Woodside Industries, Division of 
Park Chemical Co., 6125 Vancouver, 
Detroit 4, Mich. 

With its own spray attachment, 
user sprays cleaner on and lets dry 
for 2 minuies, then wipes off. No rub- 
bing or scrubbing is required, it was 


claimed, and product works with 
equal ease and effectiveness on black 
tires, rubber mats and other prod- 
ucts. 
Want more info? Use coupon on 
page 118 and you will get it! 


710—Fittings Assortment 


A balanced assortment of the 100 
most often used grease fittings, 
packed in a transparent plastic box 
with 5 compartments, has been an- 
nounced by E. Edelmann & Co., 2332 
Logan Blvd., Chicago 47, Ill. 

Fittings have been designed with 
larger diameter passages to permit 


faster grease flow, it was claimed. 
Rounded base forms a tighter leak- 
proof seal with coupler jaws, while 
head design makes locking and un- 
locking of all standard couplers 
easier, according to the company. The 
No. 691 “Leak-Not” stock includes 
P.T. straight fittings, 30° and 671° 
elbows as well as %4-28 thread short 
straight and short 90° elbows, the 
manufacturer said. 

Want more info? Use coupon on 

page 118 and you will get it! 


711—Wheel Balancer 


A self-centering on-the-truck wheel 
balancer, aimed at permitting a com- 
plete balancing operation on virtually 
any truck wheel without special tools, 
and without removing the wheel or 
any wheel parts from the truck, has 
been announced by John Bean Divi- 
sion, Food Machinery and Chemical 
Corp., 1305 S. Cedar St., Lansing 4, 
Mich. 

Simple bolts secure balancer to 
wheel, locking it in position for spin- 


ning at any desired speed. Spinners 
are available in 5- and 742hp. Equip- 
ment, which reportedly can be stored 
in a minimum of space, consists of 
balancer (complete with run-out 
gauge, vibration indicator and wheel- 
weight tool), spinner and the “Jiffy” 
stool. The stool combines a con- 
venient work seat, storage area for 
balancer and a divided lower shelf 
for storing balancing weights and 
tools. 

Want more info? Use coupon on 

page 118 and you will get it! 
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“| gross $300.00 a month with HYPRESSURE mee) 
STEAM CLEANER and find it helpful in my business...” 


HYPRESSURE 


CLEANER Ay 
Mal ap” 7 





Mr. 


says 

Arthur Lange, 

Owner and Manager, 

Arthur Lange Service Station, 
Milwaukee, Wisconsin 


Lange’s Hypressure Jenny 
Steam Cleaner is in almost daily use 
in his busy establishment. Some of 
the services he renders his many 
customers are: 


© Cleaning Car Motors 

® Cleaning Motors and Parts 
Before Repairs 

© Preparing New Cars for 
Undercoating 

® Cleaning Used Cars for Dealers 

® Cleaning Trucks and Tractors 


a 


Company___ 


Address___ 


| 
| 
| 
! 
! 
! 
| 
! 
! 
! 
wu 


(_] Hypressure Jenny 


These jobs come to Mr. Lange 
unsolicited since he does not ad- 
vertise Jenny service. This is addi- 
tional proof that when a filling sta- 
tion or garage adds Hypressure 
Jenny to its service equipment, new 
business just naturally results, be- 
cause car owners, fleet operators 
and new and used car dealers need, 
and are quick to avail themselves 
of the advantages of Jenny Steam 
Cleaning. 

If you'd like us to send you full 
information on how Hypressure 
Jenny can start bringing you profit- 
able new business, write us, or mail 
the coupon. 


Please send full information on 


[] Jobber Time Payment Plan 





HYPRESSURE JENNY DIVISION 
HOMESTEAD VALVE MANUFACTURING COMPANY 


P.O. BOX 99 
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"Serving Since 1892" 


CORAOPOLIS, PA. 
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712—Towing Cradle 


A towing cradle with adapters, 
which reportedly permits high-speed 
handling of all late-model cars with- 
out damage during the operation, has 
been announced by Ernest Holmes 
Co., 2505 East 43rd St., Chattanooga 
7, Tenn. 

The two lifting arms when tele- 
scoped extend 5’6” beyond the truck 


body and may be folded into compact 
position on the floor of the service 
body. They are adjustable and can be 
quickly extended under the car for 
lifting by either front or rear frame 
members without touching other 
parts, it was claimed. The “Holmes 
Cradle” is furnished with adapter 
bar and necessary adapters, which 
may be used interchangeably with 
all previous models, for lifting all 
cars of either conventional, knee- 
action or torsion-type axles, 

Want more info? Use coupon on 

page 118 and you will get it! 


713—Compressor Data Sheet 


A bulletin, “653R,” providing data 
useful in selecting the right compres- 
sor for a specific job in virtually ev- 
ery industry, listing construction de- 
tails, specifications and models in the 
44- to 20hp range on its single and 
two-stage air compressors for electric 
or gasoline motor, its single or two- 
stage simple compressors, with or 
without flywheel, and air outfits for 
paint spraying or laundry machinery, 
has been published by Brunner Mfg. 
Co., 11 Fisher St., Utica, N. Y. 

Want more info? Use coupon on 

page 118 and you will get it! 


714—Odor Control Kit 


A kit consisting of a can of gel, a 
mounting plate and a length of rub- 
ber hose, for installing in air-condi- 
tioned cars to eliminate unpleasant 
odors, has been announced by Air- 
kem, Inc., 241 East 44th St., New 
York 17, N. Y. 

Suction developed in the air-condi- 
tioning unit draws air into the “Air- 
kem” gel can, over the gel, through 
the air hose and into the air con- 
ditioner where it is _ distributed 
through the car, The cooled air pass- 
ing over the gel carries with it the 
volatile odor-control elements, the 
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manufacturer said. 
Want more info? Use coupon on 
page 118 and you will get it! 


715—Battery Coating 


A battery terminal coating, said to 
improve function and appearance of 
batteries, both new and old, has been 
introduced by Canton Chemical 
Corp., 1608 Thatcher, Wilmington, 
Del. 

Packed in an aerosol pressure can, 
the product encases battery terminals 
with a tough, waterproof and acid- 
resistant coating that prevents cor- 
rosion and soiling, the manufacturer 
said. Red color indicates to car 2wn- 
er that his battery has been serviced 
with the protector. 

Want more info? Use coupon on 

page 118 and you will get it! 


716—Transmission Jack 


A vertical hydraulic transmission 
jack with lifting capacity of 1,000 
lbs., frame tested to 2,500 lbs., for 
one-man servicing of automatic and 
conventional transmissions with car 
on a two-post lift or over a pit, has 
been announced by Edmund J. Wudel 
Mfg. Co., 6082 Ferguson Drive, Los 
Angeles 22, Calif. 

The “Model 711” has four ex- 
tra long legs with 4” creeper-type 
wheels for maximum maneuver- 


ability. Pumping handle rotates to 
any desired position around jack, 
while foot-operated lever lowers the 
transmission with hydraulic control. 
With a universal adapter, which tilts 
forward to 80°, backward 18° and 
to either side 23°, jack will handle 
all automatics except Powerglide. The 
Powerglide adapter tilts forward 90°, 
backward 8° and to either side 23°. 
The jack is 33” in low position and 
72” in high position. 

Want more info? Use coupon on 

page 118 and you will get it! 


717—Oil Filter Wrench 


A wrench for tightening and loos- 
ening the “PER-1” disposable cart- 
ridge oil filter, used on all 1957 Fords, 
has been introduced by Purolator 
Products, Inc., 970 New Brunswick 
Ave., Rahway, N, J 

The “W-57” wrench comes packed 
with a carton of 6 “PER-1”’ filters. 
It will fit all the new, disposable fil- 
ter cartridges, it was claimed, mak- 
ing possible removal and replace- 


ment without waiting for 2ngine and 
filter to cool off. 
Want more info? Use coupon on 
page 118 and you will get it! 


718—Battery Charger 


A mobile fast battery charger for 
6- and 12-volt systems, equipped with 
larger size wheels and housed in a 
stronger case than previous models, 
has been introduced by Willard Stor- 
age Battery Division, 246-286 East 
131st St., Cleveland 1, O. 

The “MC-10-B” charges up to 100 
amperes on a 6-volt and up to 50 


amperes on a 12-volt battery, with 
special provision for slow charging 
either type. Color-keyed push buttons 
control charging rates, with separate 
selector buttons for low, medium and 
high positions on both systems. An 
“off” button is conveniently mounted 
for stopping charge at any time. Ac- 
curate electric time control deter- 
mines the amount of charge, the 
manufacturer said. 

Want more info? Use coupon on 

page 118 and you will get it! 


719—Oil Filter 


An oil filter contained in a light- 
weight, aluminum body, using “Poro- 
site” as the filtrant, which is original 
equipment on 1957 Fords, Mercurys, 
Lincoins, Continentals, Thunder- 
birds and Turnpike Cruisers, has been 
announced by Wix Corp., Box 471, 
Gastonia, N. C. 

The “Spin-On” has its own self- 
contained gasket and anti-drainback 
valve, plus a built-in relief valve for 
added safety. Older-model Ford prod- 
ucts can be equipped with a “WF- 
15” conversion, consisting of an adap- 
ter, gasket and connector to which 
the “Spin-On” can be installed by 
hand, according to the company, 

Want more info? Use coupon on 

page i18 and you will get it! 


720—Compressor Catalog 


An illustrated, 20-page catalog 
covering its line of 1/3- to 20hp air 
compressors, giving complete specifi- 
cations on single, two-stage and port- 
able models, tanks, pumps and ac- 
cessories, including charts, data and 
information on compressed air, has 
been published by Kellogg Division, 
American Brake Shoe Co., Rochester 
9,N. Y 

Want more info? Use coupon on 

page 118 and you will get it! 
(More New Products on page 126) 
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It’s the lining that makes the brakes! 


Be sure your customers are safe 
... with Thermoid “Custom Built” 


Severe pressure of power brakes and the trend to smaller 
wheels makes lining of the highest quality a must for 
quick, safe stops. 

Thermoid, constantly abreast of modern brake require- 
ments, provides the one lining that’s custom-built and 
certified* for all cars, including those with power brakes. 
With two fast moving assortments of Thermoid Bonded 
Shoes, you can service 90% of the popular car market— 
including 1957 models! 

*The only Brake Linings certified by The Pittsburgh Testing Laboratories. 


Thermoid Hydraulic 


Thermoid Fan Belts 
Brake Parts and Fluid 


and Radiator Hose 


hermol 


Thermoid Company, Trenton, N. J. 


SOUTHERN AUTOMOTIVE JOURNAL for February 1957 Want more facts? Use Reader Service Card Page 118 














Summer driving can be this cool 


in the car you own now! 
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Refrigerated Automotive Air Conditioning 


Division 
JOHN E. MITCHELL COMPANY 


Dallas, Texas 


NManufactirend of ne Machunery fee More Than alfa baling 
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New Products 
(Continued from page 122) 





721—Rear-View Mirror 


A fender-mounted rear-view mir- 
ror, with a forward thrust design to 
harmonize with its 1957 models, has 
been introduced by Parts Division, 
Chrysler Corp., P. O. Box 1718, De- 
troit 51, Mich. 

The three-piece design of the 
chrome-plated “MoPar” mirror re- 


portedly allows easy interchange- 
ability of parts. Designed for perma- 
nent installation, it is suitable for 
mounting on both left- and right-front 
fenders. The adjustable head con- 
tains a round glass mirror, while 
heavy-duty mounting plate with twin 
struts supports mirror and tapered 
cylindrical holder. 

Want more info? Use coupon on 

page 118 and you wiil get it! 


722—Tailpipe Assortment 


A tailpipe assortment, said to en- 
able a dealer to handle practically all 
tailpipe needs with a minimum cost 
and inventory, has been announced by 
Everhot Products Co., 2001-09 W. 
Carroll Ave., Chicago 12, III. 

The “No. TP-3 Everbend” assort- 
ment includes 3 92” pipes, 1%4” x 
92”, 1%” x 92” and 2” x 92”, plus a 
bending tool that helps mechanic 
shape the pipe to desired form quick- 
ly and accurately, without heat. The 
tool can be used in a bench vise or as 
a portable tool and comes assembled 
for use with a marked guide for pipe 
diameters up to 2” O.D. Slots for 
shifting the bending arc to the desired 
pipe size are included. 

Want more info? Use coupon on 

page 118 and you will get it! 


723—Extension Cords 


A complete line of electrical ex- 
tension cords, available in lengths of 
6, 10, 15, 20, 25, 50 and 100’—18- and 
16-gauge types, with all attachments 
molded onto wire, has been an- 
nounced by The Crescent Co., Inc., 20 
Central Ave., Pawtucket, R. I. 

Packaged in individual self-display 
cartons, the heavy-duty, precision- 
made cords are approved by the 
Underwriters Laboratories and are 
suited for portable lighting, power 
tools, home workshops, outdoor light- 
ing displays, etc., the manufacturer 
said. 

Want more info? Use coupon on 

page 118 and you will get it! 


724—Power Riveter 
A power riveter with “H” frame 


head with 834” opening, 8” throat, ad- 
justable stroke from 0 to 15%”, re- 
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portedly canpabie of handling all 
tubular SAE rivets, has been intro- 
duced by Barrett Equipment Co., 2101 
Cass Ave., St. Louis 6, Mo. 

The “B-85” operates on 120 lbs. psi 
air pressure and is equipped with 
built-in air release valve which as- 
sures speedy return of plunger. In- 
cluded is an adjustment for controlled 
riveting pressure, plus a disappearing 
rivet cartridge for holding rivets in 
position for the riveting operation. A 
tool tray provides quick changing of 
punches and knurls which are avail- 
able for handling 5/16” and %” 
tubular rivets. 

Want more info? Use coupon on 

page 118 and you will get it! 


725—Hydraulic Valve Tool 


A tool for removing frozen hydrau- 
lic valve lifters and extracting frozen 
pistons from lifters on General Motors 
and Chrysler assemblies, in any com- 
bination, has been announced by 
Lisle Corp., 807 Main St., Clarinda, 
Iowa. 

The “Hydraulic Lifter Tool,” said 
to make the entire job possible in 
minutes rather than hours, comes 
complete with a pulling chuck and 
slide-hammer for removal of lifter. A 
disassembly tool is included for re- 
moval of frozen piston in lifter. 

Want more info? Use couvnon on 

page 118 and you will get it! 


726—Clutch Bearings Catalog 


A two-color, 26-page catalog fea- 
turing clutch release bearings and 
assemblies, alphabetically listing the 
86 different makes of passenger cars, 
trucks, buses, road machinery and 
farm equipment by make, year, fac- 
tory part number and bearing num- 
ber, with a numerical listing of bear- 
ing assemblies, with 86 illustrations, 
and their respective applications, plus 
a chart showing interchange data for 
bearings and assemblies, has been 
published by L & S Bearing Co., Box 
995, Oklahoma City 1, Okla. 

Want more info? Use coupon on 

page 118 and you will get it! 


727—Sleeve Assembly Sets 


Complete sleeve assembly sets for 
overhaul replacement jobs in most 
popular makes of tractors and trucks, 
reportedly designed to improve per- 
formance, have been introduced by 
Basic Sleeve Associates, 2816 Com- 
merce St., Dallas, Texas. 

Precision-built pistons, rings, pins 
and sleeves are all perfectly pre- 
fitted to each other with units 
machined in overbore sizes for quick- 
er, easier installation, the manufac- 
turer said. 

Want more info? Use coupon on 

page 118 and you will get it! 


728—Brake Lining Stripper 


A machine for removing bonded 
lining from brake shoes, 7 to 16” 
diameter and any width up to 3”, at 
the approximate rate of 2,400 shoes 
per 8-hour day, has been announced 
by Barrett Equipment Co., 2101 Cass 
Ave., St. Louis 6, Mo. 

The heavy-duty motor has 3 op- 
erating speeds, changed through use 
of belt-drive pulleys and controlled 
by a tumbler-type power switch for 
reversing serrated steel drive rollers. 


Tension adjustment compensates for 
shoes with either thick or thin lin- 
ing, it was claimed. Release starts and 
stops brake shoe at any position dur- 
ing stripping operation. The “Shu- 
Strip-R Twenty Five” is available in 
3 models: hand-powered bench model, 
power-driven bench model and pow- 
er-driven floor model. 

Want more info? Use coupon on 

page 118 and you will get it! 


729——Air Conditioner 


An air conditioner with a custom- 
designed look, said to be easy to in- 
stall and transferable from one car to 
another, has been announced by 
Klauss-Joyce, Inc., 5526 Dyer St., 
Dallas, Texas. 

The “Cool Queen” is equipped with 
a “Frio-matic” temperature control 


with Warner clutch, making it pos- 
sible for driver to “set it and forget 
it,” according to the company. Six air 
outlets reportedly cool entire car 
without adjustment of louvers. 
Want more info? Use coupon on 
page 118 and you will get it! 


730—Seat Covers. 


A line of seat covers in two basic 
types, stock and custom-tailored, of 
materials chosen tc harmonize with 
and to highlight new design trends, 
both interior and exterior, has been 
introduced by The Schoellkopf Co., 
806 Jackson St., Dallas, Texas. 

Four basic materials are used in 
the “Scho-Covers” line: extra durable 
woven rayon, lum-puff plastic, woven 
plastic and lacquered fiber. There are 
three plastic lines, one woven rayon 
and two fiber lines in the stock 
series. 

Want more info? Use coupon on 

page 118 and you will get it! 


731—Attachable Whitewalls 


Attachable taper-edge whitewalls 
for all popular size tires, said to offer 
jobbers and retailers a complete bulk 
program, as well as completely 
merchandised individual packaging, 
have been announced by the Bearfoot 
Airway Corp., Wadsworth, O. 

The “Mark V” line is made with 
butyl, the long-lasting rubber un- 
conditionally guaranteed not to stain, 
bleed or discolor. They are _ indi- 
vidually packed, four to a box. The 
“BF” standard line, sold four in a box 
to the jobber, is also available as a 
bulk item for the used-car-lot mar- 
kets, the manufacturer said. A com- 
bination of both lines is said to give a 
complete line. 

Want more info? Use coupon on 

page 118 and you will get it! 
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ire Exclusive ! 


Now, removing cartridges that are put on too 
tight, or tend to “freeze up,” is a simple matter 
with this specially developed Purolator 
Cartridge Wrench. 

No need to struggle—just a twist and the 
toughest unit comes loose. No need to waste 
time either—not even to permit engine and 
filter cooling. 

Be sure you have a Purolator Cartridge Wrench. 
You'll find it one of the handiest tools in the 
shop . . . and it’s Free with the W-57 Premium 
Pack. Order yours from your Purolator 
supplier, today! 


SRS What a team to clean up with! 
PuROraror 


2s PUROLATOR 


*Purolator’’ Reg. U. S. Pat. Off. 


OIL AND AIR FILTERS 


PUROLATOR PRODUCTS INC., Rahway, N. J.; Toronto, Ontario, Canada 
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732—Oil Filter Cartridge 


A silver-encased, pleated paper oil 
filter cartridge, said to provide ample 
filtering surface to assure long life 
and to trap particles as small as one 
micron, has been announced by 
Champion Laboratories, Inc., 122 
Charles St., Meriden, Conn. 

Resin-treated, the paper will with- 
stand immersion without collapsing, 


pee 





warping, disintegrating or unloading, 
it was claimed. It reportedly does 
not change the characteristics of de- 
tergents or additives and is not in- 
jured by heat, acid or water. 
Want more info? Use coupon on 
page 118 and you will get it! 


733—All-Purpose Tool 


An all-purpose tool composed of a 
steel bar, link chain, hook and pres- 
sure plate combined with a cast- 
aluminum carrier, said to have un- 
limited uses for the car repairman, 
has been introduced by G & W Mer- 
chandising Corp., 1933 East Main St., 
Rochester, N. Y. 

“Ram-Rod” reportedly aligns, holds, 
pulls, pushes and springs fenders, 
hoods, grilles, doors, bumpers, panels 
and body parts heretofore difficult 
to reach. Through its simple leverage 
action, one man can exert a force 
of up to 2,000 lbs. to straighten dam- 
aged parts on any car, truck or bus, 
it was claimed. The first link of the 
chain is a “lap-link”-that eases out 
beyond 1-ton pressures, preventing a 
sudden break or excessive pressure 
at the fulcrum. 

Want more info? Use coupon on 

page 118 and you will get it! 


734—Cylinder Sleeve Catalog 


A cylinder sleeve catalog with com- 
plete photo-text instructions explain- 
ing the-6 major steps required for 
perfect installation, listing its com- 
plete line of “Life Time” sleeves for 
all car, truck and tractor engines, 
available cut-to-length, has been 
published by Dura-Bond Engine 
Parts Co., 715 Loma Verde Ave., Palo 
Alto, Calif. 

Want more info? Use coupon on 

page 118 and you will get it! 


735—Tire Inspector 


An automatic tire inspector, re- 
ported to give faster precisioned in- 


128 


spection, with adjustment for change- 
over to various tire sizes and double 
lights to give perfect vision inside 
and outside tire, has been announced 
by Branick Mfg. Co., Inc. 1213 N. P. 
Ave., Fargo, N. D. 

The equipment revolves passenger 
tire, while spread, at low and high 
speeds—low for inspection and high 
for trimming operation. A touch of 
the foot lever will stop tire in any 
position for examination. Foot pedal 
control quickly inverts tread and 
sidewall for perfect inspection, it was 
claimed. Radial cracks in sidewalls 
show up instantly with top roller that 
is powered. by an air cylinder, ac- 
cording to the manufacturer. 

Want more info? Use coupon on 

page 118 and you will get it! 


736—Hydraulic Jack 


A ’57 model of its hydraulic, one- 
end jack, the 1-%-ton “SJ-25 Serv- 
ice Chief,” with features added to 
enable it to lift easily all 1957 cars 
by bumper, brackets or pads, has 
been announced by Blackhawk Mfg. 
Co., 5325 West Rogers St., Milwaukee 
46, Wis. 

Lifting arms close to 14” and ex- 
tend to 48” to accommodate the many 
different styled bumpers, tailpipes 
and widths of 1957 cars. A universal 
saddle, measuring 5” x 5”, has been 
incorporated, which needs no adjust- 


ing since it does not swivel. Weight 
does not have to be exactly centered 
as the adjustable saddle spreads 
weight load, the manufacturer said, 
eliminating car’s slipping or saddle’s 
turning during the lifting operation. 
A special kit enables present own- 
ers of “Service Chiefs” to convert 
their jack to lift all ’57-model cars. 
Want more info? Use coupon on 
page 118 and you will get it! 


737—Pre-Iignition Device 


A device which allows a mechanic 
to detect and pinpoint pre-ignition 
and late flame (after ignition), latest 
accessory for its “TV-Type Engin- 
Scope,” has been introduced by Tech- 
nical Products Division, Allen B. Du 
Mont Laboratories, Inc., 760 Bloom- 
field Ave., Clifton, N. J. 

The “Type 2902” is designed to 
convert the flame that occurs in the 
cylinders of internal combustion en- 
gines into electrical signals, These 
signals are coupled to the “Engin- 
Scope,” displaying patterns of lignt 
suitable for analyzing pre-ignition 
and late flame. Each line of the 
“EnginScope” screen begins with the 
firing of a particular spark plug and 
the lines present themselves, one 
below the other, according to the fir- 
ing order of the engine. Thus, 
troubles can be readily located in the 
multiple-line presentation with the 


number of lines corresponding to the 
number of cylinders. 
Want more info? Use coupon on 
page 118 and you will get it! 


738—Exhaust Hose 


An exhaust eliminating hose that 
will not damage under rough treat- 
ment has been announced by Kent- 
Moore Organization, Inc., 28635 
Mound Road, Warren, Mich. 

The “Monoxo-Flex” cannot. be 
crushed because it has no wires or 
coils and is made of neoprene ma- 
terial which withstands effects of 
water, grease, oil, fumes and high 
temperatures, it was claimed. It will 
not kink and has no parts to rust 
or corrode and no metal contacts to 
mar car finish. Adapters designed 
for use on dual exhausts of 1957 
models can also be used on most 
older models, the manufacturer said. 

Want more info? Use coupon on 

page 118 and you will get it! 


739—Tire Repair Folder 


A 4-page folder detailing its re- 
cently introduced self - vulcanizing 
patches for tubeless tires and con- 
taining numerous illustrations with a 
section giving step-by-step explana- 
tion with both drawings and text of 
methods used in applying both the 
filler material and patch and descrip- 
tion of various kits and their contents 
now available, has been published by 
Dill Mfg. Co., 700 East 82nd St., 
Cleveland 3, O. 

Want more info? Use coupon on 

page 118 and you will get it! 


740—Battery Handler 


A battery handler for removing 
and carrying long and short 6- and 
12-volt batteries with safety and ease 
has been introduced by K-D Mfg. 
Co., Lancaster, Pa. 

The “No. 140” grips battery case 
securely for tilting and maneuvering 


in tight places. Quick-acting screw 
with T-handle tightens or loosens 
jaws. 
Want more info? Use coupon on 
page 118 and you will get it! 


741—Truck Tire Chart 


A truck tire valve chart for drop- 
center rims, providing a quick ref- 
erence table for proper valves to be 
used for tubeless and conventional 
tubes, listing both wheel and tire 
type, then giving corresponding rim 
size and valve that should be used in 
easy-to-read form, is available from 
Dill Mfg. Co., 700 East 82nd St., 
Cleveland 3, O. 

Want more info? Use coupon on 

page 118 and you will get it! 
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NEW ECONOMY SIZE 
DU PONT NO"7" POLISH 


QUART CANS 


*REE 
FI 174 





WITH ANY 3 CASES 
OF Ne “7” POLISH 


(PTS., QTS. OR GALS.) 


OR NEW CAR WAX 


(8 OZ. OR 1% LBS.) 





This limited-time offer introduces a revolutionary 
new sales idea in polish packaging. Du Pont No. “7” 
Polish in the new economy size brings you bigger 
unit sales, more profit with each sale. 
You'll see big, colorful ads in LIFE and THE 
SATURDAY EVENING POST, telling the new 
story on Du Pont No. “7” Polish. You'll feel the 
consumer demand from a combined circulation of 
over 10 million . . . with over 71 million reader im- 
pressions. Stock up now on Du Pont No. “7” Polish Seu neror 
for extra profits! BETTER THINGS FOR BETTER LIVING .. . THROUGH CHEMISTRY 


DU PONT NC“7’ PRODUCTS 


From Chemical Research ... for Easier Car Care 
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TIME SAVERS 





Replacing V-8 Piston 
And Rod Assemblies 


E USE a 12” piece of stiff rub- 

ber hose when replacing pis- 

ton and rod assemblies on V-8 en- 

gines to keep them from slipping 
down alongside the crankshaft. 

We slip it over the top threaded 


arm of the connecting rod bolt 
and, as the piston is pushed into 
the cylinder, the hose guides the 
rod bearing into place on the shaft. 
—George’s Garage, Buncombe 
County, 70 Woodfin Avenue, Ashe- 
ville, North Carolina. 


Correcting the Skip 
In Nash Ramblers 


N OCCASIONAL miss under heavy 

load or high speed in the mod- 
els of Nash Ramblers which have 
the throttle return spring fastened 
to a bracket on the cylinder head 
may be caused by the spark jurmp- 
ing from No. 3 plug wire terminal 
to the spring. A rubber boot or 
some electrical tape on the ter- 
minal will cure the trouble. — 


Victor McGee, L. E. Dick Motor 
Company, 415 North 7th Street, 
Mayfield, Kentucky. 


Using Park Light Socket 
For Trouble Light 


ERE is how I made a midget 

trouble light for diagnosing 
troubles under the hood and for 
doing small jobs under the dash, 
such as speedometer removal, 
light switch and other instrument 
work: 

Using a park light bulb socket 
and wire with a 12-volt bulb, I 
hitched a small alligator clamp on 
the wire and another on the bulb 
socket. This made the most use- 
ful light I have, since it leaves 
both hands free where a flashlight 





COLE-HERSEE SWITCHES 


RUGGEDNESS. 


ENGINEERED FOR PERFORMANCE 
AND DEPENDABILITY. 


MEETS THE SPECIFIC REQUIREMENTS 
OF LEADING CAR MANUFACTURERS. 


BUILT IN AMERICA’S MOST 
MODERN FACTORY. 


Here's the inside story of Cole-Hersee superiority... 


Each Cole-Hersee unit is engineered to more than meet the electrical 
load it is designed to carry. Long life and excellent performance 
are guaranteed. If it is a 6-, 12-, 24-, or 32-volt switch that you 
require, Cole-Hersee has a unit specifically designed for that current, 


MANUFACTURERS OF 
yay ny 


Do not use a unit unsuited to present day current 
characteristics. All Cole-Hersee switches are individually 
tested prior to shipment. You can count on Cole-Hersee when 
you want the best. 

Specify and insist upon receiving quality Cole-Hersee 
products from your jobbing source. 


20 OLD COLONY AVENUE, BOSTON 27, MASS. 
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nel itches 
Directional Switches 
Toggle Switches 


Backup Light Switches 
Dimmer Switches 
Door Switches 
Momentary Switches ‘¢ 
Mechanical Stop Light Switches 
Hydraulic Stop Light Switches — 
Neutral Satety Switches 


ie oc 
Rheostat Switches 
Master Disconnect Switches 
Plus: Plugs, Sockets, Fuse 
& Terminal Biocks, etc. 





Send for Our 
D-200 Catalog 
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GOT A GOOD 


‘7 IDEA? 


will be paid for every 
time - saver or shop 
short - cut accepted 


for “seugp ape in this section. 
° 


A P to or rough sketch will 
make your idea more valuable. 
Only original items, not previ- 
ously published, offered for our 
exclusive use, can be consid- 
ered. Send them to: Southern 
Automotive Journal, 806 Peach- 
tree St., N. E., Atlanta 8, Ga. 


Transferring Timing Marks 
Of Flywheel to Balancer 


(-. OLDER cars where timing 
marks are difficult to see, 
transfer of the marks on the fly- 
wheel to the balancer will save 
time. 

Turn the engine over until the 
flywheel marks align with the in- 
dex marks on the flywheel hous- 
ing. Mark a chalk line across the 
balancer to the timing chain or gear 
cover and the marks can be seen 
readily with the timing light. — 


Stan Clark, Stanley Clark Serv- 
ice, Box 2162, East Bradenton, 
Florida. 


To Prevent Tap Breakage 
When Threading Holes 


HEN running taps into blind 
holes, chips often jam them, 
causing them to break. 
To stop tap breakage and make 
a cleaner thread, fill the hole to 
be tapped with light grease. As 
tap enters, it builds up pressure, 
forcing the grease out through the 














does not, gives more room for 
working in close places and can be 
used as a trouble-shooter for find- 
ing dead circuits. The 12-volt 
bulb works on both 6- and 12- 
volt systems. — Jack Robinson, 
505 North Franklin Street, An- 
thony, Kansas. 


Repairing the Inlets 
On Radiator Tank 


EPAIRING radiator tank inlets 

by riveting has been simpli- 

fied for us by removing the old 
flange. 

We clamp a soft copper patch 

over the end of the new inlet and 

over the old hole in the radiator 


HOT IRON APPLIED HERE 





“™ & EXPLOSIVE RIVETS 


and bore four 3/16” holes through 
all. Finally, we insert 3/16” explo- 
sive rivets that will go all the 
way through and protrude 4%” and 
then set them with a hot iron. No 
bucking bar; that’s out! Solder 
around the edges of the copper 
patch. — George’s Garage, Bun- 
combe County, 70 Woodfin Ave- 
nue, Asheville, North Carolina. 
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STOCK THEM IN THIS H 


NO. A222 ASSORTMENT — CONTAINS 


STAY AHEAD OF COMPETITION WITH THE LATEST 
, — THEY COST NO MORE! 


EIS AUTOMOTIVE 


CORP., 


ALL SIZES UP TO 1%"! 
ORDER AT..ONCE — SAVE TIME — 
INCREASE YOUR PROFITS! 


Hotter drums and cylinders (due 
‘to higher speeds and quicker 
“stops) need these “E” Series 
Cups because they're made of a 
new, heat-resisting compound — 
yet remain flexible at 40° below 
zero! 
Cash-in on a big, expanding, 
replacement market because 


ALMOST 70% OF 1956-57 
CARS COME EQUIPPED 
WITH EXPANDERS! 


“EB” SERIE! 
STANDARD PACKAGE 
Contains 1 Cun 
10 Expanders and 
3 Surings 
EIS MASTER CYLINDER RIBBED 
CUPS WORK BETTER because they're 
made better! 


Middletown, Conn. 
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flutes of the tap and the chips with 
it, thus preventing breakage. — 
George’s Garage, Buncombe Coun- 
ty, 70 Woodfin Avenue, Asheville, 
North Curolina. 


Plugging Master Cylinder 
To Avoid Fluid Escape 


HERE the master cylinder is 

located on dash and work is 
to be done on line, hose or wheel 
cylinder, the brake fluid will start 
to flow wherever disconnection is 
made. 


The use of a new or discarded 
master cylinder filler plug with 
air vent thoroughly closed, to take 
the place of original temporarily, 
will stop the running fluid, — 
C. Kernaghan, 2324 Harris, Inde- 
pendence, Missouri. 


Servicing Clutch on Ford, 
Mercury Automatics 


UTOMATIC transmission work 

can be easy with a Time Saver 
I use in servicing clutches on Fords 
and Mercurys. 





JOAN COLLINS 
co-starring in MGM’s 


“THE 
OPPOSITE 
SEX” 


in CinemaScope and Color 








for thrills in motor performance. .. install 


VManliey 


vaive parts 
Airchrome VALVES, SPRINGS, GUIDES—and TIMING CHAINS 


Manley Valve Corporation, 1 5th St. & Fairmount Ave., 
Philadelphia 30, Pa. Supplier to leading original 
equipment manufacturers. District Sales Representa- 
tives: Lawrence M. Hirsig Co., Jacksonville; J. S. 
Connell Co., Dallas. 
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In the corner of workbench, I 
have a 1%” hole drilled in which 
I install a 7/16” long rear truck 
spring center bolt with lock nuts 
so that bolt will pass through 
clutch hub and tool for removing 
spring lock ring. Use 7/16” nut 
run down to remove lock and re- 
place the same way. This saves 
use of press and gives use of both 
hands. —Clyde Kennington, Me- 
chanic, Walker Motor Company, 
Broad at 14th Street, Augusta, 
Georgia. 


Determining Oil Leak 
On the Automatics 


A POSITIVE means of determin- 

ing the kind of oil leakage on 
cars equipped with automatic 
transmission may be had by the 
following procedure: 

To one cup of oil or fluid, add 
one-third tube prussian blue paint 
compound. Mix well and pour into 
car. The mixture will show defi- 
nitely whether motor or trans- 
mission is leaking. It is also helpful 
in locating the exact spot of leak 
coming from inside, since it will 
show a blue stain where oil or 
fluid is leaking. The paint com- 
pound, which may be obtained in 
small tubes from a paint store, is 
oil soluble and harmless to motor 
or transmission.—James D. Martin, 
Service Manager, Jack Hughes 
Motors (Ford), 100 E. San Antonio 
Street, San Marcos, Texas. 


When Hard Starting 
Occurs on Dodge 


ODGE Division has issued the 
following bulletin: 

Occasionally you may encounter 
hard starting on 1957 Dodge six- 
cylinder engine, which possibly 
could be traced to the operation of 
the new oil-filled ignition coil. 

When the coil is cold, the oil 
level may drop slightly and fail to 
insulate part of the primary and 
secondary windings from each 
other, preventing the spark from 
reaching the plugs. However, the 
coil will usually operate normal 
after sufficiently warmed to ex- 
pand the oil for the necessary in- 
sulation of the windings. 

To correct this condition, drill 
two 4” holes, properly spaced to 
fit the coil, in the vertical section 
of the original bracket to permit 
a vertical mounting of the coil. 
This new position of the coil will 
insure complete oil coverage of the 
windings to provide good insula- 
tion, especially when the coil is 
cold. 
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THE MIGHTY CHRYSLER 


Most glamorous car in a generation 





First in sales get-away, too! 


In just five short weeks from a standing start on announcement day, Oct. 30, 
Chrysler dealers dashed away with new car orders that actually equal a third of 
the entire 1956 production! And this red-hot pace shows no signs of cooling! 


Here’s why: the public recognized instantly that Chrysler is laps ahead of com- 
petition in style, performance, engineering. Every square inch of the Mighty 
Chrysler glistens with competitive challenge. 


And this year, Chrysler dealers sell to almost everyone! Three new series . . . New 
Yorker, Saratoga, Windsor . . . cover the widest market ever, at the most competi- 
tive prices in history! No wonder they’re burning up their separate sales tracks! 


Add up the reasons why . . . product, price, public acceptance . . . Chrysler is the 
entry to bet on this year. It’s a wonderful time to have the Chrysler sign out front. 
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buy an electric 

impact wrench 
... unless it has optional | 

TORSION BAR TORQUE CONTROL 


This selector knob engages 

the automatic shut-off 
device”... the unique feature 
essential to true torque control 


*at no extra cost 
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George H. Benjamin got national 
recognition last month for winning 
the battle of Pea Ridge over some 
Washington bureaucrats. Executive 
vice-president of the Arkansas 
Automobile Dealers Association, he 
engineered into signing by Presi- 
dent Eisenhower an act authoriz- 
ing the turning of Pea Ridge bat- 
tlefield of Confederate War fame 
into a national park. The National 
Automobile Dealers Association 
awarded him and AADA a plaque. 
The park “will mean $20,000,000 
in new tourist money to Arkan- 
sas,” he said. Some 26,000 Union 
and Confederate troops, including 
many Indians, participated in the 
battle of Pea Ridge in northwest- 
ern Arkansas. Department of In- 
terior officials had discouraged 
the movement for the park, chair- 
manned by Benjamin. 


Virgil McKinney Buys 
Chattanooga Discount 


V IRGIL W. McKinney, Jr., former 
owner of McKinney Buick Co. 
in Chattanooga, Tenn., has pur- 
chased the assets of Chattanooga 
Discount Corp. from Harry F. Mc- 
Cool. 

The firm, incorporated in 1933, 
is believed to be the oldest dis- 
count company in Tennessee to 
have carried on continuous opera- 
tions. McKinney, who has been in 
the automobile business approx- 
imately 25 years, was formerly a 
regional vice-president of Tennes- 
see Automotive Association. Mc- 
Cool was president of the associa- 
tion in 1944. 


Axle Firm Names Mrs. Watson 


Elizabeth Lees Watson, formerly 
treasurer of The U. S. Axle Co., 
Inc., Pottstown, Pa., has been elect- 
ed president to succeed the late 
Lawrence E. Orgill. A daughter 
of the late founder, George C. 
Lees, Mrs. Watson is the second 
generation of the Lees family to 
head the firm. Arnold Watson has 
been named treasurer in addition 
to his duties as general sales mana- 
ger. 
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GM Engineers Tell 
About the Ramjet 


DETAILED story of the new 

General Motors fuel injection 
system—Chevrolet’s Ramjet—was 
reported at Detroit last month at 
the Society of Automotive En- 
gineers’ annual meeting. 

Speakers included John Dolza, 
GM Engineering Staff; E. A. Ke- 
hoe and Donald Stoltman, Ro- 
chester Products Division; Zora 
Arkus-Duntov, Chevrolet Motor 
Division, and John Verkerke, Pon- 
tiac Motor Division, which is 
adapting the system to its Bonne- 
ville sports convertible. 

Discussing GM _ Engineering 
Staff’s basic development of the 
system, Dolza said that “a fuel 
system capable of correcting even 
50% of average carburetor de- 
ficiencies may produce a 10% im- 
provement in fuel economy that 
would ultimately result in a sub- 
stantial savings to the customer.” 

He described the GM develop- 
ment as “our own system,” pro- 
duced after a thorough studv of 
various other systems—diesel, air- 
craft and automotive. 

From single-cylinder test work 
at 8-to-1 compression ratio, he re- 
ported, it was learned that direct 
injection into the engine’s combus- 
tion chamber had no appreciable 
advantage over injecting fuel into 
the engine’s intake parts. 

Also, he _ said, intermittent 
(timed) injection into the intake 
ports gave slightly less power and 
used slightly more fue] than con- 
tinuous injection. 

Thus, Dolza said, injecting fuel 
toward the intake valve resulted 
in the “mest power, the best econ- 
omy, the fastest warmup and the 
best acceleration response.” 

He explained that the amount 
of fuel vaporization in an engine’s 
manifold during deceleration is 
negligible, as compared with a 
carburetor. The system also has a 
“coasting shut off” that reduces 
unburned fuel in exhaust fumes, 
as contrasted with operation of a 
carburetor. 


Charleston Honors Altman 


James J. Altman, president of 
Altman Cadillac Co., has been 
elected president of the Greater 
Charleston (S. C.) Chamber of 
Commerce, the oldest city chamber 
of commerce in the United States 
(founded in 1773). The veteran 
dealer at one time was connected 
with a parts wholesaler in Charles- 
ton. 
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A Revolutionary NEW IDEA 


in Automobile Air Conditioning 


Complete Car Cooling Immediately 


30% Greater Cooling EFFECT 


Here is an automobile air conditioner that will change the 
motoring public’s ideas about automobile air conditioning. A 
beautifully styled unit designed to “blend-in” giving car 
owners the most attractive unit for all interiors. 

Cool Queen offers YOU, the dealer, a greater profit per 
unit than any other automobile air conditioner on the market 
today ... yet, it’s competitively priced to the consumer. A 
complete sales and service organization will assist you in 
developing your market. 


Cool Queen’s economy price makes every car owner a 
potential Cool Queen owner. Your Cool Queen franchise will 
provide Top Profits in the coming season. 


Cool Queen is manufactured by the world’s leader in cool- 
ing equipment. Put yourself in the profit picture for ’57 
with COOL QUEEN. 


For Complete Information 


Write...Phone...or Wire 


KLAUSS-JOYCE Inc. 


GENERAL SALES OFFICE 


5526 Dyer Street 


EMerson 1-7136 


Dallas, Texas 


SEE OUR STORY CONTINUED ON NEXT PAGE 
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Let's 


For years all automobile air con- 
ditioning units have been the same 
in principle—similar in design, 
component parts, operation, cost, 
etc. And, NOW—suddenly ... it’s 
COOL QUEEN. 

At last the public and dealers 
are offered something to buy with 
confidence in performance and op- 
eration. Cool Queen offers the 
dealers more profit—yet is priced 
no higher to the public. And, Cool 
Queen now with the years ahead 
styling and “Blend-In” design be- 
comes the NEW auto air condi- 
tioning unit with all the advanced 
engineering features. 

Standard units have all had rec- 
tangle coils thru which the blower 
fan carries cool air to the inside. 
Cool Queen introduces the U-shape 
evaporator coil with greater sur- 
face area gaining 30% added cool- 
ing effect. The unit has six out- 
lets which circulate coo] air im- 
mediately throughout the entire 
automobile. The new “Frio-matic” 
temperature control permits you 
to “set it and forever forget it.” 
Once set at the comfort you de- 
sire — you need never change it 
again. The “Frio-matic” tempera- 
ture control cycles the Warner 
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Face It! ... 


clutch engaging or disengaging the 
Tecumseh compressor as required. 

The manufacturers of Cool 
Queen make most all component 
parts themselves—theirs is no as- 
sembly job. For the first time an 
air conditioner is actually made 
by the manufacturer—thus, the 
distributor price offers dealers 
more profit in sales. 

Promotional Program 

Watch for the big national Miss 
Cool Queen contest sponsored by 
dealers across the country. Pub- 
licity and advertising will be avail- 
able to promote sales everywhere. 
Newspaper mats, radio and tele- 
vision announcements, plus sales 
literature will assist you in selling 
your prospects. 

Compare—check these features 
against any other auto air condi- 
tioner. Prove to yourself THIS IS 
THE REALLY NEW ADVANCED 
AUTO AIR CONDITIONER for 
1957! 


Coot QUEEN SPECIFICATIONS 
Cc I | each Basic Kit and | 
— ye me Kit. 
Low Side Assembly—Height: 6- a ee 10" 
Fan Motor—High Speed: 2800 ie Medium 
Speed: 2450 RPM; Low a 2100 RPM; 
Motor: 1/20 H. P.; Fan Motor Current: 5.2 


at 12 Vv 
Fan Blade—Diameter: 7"'; Pitch: 33 degrees; CFM 
in assembly: 272; CFM blade: 45/. 
(Advertisement) 








Evaporator Core—Effective face area: 0.784 sq. 
ft.; Primary surface: 1.97 sq. ft.; Secondary 
surface: 34.24 sq. ft. 

Air Directional Control—Front louvres: 2 each 
Adjustable and 2 each Lower Fixed; Side 
louvres: 2 each Adjustable. 

High Side A b! core: Effective 
Face area: |.49 sq. ft. Primary surface: 3.93 
sq. ft.; Secondary surface: 62.13 sq. ft. 

Compressor—Tecumseh, Model HH. 

Idler Pulley—Construction: Cast & Machined. 

Crankshaft Adapter Pulley—Type: Pressed steel 
for single groove, cast and machined for 
multiple groove. Size: 6'/,"' O. D. with A-B 
Belt groove. 

Belts—Constructi on: Steel 
Type: "A" Section. 

pe a Wh Magnetic, Brushless; Mfg.: Warner 
Elect. Brake & Clutch: Current: | Amp. at 
12V. 

Thermostat—Differential: 5 degrees F. Range in 
Auto: 60 degrees—90 degrees F 

Expansion Valve—Type: Gas filled, Internally 
Equalized. Size |'/2 Ton. Setting: 5 degrees 
superheat and 40 Ibs. maximum operating 
pressure. 

Compressor Drive Ratio—|.!:!.07. 

Complete—2% ib. Freon Charge in each basic 
unit—no extra cost. 

Space does not permit listing all the specifi- 

cations; send for our complete “spec” sheet 

without obligation! 





cabled reinforced: 


Cool Queen is currently estab- 
lishing distributors and dealers 
throughout the country. Parts and 
service will be available every- 
where. 

All distributors and dealers in- 
terested in knowing more about a 
franchise are invited to call or 
write: Klauss-Joyce, Inc., 5526 
Dyer Street, Dallas, Texas; EMer- 
son 1-7136; to the attention of 
H. M. Joyce, exec. vice presidcat, 
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Jobber News 
(Continued from page 67) 


six weeks ago, use discretion, com- 
mon sense, which, in general, 
means efficiency. When packing 
small parts, these should not be 
dumped into a box loosely with 
many other parts. I’m sure we all 
realize the time consumed in 
separating, and you manufacturers 
are paying a high rate for the 
time of your employes, and so are 
we. 

11.—Sales programs should be 


presented in bulletin form for the 
purpose of better understanding 
and study by jobbers, and should 
be backed up by representatives 
who understand them, as well as 
by ability of the factory to deliver. 
Otherwise, confusion and disin- 
terest by the jobbers and sales 
force. 

12.—Manufacturers should make 
an effort to understand our prob- 
lems on an operating level, having 
their own operations officer survey 
personally, a representative (small, 
to a large jobber) group, and find 





DON’T GAMBLE with sales 


BE SURE... cman Swede 


ALL-PURPOSE HOSE CLAMPS 


Stainless Steel Construction © Aircraft Quality with Wittek Worm Drive Features 
© Quick and Easy to Apply ¢ Complete Range of Sizes © Convenient Packaging 


Quality materials, strong construction, and easy appli- 
cation of Wittek Hose Cl amps assure you of top 
sales. You can always be sure when you sell Wittek 


—hose clamps in all sizes . 


. for every purpose 


. and all at one source of supply. See 
your Jobber today or write direct to 
Wittek Manufacturing Co. 
for complete details. ‘ 





or stacking in displays. 


AVAILABLE IN CARTONS 


Every size Wittek Hose Clamp is 
now available in attractive display 
cartons of 10 clamps each. They 
give added convenience for storing 


SEE eae COMPLETE LINE OF HOSE CLAMPS 


Ay 


SOUTHERN REPRESENTATIVES 


Lawrence M. Hirsig and Co. 


Bruce T. Brantley, Sales Mgr. 
American Nationa! Bank Bldg., 
Jacksonville 7, Fla. 


21 Men Traveled—Kentucky, Tennessee, Alabama, 
— West Virginia, Virginia, North Carolina, 
South Carolina, Florida, Mississippi 


WITTEK MANUFACTURING CO. 
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McClintock Sales, Inc. 
Mr, Sidney M. McClintock 
2631 Commerce Street, Dallas, Texas 


4 Men Traveled—Texas, Oklahoma, Arkansas, 
Louisiana 


4341 W. 24th Place, Chicago 23, Ill. 





out his problems both with his 
trade and also with his manufac- 
turer. 

13.—Manufacturer salesmen (or 
should we say representatives, be- 
cause few are salesmen) do not 
know their products as well as 
our salesmen, therefore, cannot 
pass on information or knowledge. 
Therefore, are a waste of time to 
us, and a valueless employe to 
you. They lack the ability to hold 
sales meetings or to speak con- 
fidently to our customers. It em- 
barrasses us and certainly doesn’t 
do you any good. 

14.—Manufacturer representa- 
tives have a habit of surprising us 
when they call and expect us to 
give them time. We should be ad- 
vised well enough in advance by 
letter or post card when they ex- 
pect to be in to see us. Then, if 
they are unable to keep the date, 
advise us at once. Sometimes they 
are very unwelcome because we 
have other commitments for that 
time. 


Federal-Mogul Names Hogan 


Charles Hogan has been ap- 
pointed industrial sales representa- 
tive of Federal-Mogul-Bower Bear- 
ing Service in the Atlanta (Ga.) 
district. Hogan, who was formerly 
with MRC Bearing Co., will cover 
Alabama, east Tennessee, Georgia 
and Florida. 


Clayton Appoints Adams 


R. D. “Roy” Adams has been 
named director of sales for the 
steam cleaner, dynamometer and 
chemical divisions of Clayton Mfg. 
Co., El Monte, Calif., according to 
J. A. Cortright, sales vice-presi- 
dent. Adams _ succeeds Walter 
Wood, who, at his own request, 
became regional manager for the 
11 western states under Director 
Adams. 


UMS Sends Rigdon to Omaha 


Appointment of H. D. Rigdon as 
manager of the Omaha zone of 
United Motors Service Division of 
General Motors Corp. has been 
announced by General Sales Man- 
ager Edward L. Lape. Rigdon, who 
joined the division in 1946, has 
been assistant zone manager in 
Kansas City for the past three 
years. 


“Bob Campbell is our new city 
salesman,” announced W. P. Black- 
burn, president of Allied Parts 
Co., Inc., Orlando, Fla. 
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Q 
Acme’s New Finish—Super Fleet-X 


Is 5 Ways Better 


New Super Fleet-X laughs at weather! It applies smoothly and 
evenly no matter what tricks the thermometer plays . . . in fact, 
new Super Fleet-X is 5 ways different from previous enamel! 


FASTER DRYING ... put a car outside in much less time. Do 
more cars in a smaller space. 


WRINKLE-FREE . . . applies smooth as silk, remains wrinkle- 
free on even the hottest day! 


“WET LOOK” LUSTER .. . that actually increases with time 
(customers tell friends . . . friends become customers)! 


ORDINARY OVERSPRAY DISAPPEARS .. . the spray dust is 
never sticky or bothersome. 


PRACTICALLY ODORLESS . . . easy on the nose (and on the 
clothes)! 


CALL YOUR = 
WM abes ACME 
PAINTING PAY JOBBER < 
AUTOMOTIVE § acme aQuatity PAINTS, INC. 
FINISHES 7 8250 st. Aubin + Detroit 11, Michigan 











FAST! 


EASY! 


SAFE! 


Ready - to - use 
NO MIXING! 


wikMetal 
COLD SOLDER 


Send for FREE folder 
and price list of ideas 
for using KwikMetal. 








You MAKE 
MORE PROFIT! 


Just apply KwikMetal from 


the can... and let it dry toa 
hard, metallic finish ready for 
sanding and painting. You can 
apply KwikMetal in the time 
it takes to mix the others! It’s 
low cost and easy-to-use... 
requires no heat, flames, tanks, 
torches, chemicals, or special 
equipment . . . and, Kwik- 
Metal stays where you put it! 
This is why KwikMetal is the 
leader! 


METAL FILLING * METAL GLAZING * 
RUST PROOF * WATER PROOF °* 1 Ib. 
DOES WORK OF 6 Ibs. LEAD * JUST AP- 
PLY AND LET DRY * LOW COST * SAFE 
NO MIXING * NO HEAT OR SPECIAL 
EQUIPMENT * KWIKMETAL WORKS 
Cold Magic FOR FAST REPAIRS! 


REMEMBER handy KwikPatch Kits containing KwikMetal, 
KwikSolv Solvent and roll of KwikPatch Fabric Patch. 


Order from jobber or write for name of nearest distributor. Jobber inquiries invited. 


ATOMIZED MATERIALS COMPANY, INC. 


207-E Rauch Building 
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Pittsburgh 5, Pa. 





This new home of Manchester 
(Ga.) Parts Co. contains 4,500 
square feet of floor space—twice 
the size of the old location. The 
tenth anniversary was celebrated 
by moving to the new site. Shown 
behind counter in picture at left is 
Harry J. Barnes, assistant store 
manager. In photo at right appear 
(l, to r.): Harry Barnes, Counter- 
man Bill Barnes, Bookkeeper E. M. 
Pace and “Crip” Hendrix, starter 
and generator rebuilder. 


MEWA Roster Swelled 
By 23 Southerners 


DDITION of 23 members in the 

South out of 61 new members 
in the last three months of 1956 
has been announced by Motor and 
Equipment Wholesalers Associa- 
tion. 

Southern members are Automo- 
tive Co., Anniston, Ala.; Broyles 
Rubber Oil Co., Greeneville, Tenn.; 
Burnett Auto Parts Co., St. Joseph, 
Mo.; Car Parts, Inc., St. Louis, Mo.; 
Cliett Auto Parts, West Point, 
Miss.; Dixie Auto Parts Co., Mo- 
bile, Ala.; Gilan Auto Supply, Fort 
Myers, Fla.; Grady Auto Parts, 
Gate City, Va.; Gulf Motor Parts, 
Inc., Gulfport, Miss. 

Hanna-Gray Co., Fort Smith, 
Ark.; Hapco, Inc., Sumter, S. C.; 
Harry’s Auto Parts Co., Rome, Ga.; 
Huntington Battery & Supply Co., 
Inc., Huntington, W. Va.; Lampo 
Auto Supply, Neosho, Mo.; Masco 
Auto Parts, McAllen, Texas; John 
Miles Miller Co., Blytheville, Ark.; 
Motor Supply Co., Columbia, S. C. 

Parts Service Co., Nashville, 
Tenn.; Parts Service Co., Inc., 
Montgomery, Ala.; Rouggly & Roth 
Co., Crystal City, Mo.; Service 
Supply Co., Carrollton, Ga.; Stand- 
ard Parts Co., Inc., Ocala, Fla., and 
Tanner Parts, Fort Myers, Fla. 


“We have added Perfection, 
Wagner, Cole-Hersee lines recent- 
ly,” announced Al Jones, Sr., senior 
partner of Al Jones & Co., Tampa, 
Fla. 
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THE MOST EXCITING 
NEW ENGINE DEVELOPMENT 


SINCE THE FIRST ROCKET 
WAS LAUNCHED! 


Olds dealers have it again! The most sensational engine news 
since high compression! A powerful new sales appeal in 
economy . . . an economical new performance option that’s 


NEW SALES POWER loaded with sales action! Oldsmobile’s new J-2 Rocket Engine* 


is ready today with all of the action and go that only the 


FOR OLD oy MOBILE experimental cars have boasted before. It’s the famous °57 
Rocket—opened up for new efficiency—with 3 carburetors, 


Q UALITY DEALERS! new manifolding and fuel distribution, and 10-to-1 com- 





pression. And with all of its new “two-stage” performance, 
the new J-2 Rocket offers a 50-percent-broader economy 
range than engines with 4-barrel carburetors. That’s a 
double-barreled attraction that'll get °em in the buyer’s seat 
for Olds dealers. It’s another reason why it’s smarter than 
ever to be with Olds! 


*277-h.p. Rocket T-400 Engine standard in all models. J-2 Rocket, with 300 h.p., 
and special Rocket engine, with up to 312 h.p., both available at extra cost. 


OnosnvdiIoO BI LE 


DIVISION ° GENERAL MOTORS CORPORATION . LANSING, MICH. 
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75% List Bigger Sales for 1956; 
Florida and Virginia Ride High 


ae volume sloughed off for 
many wholesalers the last three 
months of 1956, accounting for 
only 75% of the returns in a 
questionnaire listing an increase 
for the entire year of 1956 over 
1955. 

Reports of the same volume and 
of decreased volume were equal 
—1214%2% each. 

The drought in the Southwest 
continued to restrain business dur- 
ing the year and caused further 
declines for some firms. Trimming 
of jobbers’ profit margins by man- 
ufacturers faced with higher pro- 
duction costs was blamed for the 
smaller net profit reported by a 
scattering of executives. 

Aside from the money angle, a 
number of respondents called at- 
tention to their inability to obtain 
satisfactory personnel, particularly 
trained people, including salesmen. 

“Showing adequate net profit is 
our biggest problem. To elaborate 
would only be repeating what most 
jobbers are saying,” commented 


one New Orleans executive. Of his 
increase of 12% in sales last year, 
some was due to price rises, he 
pointed out. 

A Kentuckian was among those 
who felt a downturn in the latter 
part of ’56. His volume was up 
3.2% for the year, but “our in- 
crease during the first nine months 
of 1956 was almost lost during the 
last three months,” he reported. 

In Texas’ Panhandle one firm 
reported a climb of 25%, of which 
about 10% was due to automobile 
air conditioners. 

A Texan whose sales were down 
144% reported: 

“Our rebuilt line showed the 
best improvement during the past 
year. 

“We finally solved the obsoles- 
cence problem on older models— 
gathered it all up and sold it for 
scrap iron. We now have room for 
new merchandise! 

“The two middle quarters were 
poor sales months, due principally 
to the severe drought conditions. 


A Reader Su 


The last quarter was considerably 
improved, with December running 
33% above December of last year. 
Retail sales on older model parts 
have improved and the prospect 
for spring sales seems much better 
at present.” 

In Virginia and especially Flori- 
da, where registrations increases 
have been leading the nation, the 
volume increases ranged in many 
instances well above 10%, with 
some approximating a third over 
55. 

A report compiled from mem- 
bers’ forms by the Florida Auto- 
motive Wholesalers Association 
listed “an increase of nearly 12% 
over 1955” in sales by the report- 
ing members. 

An Oklahoman complained: 

“Our volume this year is above 
that of last year. However, the 
profit structure is different as 
well. The manufacturer has had to 
dig into the jobbers’ lowest profit 
in order to meet the rise in cost 





Reach NEW HEIGHTS of 
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FRIGIQUIP CORPORATION 
3724 North May Ave. 
Oklahoma City, Oklahoma 


for ‘57! 


NAME 


Send me the complete story about space-modern FRIGETTE 


PN 

ta poweee . 
nk oon cep 
> 


he 





“AS. MODERN AS AN ADVENTURE INTO SPACE 


“* @ Space-modern NEW DESIGN blends perfectly . . . fits 
perfectly, under the dash on all cars! 

@ New KEYBOARD CONTROLS, with pushbutton operation 
of clutch and 3-speed blower! 

@ New AUTOMATIC TEMPERATURE CONTROL adjusts cold- 
ness thermostatically with the turn of a dial—completely 
eliminates old-fashioned, inefficient by-pass valve! 

@ ELECTRIC CLUTCH (standard equipment for 1957) is auto- 


matically controlled! 


@ Outstanding BLOWER WHEEL air-flow system is silent 


and highly efficient . . . 


makes noisy fans obsolete. 


Utilizes 100% of coil surface! 


in seconds! 





FIRM 


@ HIGH CAPACITY LeHigh compressor is only one specially 
engineered for automotive use. Cools entire automobile 


FITS 95% OF ALL CARS AND TRUCKS 


TWO MEN INSTALL IN THREE HOURS 





ADDRESS 








city 
| AM___ AM NOT 


| dete eee 
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We still have some areas available to strong, qualified 
distributors and dealers. Mail the coupon NOW—learn 
why the opportunity FRIGETTE offers in 1957 is ‘‘out 


of this world''! 
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“Wish yee were here!” 


THIS IS THE 1957 MOOG SALES MEETING... 
2 days packed with ideas for increasing 
your “under-the-car” profits! 


YOU, Mr. Garageman, were No. 1 in our minds 
as Moog Representatives from all over the U. S. 
and Canada met in St. Louis last December for 
our annual sales meeting. 


Our men heard Moog’s plans for increasing your 
“under-the-car” business. They saw new items to 
be added to the Moog line—already the most com- 
plete line in the chassis parts field. They became 
familiar with catalog innovations that will make 
ordering Moog parts even easier than before. They 
learned about Moog’s expanded advertising pro- 
gram, which now includes Popular Mechanics to 
help pre-sell your customers. And they saw dra- 
matic new merchandising and display materials 
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to help you tie-in with Moog’s efforts at the 
point-of-sale. 


The Moog Representatives also told us about 
your problems and your ideas. And because Moog’s 
future depends on how effectively independent 
Garage and Service Station Operators go after more 
“‘under-the-car”’ business, we were interested . 
and we pledge our cooperation. 


The Moog Representatives are now back in their 
territories with our program for building your 
“‘under-the-car”’ business. See your Moog Jobber 
to find out what this program means to you! Moog 
Industries, Inc., St. Louis 14, Missouri. 


means more “under-the-car” business! 
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Net More PROFITS on 
Shop labor PLUS Parts 


Overhaul 
Tractors wit 


BASIC PACKAGE 


Sleeve Assembly Sets 


There is great consumer demand for 
these dependable BASIC SLEEVE 
ASSEMBLY SETS for tractors and 
trucks that increase power, extend 
life of engines and cut cost of gas 
and oil. 

Garages and repair shops every- 
where make more money on both 
labor and parts with precision-built 
BASIC. There is no costly fitting . . . 
no reboring . . . no wasted time. 
Old sleeves are driven out... new, 
improved BASIC is pressed in easily, 
quickly and PROFITABLY. Overbore 
sizes for most tractors assure your 
customers more compression . . . 
more displacement . . . more power 
for much better engine performance 
and more economical operation. 


Complete Stocks! Immediate Delivery ! 


BASIC SLEEVE ASSEMBLY SETS are packaged complete 
ready for prompt rush shipments to meet your Spring repair 
needs on most popular makes of tractors and trucks. 
Materials and workmanship fully guaranteed against any 
risk on your part. Order now from any of these associated 


warehouses. 
Southwest Automotive Warehouse 


1611 Ave. G 


Jobbers Service & Supply Co. 
806 W. Grand Ave. 


Tool & Parts Warehouse, Inc. 


2816 Commerce St. 


BASIC SLEEVE 
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Lubbock, Texas 


Okla. City, Okla. 


Dallas 26, Texas 





— _— 


* Up to 20% 
More Power 


* Longer Engine 
Life 


* Savings on 
Gas and Oil 











From America’s foremost 
manufacturers come pis- 
tons, pins, rings and 
sleeves . . . all precisely 
engineered to fit 
EXACTLY in the original 
equipment. 











Jobbers Service, Inc. 
523 Simpson St., N.W. Atlanta 13, Ga. 


H-M Parts Company 
2617-23 Warwick Kansas City, Mo. 


National Automotive Parts 
Warehouse Co. 


1701 Maury St. Houston, Texas 


ASSOCIATES 





More than fifty sales representa- 

tives of the AP Parts Corp, met in 

Toledo recently for the annual 

sales conference, Sales Manager 

H. C. “Skip” Stivers conducted 
the sessions. 


in manufacturing. This has caused 
a panic in competition.” 

In western Texas a company 
experienced 19.6% better business 
because of “more cars, developing 
better accounts and moving to a 
new location.” 

Although one Floridian’s sales 
for the year were up 16%, his 
volume the last four months was 
off 10% in comparison with pre- 
vious months. 

Complaints of poor business in 
the last couple of months of ’56 
came also from the Mississippi 
Delta. 


Aluminum Industries Names 
Williams Vice-President 


J. WILLIAMS, former vice- 
@ president of The Western 
& Southern Life Insurance Co., 
has been elected vice-president 
and treasurer of Aluminum Indus- 
tries, Inc., Cincinnati, O., accord- 
ing to President Harrison O. Ash. 
Williams succeeds Robert Die- 
fendorf, who resigned as treasurer 
and controller to form his own con- 
sulting organization. He will con- 
tinue to serve the company as a 
consultant. Robert J. Holtmeier, as- 
sistant treasurer, has been ap- 
pointed controller. 


Kem Appoints Guy Keen Co. 


Appointment of C. Guy Keen Co. 
of Meridian, Miss., as its sales 
representatives in Alabama, Mis- 
sissippi, Tennessee and northeast- 
ern Florida has been announced by 
Kem Mfg. Co., Inc. C. Guy Keen, 
W. Harold Purvis, A. E. Mosley 
and L. S. Gray will sell and service 
the complete Kem line. 
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| CAN SAVE YOU 
TIME, LABOR, MONEY, 
ON GASKET SETS! 











4 @ Pioneers in the field of 
ChLreamco “TRANSMISSION ENGI- 
NEERED PARTS.” 


. Sore §=6rTRAMCO GASKET SETS 


Plio-packed against mois- 


, resets ture and dust. 
scien gp | Quik cs-idetication, 
—_— : i packaged in descriptive 


master envelopes .. All the 

parts for a complete job. 

Repackaged in standard 

corrugated cartons. 

e A complete line, Na- 
tienally Distributed. 





AUTOMATIC TRANSMISSION PARTS & REPAIR KITS 


-\ TramcotIndustries Ine. 
43 WEST 61 ST... NEW YORK 23.N. Y 








Sale. sia 


DOES ALL THE JOB 
Block sanding surfacer, putty, 
scuffing. Smoothing solder, res- 
in patches, “feather-edging.” 
Removing rust, lettering, grind- 
er and file marks. Saving wind- 
shields, removing scratches, 
wiper rubs. 


DUAL- ACTION OR STRAIGHT LINE, 
AN Eaagy FOR EVERY JOB. 


Model 
Model DF 
JR Air. Electric. 


DETROIT SURFACING MACHINE CO. 
1245 E. 8 Mile Rd. © Detroit 20, Mich. 
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the quality line of auto- 

motive chemicals that 
means extra profits for you, extra 
safety for everyone. 


WARCO S.A.E.70R1 HEAVY DUTY 
HYDRAULIC BRAKE FLUID 


Approved by States 
with Brake Fluid Ordinances 


S.A.E.70R! is for use in trucks, tractors, 
buses, and for passenger cars when 
recornmended by manufacturer. 


WARCO S.A.E.70R2 
MODERATE DUTY 
HYDRAULIC BRAKE 
FLUID 

For passenger cars and light 
trucks. 


* 

WARCO 

“GRADE A" 

HYDRAULIC BRAKE FLUIDS 

nationally accepted by leading jobbers over 

the past 20 years. 

WARCO S.A.E.70R1 and S.A.E.70R2 

brake fluids meet or surpass every 
S.A.E. specification. 


Available in: 12 oz., Pint, Quart, Gallon, 
5 Galion and 54 Galion Drums 


WARCO 

AUTOMATIC TRANSMISSION 
FLUID-TYPE A 

A laboratory tested product that 
mixes perfectly with original equip- 
ment type A fluids. 


Available in: Quart, Gallon 
5 Galion and 54 Galion Drums 


Write for our catalog now! 


WARWICK LABORATORIES COMPANY 
334-42 Cleveland Street, Brooklyn 8, N. Y. 
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Manufacturer's Representative and 
Warehouse Distributor in the Southwest 





¢ EMEROL PRODUCTS 


Marvel Mystery Oil, Marvel In- 
verse Oilers and Marvel Hi-Rev. 


Manufacturer's representative for 
all of Texas. 








4 GABRIEL COMPANY 


Complete line of standard and 
heavy-duty shock absorbers for 
passenger cars, trucks, and buses; 
automobile thermostats; car, truck, 
and bus heaters. 








4 MARVEL-SCHEBLER 
Industrial gasoline and LPG. 


Warehouse distributor for 
Louisiana and Texas. 
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C OM PAN Y 
2616 Ross Avenue Dallas |, Texas 





Conveniently situated for all major 
railroad and motor freight lines, 
this new warehouse of Wix Corp. 
of Gastonia, N. C., located at 8901 
Sovereign Row, Dallas, Texas, en- 
ables southwestern wholesalers to 
get overnight service. The build- 
ing has 12,000 square feet of stor- 
age and office space. R. Howard 
Chamness is in charge of the estab- 
lishment, which also contains the 
company’s southwestern zone of- 
fice. 


Max Lewis’ Son Opens 
Alabama Business 


= B. Lewis, son of J. Max- 
well Lewis, Sr., well-known 
jobber of Greenville, Ala., is now 
operating a new parts jobbing 
company, Automotive Parts Cen- 
ter, at Greenville. 

With more than 5,000 square 
feet of floor space at 205 Hickory 
Street, the company will feature 
machine shop operations and in the 
future will “begin a fabrication 
operation of manufacture,” it was 
announced. 

George B. has worked around 
his father’s business, Lewis Auto 
Supply Co., all his life. In World 
War II he managed the parts sup- 
ply for the motor pool of the 
Naval Supply Depot at Guam. 


P. G. house paint has been added 
to the line of The Goyer Supply 
Co., Greenville, Miss., Manager R. 
D. Jones announced. 


John W. Merritt has been appoint- 
ed advertising manager for the re- 
placement division of Thompson 
Products, Inc., succeeding Bob 
Schoonover, who was transferred 
to Toledo Steel Division’s sales 
order department. Merritt, who 
has been with the company for 12 
years, was formerly southeastern 
regional sales manager of Toledo 
Steel, 
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C. Phil Scales has been appointed 
to succeed Ben Crawford in its 
Atlanta (Ga.) area by McEwen 
Cherry Co., manufacturers’ rep- 
resentatives of Nashville, Tenn. 
Scales, who has had 11 years’ ex- 
perience in the automotive field, 
is also field sales manager for the 
company. 


Six Pensacola Jobbers 
Donate Cardioscope 


S™ Pensacola (Fla.) jobbers 
joined in giving an electric 
operating room cardioscope, the 
first in the area, to Baptist Hos- 
pital in commemoration of the past 
Christmas season. 

The firms, which had previously 
given various remembrances sep- 
arately during the Christmas seas- 
on, also joined in donating $285 
to the Petree Memorial School. The 
cardioscope cost $1,965. 

Donors were Petree Bros., Raines 
Auto Paint Co., Runts Automo- 
tive, United Auto Supply Co., 
Pensacola Automotive Supply Co. 
and Pensacola Electric Garage. 


AC Moves Parker to Dallas 


Matthew Parker, Jr., former 
product merchandiser for fuel 
pumps, oil filters and gasoline 
strainers for AC Spark Plug Di- 
vision of General Motors, has been 
appointed national accounts repre- 
sentative in the Dallas, Texas, re- 
gion. Parker, who joined the di- 
vision in 1938 in Mobile, Ala., was 
territory manager in New Orleans 
at the time of his appointment as 
product merchandiser in 1956. 


World Bestos Advances Braun 


World Bestos Corp., New Cas- 
tle, Ind., has named Edward G. 
Braun district manager of its ter- 
ritory which includes all of Kan- 
sas and the eastern half of Mis- 
souri. Braun has been with the 
corporation’s sales department for 
a number of years. 
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Georgians Oppose Double Rate 


Disapproval of the double rate 
on boxed mufflers in bus ship- 
ments has been expressed to the 
Georgia Public Service Commis- 
sion by the Georgia Automotive 
Wholesalers Association, President 
Ray C. Birdsall of LaGrange an- 
nounced. 


G. T. Jurgens Joins Klier 


G. T. Jurgens has joined G. W. 
Klier Co., Atlanta manufacturers’ 


representatives, replacing Sam 
Morris. Jurgens, a former sales 
manager of the NAPA warehouse 
at Jacksonville, Fla., will cover 
Florida, Georgia, Alabama and 
Tennessee from his headquarters 
at Orlando, Fla. 


Bishman Picks Cunningham 


W. R. “Bill” Cunningham has 
been named representative for 
Bishman Mfg. Co. in Alabama, ac- 
cording to General Sales Manager 
D. T. Lyons. 
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ONE SHOT 


a 
CHK cOsTs 
50 AND 
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saves time 
saves money 
protects skin 


7 ri 


asphalt, 


the original 
Double Action 


HAND 
CLEANER 


that cleans 


Tested and proven Go-Jo Hand 
Cleaner provides the best in 
fast action removal of em- 
bedded grease, grime, paint, ink, 
mastic — all stubborn soil. And 


ae formulated to assure gentle, 
dermatologically safe protection for the 





skin. 


For efficient, economical hand cleaning — 
it’s time to depend on GO-JO. Order from 
your Jobber. 


GOJER, INC. 


* Box 991, Akron, Ohio 


America’s Largest Manufacturer of Creme Type Hand Cleaners 
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LOCATE TIRE LEAKS 
INSTANTLY... 


with Amazing New 


Detecto-Mist 


Saves Time — Saves Work 
ENDS MESSY DUNKING! 


Simply spray tire and § 

rim with Detecto-Mist 

—on or off the vehicle 

—and the tiniest leak 

shows up in a moun- § 

tain of bubbles. For @ 

all tires—tubeless and | 

tube-type. One quart 

of concentrate tests 900 to 1000 tires. 


D-100 

Detecto- Mist Spray 
Unit. Portable 1-qt. 
size. Ideal for service 
stations and trucks. 
Solid brass, Auto- 
matic air release 
keeps solution from 
aerating, 


D-101 
Detecto + Mist 
Spray Unit. 
Holds 3 gallons. 
Suitable for 
larger opera- 
tions, Automat- 
ic air release. 


7 SEE YOUR JOBBER for Ken Detecto-Mist .- 
gy Solution and Spray Units. Locate leaks 
instantly in large or small tires — passen- 8 
3 ger car, truck, earthmover, bus, aircraft 
—on or off the vehicle. Made by the ' 
world's largest exclusive mfgrs. of tire- a 
J changing tools and equipment. + 


The KEN-TOOL Mfg. Co. 
AKRON 5, OHIO 
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F. A. “Tate” Tatum has been 
named manager of Genuine Parts 
Co., Jacksonville, Fla. After join- 
ing the organization in Atlanta, 
Ga., in 1938 as a city salesman, 
Tatum became the leading sales- 
man and held that position for 15 
years. In 1953 he was made mana- 
ger of the Decatur (Ga.) branch. 


“Buddy” Garrett Returns 
To Schoellkopf Firm 


C. “Buppy” Garrett, widely 
e known in the aftermarket of 
the Southwest and a past president 
of the Southwest Automotive 
Show, has returned for the third 
time to the post of manager of the 
automotive division for The 
Schoellkopf Co., hardware and 
automotive distributors and also 
manufacturers of some items in 
both fields in Dallas. 

Garrett resumed his old post of- 
ficially Jan. 1. For the past several 
years he had been manager of the 
automotive division of the Dallas 
branch of Straus-Frank. 

Garrett was with Schoellkopf 
from 1938 to 1943, when he re- 
signed to become partner with 
Nick Carter in the Auto Parts Co. 
of Dallas. After this partnership 
was dissolved, in 1948 he returned 
to Schoellkopf, remaining until 
1951. Then he entered into partner- 


“Buddy” Garreit 


ship with Joe Ashby of the Ashby 
Auto Supply and when. this 
partnership was dissolved, he 
launched the Buddy Garrett Auto 
Supply. 

Somewhat later he was induced 
away from this project when 
Straus-Frank bought the Auto 
Parts Co., installing “Buddy” as 
automotive manager. The Auto 
Parts Co. was the nucleus for the 
Dallas expansion of Straus-Frank, 
including a new and imposing com- 
bination retail store and warehouse 
in the Dallas industrial district. 


H. J. Oenning of Houston 
Retires from Champion 


J. OENNING of Houston, 

e Texas, for 37 years a sales- 

man for Champion Spark Plug 

Co., Toledo, O., has retired, and 

his territory has been divided in- 
to two sections. 

Replacing Oenning in _ south- 
eastern Texas, with headquarters 
in Houston, is R. E. Clark, who has 
represented the company for seven 
years in that area. E. S. Armstrong 
of Amarillo has been promoted to 
head the second half of the former 
Oenning territory, southwestern 
Texas. He has been with the com- 
pany for six years and is familiar 
with the territory he will handle 
from San Antonio. 


World Bestos Promotes 
Greenen in Sales 


W. GREENEN has been named 

e manager of replacement sales 
for World Bestos, New Castle, Ind., 
General Manager R. A. Riley an- 
nounced. 

Greenen will supervise all sales 
to brake shops, service stations, 
fleet operators and other replace- 
ment sales outlets. 


Fleming Retires from Ditzler 


Neil A. Fleming, manager of the 
automotive refinish sales depart- 
ment for the Ditzler Color Division 
of the Pittsburgh Plate Glass Co., 
is retiring after 36 years’ service, 
General Manager John F. Green 
announced. Fleming joined Ditzler 
in the sales department in 1920 
and in 1929 became the first sales 
manager of the distributor sales 
department when that unit was 
organized. 


Guaranteed Ignition has been 
added by Piston Ring & Supply 
Co., LaGrange, Ga., according to 
President and Manager Ray C. 
Birdsall. 
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Arnold Haviland Company 


ANOTHER 
MUFFLER IS 


MAKE IT A 


HAVILAND 
MUFFLER 


REDESIGNED FOR TOP QUALITY 


AND PERFORMANCE 
Defiance 7, Ohio 








Nobody throws away a 7X 
pair of shoes when the 
shoe laces break.... 


no need, either, to 
junk those faulty 
tail pipes! Repair them easily with 


Quaker Supreme -TAIL PIPE 
REPAIR | KIT! 


install it in 5 MINUTES! Remove rotted 
tail pipe end with hack saw. Slip TAIL 


PIPE REPAIR KIT over old tail 
4 cambers give sank aul he oun 6 one wth tempos 
tighten repair kit clamp and refasten tail 
100% coverage! pipe henger. It's the hottest PROFIT 


MAKER in the industry! Packaged 


No inventory problems individually boxed of in assortments. 


SOUTHEAST REP.: L. M. HIRSIG CO. 


Quaker Supreme Chemical Corp. 


MONTGOMERY *ALABAMA 
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Get into BIG PROFIT 
“BEAR” ALINEMENT 
[> BUSINESS 


WITH LOW COST #128 SET 


No matter how small your 
operation, here's your chance 
to get into big profit alinement 
under the nationally-advertised 
“BEAR” Sign! The new “Bear” 
#128 set is so simple, so 
accurate and so fast you can 
easily make hundreds of dollars 
net profit during the first year! 
And it takes up no more space 
than a small tool board! DON’T 
DELAY ANY LONGER! Ask your 
Jobber for details. Bear Mfg. Co., 
Rock Island, Illinois. 


Want more facts? Use Reader Service Card Page 118 





West Virginian Changes 
Personnel in Field 


*“p ETE Scaggs is working out of 
our Huntington store, re- 
placing Sneets Moore, who went to 
work for Brown-Bigelow,” an- 
nounced Owen W. Wilson, sales 
manager of Motor Car Supply Co., 
Charleston, W. Va. 

“Don Perry is working the 
territory formerly worked by 
Bob Samailes. H, F. Lushbaugh, 
formerly of Baldwin Supply Co., 
is working the territory out of our 
Beckley store, replacing Cob 
Walker, who went to work for 
a Virginia jobber. J. J. ‘Jay’ Wat- 
son, a salesman out of our Park- 
ersburg store, has resigned,” Wil- 
son said. 


Charles Hodgson Retires 
From Weaver Sales 


HARLES F. Hodgson retired as 

vice-president in charge of 
sales of Weaver Mfg. Co., Spring- 
field, Ill., Jan. 1. 

Hodgson, who started with the 
company in 1912 as secretary and 
sales manager, became vice-presi- 
dent in charge of sales in 1949. He 
has also been active in many auto- 


motive service industry organiza- 
tions. 


Booth Conference Is Set 
For Oklahoma Session 


A BOOTH conference, similar to 
what has been held in con- 
junction with the annual conven- 
tions of the Automotive Wholesal- 
ers of Texas, will be staged as a 
part of the annual convention of 
the Automotive Wholesalers of Ok- 
lahoma Feb. 25-26 at the Skirvin 
Tower Hotel in Oklahoma City. 

Reported Executive Secretary 
Tom Payne: 

“AWO has a complete program 
planned to which the entire indus- 
try is not only invited but urged to 
attend. All of the speakers’ portions 
as well as the social events will be 
open to both jobbers and their em- 
ployes and manufacturers and their 
representatives. Wives, too, will be 
asked to accompany their husbands 
throughout the program.” 


Permite products, Imperial Brass 
stock, Fram filters and Filko igni- 
tion have been added by Allied 
Parts Co., Inc., Orlando, Fla., ac- 
cording to President W. P. Black- 
burn. 


Donald G. Holder has been ap- 
pointed southwestern territory 
representative for Walker Mfg. Co. 
of Wisconsin by Southwest Dis- 
trict Manager Everett George. 


“W. P. Griffin, who for several 
years has been in charge of service 
and body shop for Alford Buick Co. 
in LaGrange, is now with us,” an- 
nounced Ray C. Birdsall, president 
and manager of Piston Ring & 
Supply Co., LaGrange, Ga. “At 
present he is working on the 
counter and we expect him to spe- 
cialize in equipment sales and pro- 
moting shop business.” 





SERVICING | 

RADIATORS!” _ 

— HERMAN BRIDWELL, e 
TWIN FALLS, IDAHO 


Oh, 2 ~ 
oN 


Pr, 


" JV XS 
that "hardens 


» ‘in 7 months | was doing 4 
over $1,300 a month! | will © 
exceed $15,000 my first year.” 
MANY MAKE OVER $10,000 A YEAR! ‘After 3 months we are doing 
$850 per mo. in radiator work and increasing all the time’’—Robbins Motor 
Co., Marlow, Okla. ‘‘Now going at rate of $18,000 a year,’’ says Clough, 
Storm Lake, Ia. You, too, can do this well! 
20,000,000 Radiators Need Servicing Yearly! And with today's engine 
power increased, cooling capacity decreased, radiators will require more ser- 
vice than ever! Get your share of this huge profit potential—now ! 
Inland, the industry's leader, offers equipment, training, Pays-For-Itself 
urchase plan—advertises nationally to attract radiator servicing business to 
Gindeouleeel shops. Mail coupon for Free Book today. 


1108 Jackson St., Dept. SA-2 “Omaha 2, Nebr. FRE 
World's Largest Manufacturer 
of Radiator Servicing Equipment 
“SOLD EXCLUSIVELY BY MAIL” 
SA SAE ARERR SE Se RT 
INLAND MFG. CO., Dept. 3A-2 
1108 Jackson St., Omaha 2, Nebr. 


Please send new free book, ‘‘Biveprint for Profits.” 


’ " . a 
| | like tock" ~ee 
/ repairs, aM , —— F 


renews and reinforces 
dented, damaged, broken 
or rusted auto bodies N 
and fenders, aluminum, 
iron, copper, brass, 
wood, brick or concrete. 


TRAINING 
pia lele)s 


Factory school trains 
ou or your man quick- 
y. Cleaning, repairing, 
recoring, pricing, every- 
thing ! FREE to Inland 
customers. 


Saves Money 

— Saves Labor 

— Saves Time 

— means more profits — 

more satisfied customers. 

*FOR AUTOMOTIVE, INDUSTRIAL, AIRCRAFT, AND MARINE USE 
. . . wherever there’s need for repair, BONDO should be there! 


Insist on the name “BONDO” . . . the original plastic-fiberglass 
filler. GET IT TODAY from your local jobber or write direct to 


Pee 4 Os — —e OF | 1111 1 OF -) oe OO) ie 
i Telaisiielac mm OClelalar 
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(PLEASE PRINT) 





ADDRESS__ 
CITY 
a 
if dealer, make of cor sold 
Are you now operating oa radiator shop 





SS ee 
TITLE. EE 


Ne 





~ © Yes 





Want more facts? Use Reader Service Card Page 118 SOUTHERN AUTOMOTIVE JOURNAL for February 1957 








FILT-O-REG 
DOES THE JOB! 





FILTO-REG 


COMBINATION FUEL PRESSURE 
REGULATOR & FUEL FILTER 


HERE’S WHY! FILT-O-REG eliminates 
carburetor troubles caused by exces- 
sive fuel pump pressure. This precision 
combination fuel pressure regulator 
and filter, feeds the full amount of fuel 
to the carburetor at minimum pressure 
under any load, at all speeds, altitudes 
and extreme weather temperatures. 
Provides a maximum of 2 Ibs. p.s.i. 
constant fuel pressure on the carbure- 
tor float valve and seat. This maintains 
the proper float level under all driv- 
ing conditions. Fits in the fuel line of 
any make or model car. No adjust- 
ment ever necessary. Complete satis- 
faction guaranteed. Makes Gasoline 
Engines Run Better! 


STOPS FLOODING & STALLING - 
PREVENTS VAPOR LOCK + GIVES 
QUICK ALL-WEATHER STARTS - 


” 
fit mith eve y 
Write for illustrated 
folder or ASK YOUR 
LEADING JOBBER 
ALONDRA SALES, INC. 


959 Crenshaw Bivd., Los Angeles 19, Calif. 
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NEWS BRIEFS 
(Continued from page 15) 


Survey Reveals Motorists 
Nagged Most by Tires 


— are more concerned 
about tires than any other 
performance feature on their cars 
when on the road, according to an 
independent survey conducted by 
the Psychological Corp. of New 
York for the Du Pont Co. 

Intensive personal interviews, 
with a national urban cross sec- 
tion of 325 recent purchasers of 
tires as original or replacement 
equipment, were made in 88 towns 
and cities. 

Tires were the chief concern of 
one-half the motorists while on 
the road, with one-third mention- 
ing brakes and one in six citing en- 
gine trouble. 


Ford to Shoot for 34% 
Of ‘57 Truck Market 


MPROVEMENTS shown in 1957 

trucks will stimulate truck 
manufacturers to double their rate 
of product improvement in the 
next ten years, according to D. W. 
Lee, Ford truck planning manager, 
who spoke at the national truck 
conference in Dearborn, Mich., last 
month. 

He revealed that Ford Motor 
Co.’s sales object is 34% of the 
1957 truck market, forecast at 
about 960,000 units. He also pre- 
dicted that factory sales, in line 
with a growing economy, would in- 
crease by 50,000 units to 1,150,000 
and would rise another 20% by 
1960 to 1,350,000. 


Atlanta SAE Hears Lederer 


The Atlanta Section of the So- 
ciety of Automotive Engineers 
heard Jerome Lederer, director of 
Flight Safety Foundation and Cor- 
nell-Guggenheim Aviation Safety 
Center, speak Feb. 4 on “The 
Challenge of Air Safety.” A pio- 
neer in the air, Lederer began his 
aviation career with the U. S. air 
mail before there were any sched- 
uled airlines. 


Cooley Dies in Seattle 


Horace C. Cooley, formerly con- 
nected with Sanders Motor Co., 
Raleigh, N. C., died in Seattle, 
Wash., recently. Cooley, who 
moved to Seattle two years ago, 
was at one time associated with a 
Packard agency in Wilson, N. C. 
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NEW rg 


From HHWOT 


* Low priced 

Economy Chest 
* Heavy Super-Duty series 
* New designs 


MODEL 107 
CHEST ONLY 


$25.90" 


*slightly higher 
East and far West 


Here are four new time-and-money- 
saving tool chests that will keep your 
valuable tools clean, safe and always 
on hand. They’re designed by Huot, 
the nation’s foremost maker of deluxe 
chests and cabinets. 

These chests can really take it, too. 
Super-Duty models are made from 18 
gauge and heavier steel! Drawers 
move easily on compound slides and 
Huot’s built-in locking system keeps 
drawers secure. Huot chests and 
cabinets are finished in infra-red 
baked blue-grey enamel. 


NEW HUOT ECONOMY CHEST 


Model 107 retails for $25.90*—lowest 
priced, full size automotive chest on 
the market. All new features. Over-all 
dimensions: 26” x 1244” x 1244". 


HUOT Model 108 
CHEST 


Shown mounted 
atop a Model 275 
cabinet is the big 
Model 108 chest 
withextra long and 
deep drawers for 
heavy, long tools. 
Over-all: 28” x 15” 
x 21” high. One 5 
inch deep drawer, 
two 3 inches deep 
and three 2 inches deep, wt. 110 Ibs. 


Model 109 SUPER-DUTY CHEST 
It has all 
heavy duty 
features of 
Model 108, 
but has four 
drawers, 
one 5 inches 
deep, one 3 
inches deep 

and two drawers 2 inches deep. Over- 

all size: 28” x 15” x 1534", wt. 85 lbs. 


Model 275 SUPER-DUTY CABINET 
Designed to support Model 108 or 109 
chests, it lets you roll your tools to the 
job. Two big drawers for power tools, 
2314” x 16” x 6” deep, wt. 115 Ibs. 
Double drawer supports. Locks com- 
pletely with hide- peer A front. Flying 
saucer casters are standard equipment. 


Warehouse Stocks Carried 
in 


HUOT is pronounced “Hew-ot” 





HUOT MANUFACTURING CO. 
587 N. Wheeler Street © St. Paul 4, Minn. 
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DEGREASER! 


a: 


shamp 
QT. SIZE CONCENTRATE 
MAKES 2 GALLONS 


Spray Or Brush On 


takes cling out of oil and grease—emulsifies it so 
that all dirt may be hosed off as easily as you rinse hands under 
water faucet. Launders engines faster, more completely and safer than 
steam cleaning (warm the engine). Self scouring action brings out 
factory new appearance — provides accurate visual inspection — 
Gunked engines run cooler. Genuine Gunk is sold in BULK sizes at 
better automotive wholesalers everywhere. Retail sizes may be ob- 
tained at WESTERN AUTO STORES AND ASSOCIATE STORES. 


Try it today! 


(CHICAGO PLANT) GUNK CHICAGO CO. « CHICAGO 38, ILL. (LICENSEE) 





EARN BIG PAY 


Earn While You Learn 


DIESEL MECHANICS, AUTO MECHANICS 
WELDING, BODY AND FENDER REPAIR 


Train in our modern shops. 

You learn with tools on real equipment. 
Master a trade with a real future. 
Many of our graduates earn $100 

per week and up. 


THOUSANDS OF MECHANICS NEEDED! 


*50,000 NEEDED 


The nation’s requirements for new mechanics now is 
nearly 50,000 a year, as motor vehicle registrations 
begin mounting beyond 60,000,000. it has nm esti- 
mated that mechanics graduating from schools number 
only around 10,000 a year. 

*South Aut tive Journal fer Janvery, 1956 

















@ DAY AND NIGHT CLASSES APPROVED FOR VETERANS 
@ WRITE FOR FREE BULLETIN DEPARTMENT NO.7 


NASHVILLE AUTO-DIESEL COLLEGE 


226 7th Avenue, North, Nashville 3, Tennessee 




















LEE 


@ Zero to 90° 
positive 
stop — and 
minus one 
degree setting 
@ V-ways with 
automatic 
take-up 
for wear 


@ Collet Chuck 


Valve Refacer 


SUPER FINISH 


AND 
EXTREME 
ACCURACY 


Occasionally a manufacturer develops a product that is so 
outstanding that the trade gives it a rousing welcome. The 
K. O. Lee Lifetime Refacer is such a product. 

The K403C refacer does an exceptionally fine job of grinding 
valves—providing a super finish seldom equaled by more ex- 
pensive machines. 


K. O. Lee Company, Aberdeen, S. D. 
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HEADLININGS 
FLOOR MATS 
DOOR PANELS 


SEATS 


FOR 

FABRIC 
LEATHER 

& PLASTICS 


EASILY AND SAFELY 
CLEANS AND RESTORES COLOR 


JE N C f N products 


4119 BROADWAY KNOXVILLE, TENN 
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MUFFLERS 
BREAKS THE 


When Jack and Fred Black of Black & Co., Knoxville, Tenn., recently 
sponsored nine Tennessee student mechanics to aftend the UMS school 
at the GM Training Center in Atlanta, the wkole Black organization 
turned out to give them a send-off (l. to r.): front row, Isham Gurley, 
Black & Co.; Ray Sampley, student from Kelso Motor Tune-Up Service, 
Oak Ridge; Carl Skeen, student from Tri-County Motor Co., Lafollette; 
Bill Bounds, student from Dixie System, and Frank Burkett, student 
from Wilkins Cities Service, both of Knoxville: Ralph Dunsmore, student 
from Dunsmore’s Garage, Mascot; H. F. “Bud” Edgemon, Black & Co.; 
back row, W. E. “Bill” Guinn and Joe Walker, both of Black & Co., 
Earve Leek, student from Knoxville Truck Sales, Knoxville: Sam Neu- 
bert, student from Dunsmore’s Garage; Jess Steelman, student from 
Schubert & Steelman, and Bill Gentry, student from W. W. Gentry 
Service Station, both of Knoxville; Fred Black and Jack Black; Leon 
Montgomery, sales manager, and Vernon Horton and Jim Mathis, both 
members of the organization, 


——— 


SOUND 
BARRIER 
with 
TURBO-JET 
My Kingdom for a Mechanic! |B) peau 


By FRANK COLLORD 


Dodge-Chrysler-Imperial Dealer 
Waterloo, Iowa 


MERICA is short 100,000 me- 
chanics! 

Today there is one mechanic for 
every 83 motor vehicles. There 
should be one for every 60. 

As the automobile becomes more 
complex and repairs even more 
technical and difficult, our me- 
chanics will be able to handle even 
fewer vehicles. 

At the rate automobiles are be- 
ing produced and sold, there will 
be 83,000,000 cars and trucks on 
the highways by 1965. As our pro- 
duction and sales increase, so 
should the number of our mechan- 
ics. We need 30,000 new mechanics 
a year. 

Let a customer leave your serv- 
ice department unhappy because a 
mechanic failed in his job and you 
will learn how quickly you are 
making excuses for your service 
department. Many of the excuses 
we make today, because of in- 
capable mechanics, could have 
been corrected yesterday — or 
months before. We could have ex- 
ercised greater care in hiring 
them. ... 

Hiring a new mechanic doesn’t 
start and stop with mechanical 
qualifications. There is much more 
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Excerpts from an address by the chair- 

man of the personnel relations committee 

of the National Automobile Dealers As- 

sociation at the NADA convention in 
San Francisco, Calif., Jan. 26. 


involved. Before any dealer hires 
a new employe, he should ask him- 
self these questions: (1) Is this 
job candidate suitable for the job 
vacancy? (2) Will he get along 
with other employes? (3) Is he 
physically capable of handling the 
job? (4) Is he dependable? (5) 
Does he want a permanent job or 
is this just a stop-gap until he 
finds something else? 

The best source for finding ans- 
wers to these questions is during 
an interview. If the interview is 
planned properly, you shouldn’t 
have any questions unanswered. 

Word your questions so that the 
applicant will give you “when,” 
“where,” and “why” answers, En- 
courage the applicant to talk. 

Explain the job requirements 
and opportunities carefully. Let 
the applicant know what will be 
expected of him and what he can 
expect from the job. 

Be fair. Don’t overglorify the 
job. 





TURBO-JET DIFFUSER 
Produces an 
ACCEPTABLE SOUND LEVEL! 


The all new Grand muffler with TURBO- 
JET diffuser completely overcomes one of 
the most challenging problems ever to face 
the muffler industry. TURBO-JET diffuser is 
an entirely new concept of sound dynamics 
—the result of four years of scientific re- 
search and testing. Now, at last, the ulti- 
mate has been achieved—Grand, a muf- 
fler that gives the full advantage of straight 
through construction without sacrificing the 
control necessary to create a pleasing, ac- 
ceptable sound level. 


GRAND FEATURES DESIGNED SPECIFICALLY TO 
MATCH MODERN ENGINE PERFORMANCE 


* Maximum dissipation and evaporation of acids 
and exhaust gas condensates, reduces internal 
corrosion and “rusting out” * Complete circula- 
tion in expansion chambers reduces temperature 
and physical volume of exhaust gas...speeds up 
discharge + Fiberglass packed high frequency 
sound chamber * Minimum back pressure + 
TURBO-JET Diffuser sets exhaust gases in swirl- 
ing motion to speed-up discharge. 
Fully backed by National Advertising 


Grand Automotive Products 


Dept. 2¢ + 2055 N. Ruby St. + Melrose Park, til. 
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Texan Suggests How to Go About 
Hiring That Important Mechanic 


By GEORGE RANES 


Ranes Motors, Inc. (DeSoto-Plymouth) 
Dallas, Texas 


HE mechanic in your shop is an 
important man. 

He should be a man who pos- 
sesses good mechanical sense, ex- 
perience and ableness. He should 
be a man that is honest with his 
work. He should be a man who is 
cooperative and pleasant with his 
fellow employes. He should be a 
man who is interested in con- 
tinuously advancing his knowl- 
edge of the job that he is doing. 
He should be a man who is re- 
spected by his neighbors and asso- 
ciates. He should be a man who 
manages his personal business and 
social affairs intelligently and 
honestly. 

He is the man that stands in 
your shoes in the eyes of that por- 
tion of the public with which he 
has contact. So he is an important 
man. He deserves to be very care- 
fully selected. 

Before you hire a new mechanic 
it is important that you know as 
much about him, and his ability, 
as is possible. Before you can make 
a proper selection for hiring you 
must consider every available fact 
concerning the applicant. . . 

A basic principle of hiring is 
never to expect an applicant to 
change fundamentally, or to re- 
form, just because he is coming to 
work for you. You have to hire on 
an “as is” basis. The only way that 
you can be reasonably certain that 
the candidates meet your require- 
ments before you hire them is to 
verify all of the facts that they 
have given you in support of them- 
selves, and to secure from their 


Excerpts from an address before the an- 

nual convention of the National Auto- 

mobile Dealers Association at San 
Francisco, Calif., Jan. 26. 


references any additional facts 
that may be available. Any appli- 
cant for a job will put his best 
foot forward in a personal inter- 
view. He will, certainly, leave un- 
said anything that would damage 
his purpose. So remember, always 
check the references, always get 
all the facts before you hire. 

A personal visit with a former 
employer or other reference is al- 
ways the best way to check. If the 
purpose of checking the references 
is to get the facts, then why not 
follow the method that is more 
likely to produce all of the facts— 
a personal visit? It takes time and 
you are busy. But a careful con- 
sideration of the importance of the 
thing that you are trying to do 
should cause you to realize that a 
little time, and a little energy, now 
applied, can save you a lot of 
trouble later. 

It could very well be that the 
reason that you are currently re- 
cruiting is because you have done 
a poor job of recruiting prior to 
now. And, it could also very well 
be that the principal error in your 
former recruiting activity was the 
failure to get all of the facts—facts 
that were available to you if you 
had carefully checked the ref- 
erences. 

If the circumstances are such 
that you cannot make a personal 
call in your efforts to check the 


references, then the telephone is 
your next best method. Even the 
expense of a long-distance call may 
be worthwhile. If a personal visit 
or a telephone call cannot be made, 
then use the mail. But check. 
Credit agencies in most cities have 
developed very good services that 
can be used for this purpose. They 
are very likely to develop for you 
better information on credit and 
neighborhood reputation than you 
will otherwise get. They use the 
personal interview method. 

Your check should be as 
thorough as is possible. If your in- 
quiry is to a former employer, you 
will want to know about his ex- 
perience with his former employe 
and whether that former employe 
is eligible for rehire. Additional 
subjects of inquiry should con- 
cern: 

1.—The pay he received. 

2.—His absentee record. 

3.—His ability. 

4——His work habits. 

5.—His tenure of employment. 

6.—His accident record. 

7.—His physical health. 
8.—How he gets along 
other people. 

Just remember that you want all 
of the facts. You are about to hire 
a man who, unless you are going 
to do the job over again, is going 
to work with you a long time. 

This investigation can also be of 
a benefit to the employe. Presented 
to him properly, it can help to 
start him on the job with the right 
attitude. If you employ him, and 
he starts to work, he will feel a 
greater sense of security. He will 
realize that you have gone to a 
lot of pains to check his references. 
He will feel that this was not just 
an emergency hiring. He will feel 
that he is starting to work for a 
place that does things right. He 
will know that the employment ap- 
plication blank that he prepared 
for you was an important docu- 


with 





A POWERFUL NEW WAY 
TO SELL SHOCK ABSORBERS 


ar 


Sell Shock Absorbers quick- 
ly and easily with the new 
Columbus 

fF and the unique, new “See- 
Thru” plastic demonstrator 
—a full-size, working-model 
shock, made from produc- 
tion parts, encased in tough 
clear plastic, with real hy- 
draulic fluid inside. You can 
get yours from your Colum- 
bus jobber. 
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RAJAH PAT. HAND CRIMPING TOOL 


NOTE—The simplicity of this Tool 
it strips and also crimps Rajah Terminals to 
Ignition Cable 


Order from your jobber or direct from us. 
Send for circular and prices. 


The Rajah Company, 35 Verona Ave., Newark, N. J. 
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ment. He will know that you con- 
sider his job an important job and 
that he is an important person to 
you. He will know that he met 
your standard before you hired 
him. 

Nothing can be more important 
to you and to your current and fu- 
ture employes than for you to be 
sure that everyone in your or- 
ganization that shares with you the 
responsibility for hiring shall al- 
ways hire on the record—not on 
hope. This can only be done if you 
check the references and substan- 
tiate all the facts. 








vere" 


FOUR STAR 
ENGINES 


The Best Remanufactured 
Engines Ever Offered 


With FOUR STAR ENGINES 
You Know You Get 


+*« SOUND BLOCKS... no blocks used 


with repaired or welded valve ports. 


* All new pistons, pins, rings, rod bear- 
ings, main bearings, camshaft bear- 
ings, timing gears or chains, exhaust 
valves, intake guides, gaskets. 


Precision Remanufactured Connecting 
Rods, completely reground and pol- 
ished crankshafts with all main 
journals the same size and all rod 
journals the same size, all rebored 
and micro-hened cylinders, remanu- 
factured oil pump. 


+ A DEPENDABLE WARRANTY backed 
by a Responsible Company. 


CENTRAL STATES SALES, INC. 
HUTCHINSON, KAN. 
Warehouses 


Dallas, Tex. Kansas City, Mo. 
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South Carolina Dealer 
Praises the Press 


E press got a boost recently 

from Judson T. Minyard, Inc., 
Oldsmobile dealer in Greenville, 
S. C., when the firm inserted the 
following advertisement in his 
series of “salute to our town” in 
the classified section of The Green- 
ville News: 

“The eye-shaded editor who 
sits at his typewriter and grinds 
out the news is one of America’s 
most colorful characters. Aided by 
a nimble staff of men and wom- 
en reporters, copy boys, pressmen 
and home-delivery carriers, the 
editor gives us all the news of our 
town, our nation and the troubled 
world. 

“And let us not overlook the 
advertising solicitors who pound 
our streets daily and gather the 
merchandise messages that tell us 
what wares and services are for 
sale. Newspapers are a boon to 
the community. True to their spe- 
cialized jobs, working long hours, 
friendly to everyone. . .these peo- 
ple of the press keep our minds 
in circulation!” 


Universal C.1.T. Names 
Jorgensen for South 


| Apes of Glen E. Jorgensen 


as a vice-president and re- 
gional sales manager of Universal 
C.1.T. Credit Corp. has been an- 
nounced by President Alan G. 
Rude. 

Jorgensen, who had been an as- 
sistant vice-president and head of 
the training supervision depart- 
ment, will supervise and direct 
company activities throughout its 
Southeast region. 


Virginians Elect Gardner 


The Harrisonburg-Rockingham 
(Va.) Automobile Dealers Asso- 
ciation has elected Ken Gardner of 
Gardner Chevrolet, Harrisonburg, 
president. John Myers of Myers 
Ford, Elkton, is vice-president, 
and James Thompson, James 
Thompson Buick, Harrisonburg, is 
secretary-treasurer. 


Front Royal Elects Gore 


Osborn Gore of Board & Gore 
Pontiac, Front Royal, Va., is the 
new president of the Front Royal 
Automobile Dealers Association. 
Other officers are Walter Bunch, 
Marshall Motor Co., Marshall, 
vice-president, and Ed J. Kerfoot, 
Front Royal Motors, secretary. 








TIRE REPA/p 
MATERIALS 











DUAL-DUTY 
TUBELESS TIRE 
Repair Kit 


FEATURING 
COLD VULCANIZATION 


Everything needed to make safe, 
sure and profitable tubeless tire re- 
pairs: specially-designed, patented 
plugs, cold, chemical cure cement, 
plug pulling tool, buffer and punc- 
ture gauge. 


(Alo) DUAL- DUTY 


TUBE REPAIR 


FEATURING 
COLD VULCANIZATION 


Great time-saver and money-maker 
for tube repairs. Feather-edge of 
cushion-gum welds repair to tube 
during wheel spin. The kind of tube 
repair your customers want and 


need! 
— Se 








| PLU S Akro Criss-Cross, 


Double Cushion and Perma-Patch 
Tire Repairs. 


“Avtomotive Service & Know-How Since 1929" 


THE BUXBAUM COMPANY 


CANTON 1, OHIO 
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Alan Sales Co.—Birmingham 
Acme Air Appliance Co., Inc. 
Downey, Herman J.—Birmingham 
Detroit Aluminum & Brass ... 

Warwick Laboratories, Inc. 


Fortier, L. J.—New Orleans 
Western Tool & Stamping Co. 


MARYLAND 


Kneavel & Co., W. 8.—Baltimore 
PLORBIDA Cole-Hersee Co. 
Retzker, Matthew —Baltimore 
Hirsig Co., L. M.—Jacksonville Western Tool & Stamping Co. 
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Grand Automotive Prod. Co. Atlas Weight Co. 
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White, Dick—Dallas 
Jensen Prod. 

Copeland, Rudy—Fort Worth 
Egan Mfg. Co., H. B 

Keller Co., Fritz—Fort Worth 
Mark IV Div. 

Lovelady, F a W.—Fort Worth 
Go-Jer Co. 

Pome, Neal V.—Houston 

. Lee Oo. ... mn 

Seitert J. E.—Houston 

Homestead Valve Mfg. Co 


VIRGINIA 


Foster, Alex J.—Alexandria 
Arnold Haviland Co. 

Armistead, T. S.—Richmond 
Homestead Vaive Mfg. Co 

Duffee, James E.—Richmond 
Plastone Oo. . 

Lambert, Karl—Richmond 
Detroit Surfacing Machine Co 

Taylor Bros.—Richmond 
Hein-Werner Corp. 
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vice means complete service for manufac- 

rets and jobbers in the South. A quick look 

at the Hirsig organization is all that is neces- 
sary.... 


’ IT’S EASY to understand why Hirsig Ser- 
u 


AUTOMOTIVE EXPERIENCE | . . Hirsig Ser- 
vice is complete because of the many years of 


automobile experience behind this organiza- 
tion... an average of over 13 years per man! 
These years of experience bring know-how to 
the creation and maintenance of the kind of 
service that builds business. 


SMALL TERRITORIES =... . Hirsig men have 
small territories so they can make more fre- 
quent calls on their customers and serve them 
better. From headquarters in |7 Southern cities, 
information brought to customers on Hirsig 
lines is timely and complete. 


CAREFUL PLANNING ... The work of the 
Hirsig men in the field is planned and directed 
from Headquarters by men with long and suc- 
cessful experience in the automo- 
tive field. A fully staffed 

home office promptly handles the 

necessary details as required by an 

efficient sales organization. 


Want more facts? Use Reader Service Card Page 118 SOUTHERN AUTOMOTIVE JOURNAL for February 1957 
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Hastings Oil Filter Cartridges keep oil 
clean all the time—from filter change to 
filter change.* The reason is Densite. 


Densite—an amazing new type of filtering material—is made 
of millions of selected cotton fibres, pressure packed so oil 
must flow through countless tiny openings, pass many surfaces 
of fibres. The most microscopic abrasives cling to these fibres 
—and stay there! Recommend Hastings Filter Cartridges ... and 
add a host of satisfied customers who will have clean oil ail 
the time. 


*When replaced as normally recommended. This fact proved by tests con- 
ducted in accordance with U. S. Bureau of Standards procedure. 


HASTINGS MANUFACTURING COMPANY- HASTINGS, MICHIGAN 
Oil Filters, Piston Rings, Casite, Wear Reducer, Spark Plugs 
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For Finest Circumferential Expansion in old and new Engines... 


ittakes = 


Not just one exclusive chrome plated oil ring an 

... but two! Both utilize the Circumferential 

Expansion action, the latest advance in oil ring 

design. That is Ramco Engineering’s answer 

for you who want finest re-powering results 

and maximum customer goodwill. Chrome C-9 

or Chrome Spiro-Seal, whichever oil ring is : 

finest for the engine, is the oil ring you get a a 


when you use Ramco engineered 10-Up sets. nd A S rs oO T a | ¥ 
= 


Ramsey Corporation, St. Louis 8, Mo. 
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super fine chrome C-9 oil ring 
Ramco’s years-ahead C-9 Circumferential Expansion = ‘N 
design achieves a new high in cylinder conformability. 
The raMco Duomatic Combination Spacer and Expander 
puts up to 20% more bearing points on the rails. These 
chrome plated rails being radially thinner than con- 
ventional rails, are more flexible and therefore more 
sensitive to the action of the Duomatic Expander. 











super fine chrome Spiro-Seal oil ring 
Ramco engineering has utilized the circumferential 
expansion action for over 18 years in the Spiro-Segment 
of the Ramco Spire-Seal Oil Ring. The Ramco exclu- 
sive Spiro-Segment expands circumferentially, requiring 
no initial inner-ring pressure to contact the cylinder 
wall. It clings to the wall with its gentle spring action, 
winding and unwinding as it goes up and down in a 
tapered cylinder. 

The result is an alternating pressure action that 
increases pressure on the downstroke when it is needed 
to remove excess oil and relaxes it on the upstroke 
for exactly metered wall lubrication. 








Whatever is FINEST for the Engine You Get in every RAMCO 10-Up Set 


KWL Immediate Seat-In KWEST Continuing Compensation for Wear 


without engine drag that keeps engines running like new longer 


MME Immediate Oil Control WEST Longer Service Life because of Ramco’s 


without wall wearing pressure years-ahead precision manufacturing 


INEST High Vacuum Oil Control 


by top and bottom oil ring sealing 


Copyright 1957, Ramsey Corporation K-)544 





